inimodsinins || 


LORNO 


ITY June 26, 1952 


ontents—Page 5 


-\ 
JUL 


ry 





| 20 
- Slaymaker Padlovk 








SILVER SENTINEL PADLOCKS — Handsome, 


BRASS BEAUTY PADLOCKS — Sturdy, solid cast 
highly polished zinc padlocks. Hardened steel 


brass padlocks that /ook as strong as they are. Four 
sizes. Famous “miniature showcase” sets them off 
like jewels! Retail prices: No. 55, 39c; No. 75, 49c; 
No. 78, 89c; No. 88, $1.10. 


shackles. Four popular sizes. No finer protection 
available at their low, low prices. Fast sellers 
everywhere at 29c (No. 111); 35c (No. 211); 
39c (No. 311); 49c (No. 311E). 











SEE PAGES44 AND45 FOR THE 
EXCITING STORY OF THE 
NEWEST SLAYMAKER PADLOCKS 





You'te interested in sales and profits. Slaymaker 
helps you get ’em—with padlocks that you can't 
beat for quality and value, plus heads-up modein 
merchandising that rings the bell! Remember, too, 
that Slaymaker is the on/y padlock company build- 
ing ¢onsumer acceptance and preference with 
consistent national advertising. Now Farm Journal 
joins the Saturday Evening Post in telling your 
customers about Slaymaker. Look to this up-and- 


coming company for padlock prosperity! 


SLAYMAKER LOCK COMPANY 
Since 1888 
LANCASTER, PENNSYLVANIA, U.S.A. 


World’s Most Complete Line of Padlocks 




















.-- 1S “AT HOME” HERE 


" Carrying the load Every operation performed at the Buch Manufacturing 


since 1868” Company plant in Elizabethtown, Pennsylvania has been set 
up to achieve just one thing—top quality. Each individual 
part, whether it be for a Buchbarrow, roller, spreader, or 
any other Buch product, is designed and built to exacting 
standards of the finest material possible. From drawing 
board to finished article Buch means—Best. Remember the 
price of a Buch product is never as high as its quality. 


WRITE FOR FREE ILLUSTRATED CATALOG. 


BUCH MANUFACTURING CO. ¢ ELIZABETHTOWN, PA. 


SALES OFFICES IN: NEW YORK CITY, CHICAGO, DETROIT, ATLANTA, 
DALLAS, MEMPHIS, OKLAHOMA CITY, KANSAS CITY, LOS ANGELES 
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a simple device now makes it possible to move 





the opening which receives the latchbolt 1/8” 
without cutting new mortise. 
Loosen the screws slightly and the pressure of a 
fingertip compensates for door warping, 
PeleceMCRCoe Mem rier lemeciome lic me mrliiom litaiinaiie 


See the latest kwikset time and money saver— 





your jobber has it now. 


sales and service company, anaheim, california 
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combine the Styling your customers demand... aap 
with the Seeantty they need... @ 


Each outstanding in its class, these popular 5-pin tumbler Eagle Rim Night Latches and Dead Locks 


meet the highest standards of attractive appearance, dependable security and fi k i oon 
traditional Eagle values that have customer approval whenever displayed. ee > per ye 
EAGLE NIGHT LATCHES . . . No. 3547, smart, sleek desi I i bei 

| , ; 3 q gn, gold bronze finish . . . No. 3547N, 
solid black case with nickel plated knob, cylinder and bolt . . . No. 3500BC, rugged cast iron latch cooding 
jt brass gee \ Oe aw i rustless alloy, finished in gold bronze . . . EAGLE DEAD LOCKS. . . rors , 
my-proof” No. » rustless alloy, solid brass cylinder, st i i “Tron 
No. 3539, cast iron case and bolt, black finish. ee ee oe a es ° « ware” R 
For complete details and prices, see your jobber or write... tna 
ork, 
HARI 
the EAGLE LOCK COMPANY air 
56th Si 
Subsidiary of Bowser, Inc. Post O 
March 
stati TERRYVILLE, CONNECTICUT fee, Ne 
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CHAIN ALWAYS SELLS 


@ People are always buying chain. The volume of chain you sell depends on your “ee nee 
stock and how you show it. i ge Soe Ri 
The AMERICAN No. 203 HANDY CHAIN is a number one item for you to stock. It 7 re Fi 
is used as a safety chain for trailers and outboard motors, as a tie-up chain for boats 
and bikes, and for bundling and holding lots of things. The AMERICAN CHAIN SALES- 
MAKER is the best display ever devised for you to sell chain from. It gets chain out col 
where your customers can handle it. That sells chain. day 
Hi Call your AMERICAN CHAIN wholesaler who sells the com- 
¥ 2 4 i plete chain line. You can get anything you need from him. vel 
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AMERICAN CHAIN DIVISION Ch ' I . 
AMERICAN CHAIN & CABLE ain 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


Remembered in July; 
Forgotten in November 


Public interest in the approaching political 
conventions in Chicago grows greater each 
day. That’s all to the good. 

But will this interest be as strong in No- 
vember as it is in July? 

Talk in July doesn’t carry half the weight 
of a vote in November. 

All our words on this page; all the words 
you exchange with your friends on this sub- 
ject are meaningless, unless backed up with 
votes in November. 

To all of us who believe that a change in 
administration is vital if America is to re- 
turn to a path of sound fiscal policies and 
rational foreign policies, getting out the vote 
in November is especially important. 

It’s not too early to start planning, now, to 
aid in assuring a heavy vote in this crucial 
election. 

We often hear references to the strength 
of the “labor vote” or the “farm vote,” and 
many of us are inclined to feel that our lone 
vote is meaningless up against such vote 
blocs. 

Events of the past few years have demon- 
strated rather conclusively that the so-called 
“labor vote” is by no means a solid substance 
that can be swayed as a unit at the whim of 
the labor leaders. Sen. Taft demonstrated that 
in his Ohio campaign for senator. 

Nor is the farm vote necessarily a solid 
mass that moves as a unit in one direction or 
another. 

Today’s tax burden is biting deeply into the 
labor group; the farm voters are seeing now 
the full folly of the Administration’s weird 
social planning. 

The social planners in Washington are 
slowly chipping away at all our hard-earned 
liberties. Today, they want to force every 
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By W. A. Phair, editor 


working man into a union. Tomorrow, they 
will want to force every man into one political 
party (as they do now in Russia, and did in 
Nazi Germany and Italy); then it will be 
forcing every man into one church. 

These statements are no exaggerations. The 
trend is there; the conclusion is inescapable. 

Now the only defense we have against this 
or any other frightening plan is the ballot. 

In an effort to encourage the full use of the 
ballot by every qualified voter, a nation-wide 
effort is underway to get out every eligible 
voter for the November elections. This effort 
is not concerned with how you vote; it is con- 
cerned only in getting you to vote. 

If enough Americans will wake up and get 
out and vote, there is an excellent possibility 
that the Washington mess can be cleaned up. 

How about you joining this effort, now, for 
the sake of your future, and adopting the 
slogan: 

“See you at the polls.” 





More and Bigger 
Consumer Catalogs 


A few days ago the mail brought an an- 
nouncement from a large retail sales organi- 
zation in the East, whose prices are usually 
substantially below normal list, that they 
were planning to issue an enlarged consumer 
catalog for the Christmas season. This cata- 
log, they claim, will be the largest they have 
ever issued. 

There are two interesting aspects to this 
announcement. 

One is that it proves that price alone is not 
sufficient to maintain sales volume. It still 
takes good promotion to make sales. 

The second aspect is the acknowledgment 
by this store that a consumer catalog is an 
important sales building tool. 

Despite the fact that hardware dealers 
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have available colorful, attractive, sales stim- 
ulating consumer catalogs prepared by whole- 
salers, many dealers still overlook this proven 
promotion technique. Some dealers, in fact, 
have a choice of several catalogs and still 
hesitate to use them. 

The value of thse catalogs has been proved 
many, many times. They do an outstanding 
job in pre-selling your customers on your 
merchandise. I’ve talked with hundreds of 
dealers on this subject and at least 95 pct 
of them find catalogs valuable in building 
sales. 

While these catalogs can contribute heavily 
to better sales volume, they cannot do the 
job alone; they can’t perform feats of magic. 
They must be backed up with adequate store 
display, salesmanship, etc. 

As one wholesaler puts it, “This catalog 
brings customers into a store; it’s up to the 
dealer to sell the customer after he’s in the 
store.” 

If you are using catalogs, it will be worth 
the time to make an objective study of how 
you back them up; to determine if you’re 
doing a complete, well-rounded job. 

If you are not using consumer catalogs, it 
will pay you to talk it over with dealers who 
have had experience with them, or with your 
wholesaler who can tell you of the experience 
of other dealers who have used them. 





How Does 
It Look? 


While on this topic of consumer catalogs, 
it seems to me that wholesalers need to give 
this matter a real objective scrutiny, espe- 
cially with respect to format, appearance, 
readability, etc. 

As the number of houses issuing catalogs 
increases, there is a tendency to fall into a 
common pattern, so far as general appear- 
ance is concerned. 

I discussed this point with a wholesaler 
recently, and we discovered that the home- 
owner in a midwestern state could, and prob- 
ably did, receive six large broadsides, in the 
same week, almost identical in format, color, 
general arrangement, etc. 

Of course the merchandise was different in 
each broadside, but a hasty glance would lead 
one to think that they all came from the same 
source, when actually they were mailed out 
by six competing organizations, including a 
mail order house. 

The preparation of catalogs for consumer 


use is a job that requires skill and experience. 
As dealers increase their use of this promo- 
tion tool, wholesalers will have to devote more 
attention to improved presentation methods 
and identification. 





Strong Opinions 
On Pretty Girls 


We seem to have touched on an interesting 
subject in our discussions on these pages of 
“Pretty Girls and New Products” (see HA, 
May 29, p. 8). Judging by the letters we have 
received from readers, most people hold pretty 
strong opinions on the subject. 

There is one point, however, that we’d like 
to clear up. Our discussion was concerned 
solely with the use of “cheesecake” in the edi- 
torial pages. We were not discussing the use 
of pretty girls in advertisements. 

The interest of the writer of these pages 
is entirely in the editorial pages. 

The viewpoints of the many readers who 
wrote us were very definitely opposed to the 
use of pretty girl pictures in which the girl 
has absolutely no relationship to the text 
material. 

Most readers insisted that they would rather 
see the space used for selling ideas, for news 
of happenings in the trade, etc. They felt that 
the use of plunging neck lines and Bikini bath- 
ing suits cheapened the pages without adding 
to the readership of the text associated with 
the picture. 

One reader protested that the use of pretty 
girls is one way to catch attention in these 
days when everybody is competing for atten- 
tion. 

To us as editors, there’s a big difference be- 
tween attracting attention and selling goods 
or conveying an idea. A pretty girl may 
attract attention, but will people read the rest 
of the page? Will they remember where they 
saw it? 

We certainly hadn’t realized so many folks 
had such strong objections to cheesecake in 
editorial pages. We have never felt that such 
material added anything of value to our edi- 
torial pages and refrained from using it. The 
opinions we received from readers indicates 
that a majority of them favor this policy. 

Thanks to all of you who sent us in your 
comments. There were so many that we’re 
a litle behind in acknowledging them. And 
next time we ask for comments on such a sub- 
ject, we’ll provide asbestos writing paper to 
take care of the stronger viewpoints. 
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Security for a thou- 
sand possessions, 
for example: pro- 
tects valuable tools 
from petty thieves! 
ILCO 373 solid brass padlocks with 
hardened steel shackles will guard a 
multitude of valuables. 








ILCO STREAMLATCH 265 in modern 
design with HOLD-O-MATIC feature 
permitting one hand operation. Turn of 
key holds bolt retracted. 

















For greatest lock protection on any en- 
trance door, ILCO 401 jimmy-proof lock 
will relieve vacation worries, 








New ILCO Cylinder Screen Door Lock 
3425LP affords security beyond the usual 
catch for screen and storm doors. Per- 
formance of a real lock permitting secure 
locking from outside. 
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For boathouses and 
other exposed instal- 
lations, ILCO 308B 
cast brass pin tumb- 
ler padlock with or 
without a bronze 
chain not only se- 
cures the property but the lock will 
withstand fresh or salt water attack. 








ILCO 3002 DeLuxe pneu- 
matic closers keep screen 
doors closed . . . extra 
compression spring pre- 
vents wind damage . . . attractive ap- 
pearance ...a real necessity to guard 
against insects at home and summer 
camp alike. 











cash in BIG on this seasonal demand 


Display these Ilco vacation time hardware specialties in your windows and on your 


counters. Attractive Ilco sample mounts and display boards will create interest — invite 


demonstration — increase sales. The small space required will 


“pay off” handsomely. 


Check your stock and be sure you are ready for this automatic increase in profitable 


business from vacationers, hotels and resorts. Write us for information about sample 





mounts and display boards, 





FITCHBURG, 


INDEPENDENT LOCK COMPANY 


MASSACHUSETTS, 


U.S.A. 
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ashington 
NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Lengthy Steel Strike May Force 
Return of Credit, Building Curbs 


Relaxed credit controls may be of short duration 
should Congress extend present such control authority. 

Mixed feelings met the change in down payment 
rules for housing. Some in both government and in- 
dustry said it was a good thing. Others said reduc- 
tions were so small as to be of little aid to either 
business or home buyers. 

Actually, main change was for homes in the $7,000- 
and-less class. No down payment is required if a vet- 
eran can talk the seller out of it. For the non-vet, the 
requirement is lower from 10 to only 5 pet. Few 
homes are reported available in that class. 

For homes in the more available $10,000 to $12,000 
class, down payment requirement was reduced by $20 
and $60 for veterans and $50 in each case for non-vets. 
No help whatever, say realtors. 

Aside from disagreements as to benefits, still others 
in government were wondering late this month if the 
delayed action of the Federal Reserve Board in relax- 
ing Reg. X and suspending Reg. W had not acci- 
dentally come at a poor time—hard on the heels of 
the steel strike. 


OUTLOOK—Steel strike impact will hit 
construction hardest. Key government sources 
said last week, no tightening of civilian hard 

s goods controls or credit is likely if stoppage 
ends by early July. But NPA already has 
scheduled revocation of building relaxation 
orders and may even tighten them more. 


Chances for Fair Trade Improve; 
Action May Wait New Congress 


Proposals to bring back Fair Trade laws are suc- 
ceeding in at least one important front: the case for 
Fair Trade, as presented by retailing spokesmen to 
the Senate and House committees has made a large 
number of Congressmen acutely aware of the hard- 
ships suffered by many retailers since the price- 
maintenance laws were thrown out by the Supreme 
Court. 

As a result, the opportunities for passage of new 


10 


Fair Trade legislation were better this month than 
at any time during the past year. 

As these pages went to press, there were no definite 
indications in the Senate that Fair Trade priced items 
might again be sold at an early date. Congressional 
leaders, in their efforts to whip “must” legislation 
through both Houses before adjournment, hinted that 
many important bills (including those restoring Fair 
Trade) would necessarily have to be postponed until 
next year and the convening of the new Congress. 

The House vote on Fair Trade (196-10) clearly in- 
dicates overwhelming support for the restoration of 
Fair Trade laws. But on the Senate side of the 
Capitol, the McGuire bill faces a rocky path. 


OUTLOOK—It’s still possible that a last 
minute compromise on this important bill will 
permit its endorsement. Whether or not a 

% sufficient majority can be mustered to over- 
ride the White House veto that President 
Truman has threatened, remains to be seen. 


Steel Strike Not Likely to 
Stampede Public Into Buying 


Buying of refrigerators, washers, and other house- 
hold durables isn’t likely to be prompted by any con- 
sumer fear of short supplies, despite the possible 
long-range effect of the steel strike. 

In the early days of the strike, one major producer 
of appliances reported sales were running about 25 
pet higher than in the same period last year. 

Forerunner of this kind of upturn was a well-calcu- 
lated sales program highlighted by strenuous promo- 
tional efforts. Some sellers were using tie-in tactics 
to help stimulate the customers’ interest. 

In Texas, for example, one automobile retailer 
advertised that the buyer of any 1952 car in his 
salesroom will get a 20-inch TV set “free.” 

Despite the push to clear shelves and salesrooms 
of all types of hard goods, most consumer goods 
remain so plentiful that many producers have been 
looking forward to a reduction of inventories during 
a shutdown vacation period in July. 

(Continued on page 132) 
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Padlocks 
go along 


Vacations and travel mean new 


protection problems for your customers 





“ 


. . . new sales opportunities for you. 
Feature Master Padlocks in your displays 
of fishing tackle, outboard motors, 


bicycles, camping and other vacation 








equipment — get that 


extra business! 


Make sales faster with 


Master Padlocks 


STANDING 







Master Jock Company, Milwaukee 45, Wis. © World's Leading Padlock WManupactu neve 
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Plastic Table Set 


Called “The Gift,” this polysty- 
rene set consists of a sugar bowl 
and creamer, salt and pepper shak- 
ers and a tray. It comes in char- 





treuse, gray and canyon clay, and 
has a new satin-finish. Attractively 
gift-packaged, it retails for 98¢. 
Federal Tool Corp., 3600 W. Pratt 
Blvd., Chicago 465, II. 


Trick Rubber Baseball 


Youngsters will enjoy playing 
with this trick baseball, 234 in. in 
diameter, with a white rawhide 
finish that is not affected by mois- 
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ture. Embossed stitching on the ball 
allows for a good grip and plenty 
of spin. The rubber ball will curve, 
dip and flutter when pitched over- 
hand, due to a harmless weight 
placed inside. Two-color counter 
cards with each shipment. Eagle 
Rubber Co., Inc., 710 Orange St., 
Ashland, Ohio. 


Beverage Server 


Liquids are kept hot or cold in in- 
dividual two-cup beverage server. 
Its sturdy chrome-plated shell and 
replaceable molded plastic liner are 
easily cleaned and sterilized with 
hot water. A “Seal-tite’” cover re- 
tains temperature until ready to 





serve. Made with Fiberglas insula- 
tion, it has a die-cast handle and 
an easy pouring spout. The server 
has a 10-0z. capacity and is 6x4 in. 
Landers, Frary & Clark, New 
Britain, Conn. 


Improved Levels 


All carpenters’ and masons’ levels 
in the Columbian-Stevens line will 
be equipped with a new plastic vial 
ring, giving better finish in the 
vial hole, greater light reflection 


for easier reading and added pro- 
tection to the vial against break- 
age. All general purpose levels in 
the line will be finished in a rich 
red color. There have been four 





new 28-in. levels added to the line; 
Nos. 2028, shown here, and 228 
general purpose levels, and 428 and 
628 carpenters’ levels. Stevens 
Level Division, Columbian Vise & 
Mfg. Co., 9021 Bessemer St., Cleve- 
land, Ohio. 


Oil Space Heater 


Heater, model H805, has a 
59,000 maximum Btu output, an 
efficient self-vaporizing burner, the 
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in hardware merchandise... 


vital parts of which are made of 
stainless steel, and is oil operated. 
Featured are a removable porce- 
lain-enameled top grille, convenient 
lighting tube, automatic draft 
regulator and oil control valve 
and a rich mahogany baked enamel 
finish. Fuel pump, automatic 
thermostat, Superdraft and 6-gal. 
reservoir are among the available 
accessories. Perfection Stove Co., 
7609 Platt Ave., Cleveland 4, Ohio. 


Porcelain Enamel Sink 


Designed for use with a cabinet 
or a frame, this sink is made of 
acid - resistant white porcelain 
enamel on 18-gage steel. It con- 
tains titanium for a whiter and 
more durable finish, and outdoor 





use will not affect its appearance 
or durability. It is available in the 
14x20 or 16x24 in. size. Federal 
Enameling & Stamping Co., Pitts- 
burgh, Pa. 


Vacuum Bottle 

Solid foods, thick soups and hot 
or cold beverages can be carried in 
the “Wide Mouth” vacuum bottle. 
It keeps contents hot or cold for 
hours and the wide mouth allows a 
spoon in, making it easy to eat out 
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FOR THE HARDWARE DEALER 


of as well as drink out of. The cup 





cap screws on for a perfect seal. 
The plastic case is ribbed for easier 
grip and cannot rust, chip or tar- 





nish. It comes in a red and yellow 
combination and has a high luster 
finish. Aladdin Industries, Inc., 
Merchandise Mart, Chicago, IIl. 


Metal Awnings, Canopies 


Called the Leigh Aristocrat, line 
of prepackaged metal awnings and 
canopies is attractive and has ex- 





tra strength to withstand wind, 


snow, falling icicles, etc. They are 


easy to install with a screwdriver 


(Continued on page 106) 









TO HELP YOU 


SELL 


ee ee ee ee) 


AND OTHER DEALER 
SALES WHEGS 





Hammer Display Units 


Two hammer display units are 
designed for the “100 Plus” lines. 
Boards of displays are a rich red 
and serve as an eye-catching back- 
ground for three sizes of nail 
hammers which are held in spring 
clips on each board. The tempered 
presdwood board, 17x14'% in., has 
a sturdy easel riveted to it, which 
makes it useful for window or 





STANLEY) "990 piuys” 





counter. One unit is for display- 
ing the Full Octagon line, the other 
for the regular line. Stanley Tools, 
New Britain, Conn. 


Cooking Calculator Device 


In conjunction with a national 
advertising campaign, this colorful 
Time-Temperature Cooking Wheel 
is being offered to consumers for 
10¢. It is a 6%4-in. double disc de- 
vice which helps the housewife cal- 
culate cooking times and tempera- 

(Continued on page 120) 
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$260 
RETAIL 
HARDWARE 
MAR, 
1952 > $250 SALES 
APR. aie 
1952 > 
seasonally 
APR. $210 adjusted 
1951 - 
(add 000,000) 
Source: U. 8. Dept. of Commerce 











Hardware Stores 
Reversed Trend With 


Better Volume in April 


In April, for the first time in five 
months, hardware stores did more 
business, on a seasonally adjusted 
basis, than they did in the com- 
parable year-ago month. 

Likewise, business generally was 
7 pet higher in April than it was 
in April, 1951, although these data 
are based on preliminary estimates 
that were not adjusted for seasonal 
variations, price changes, nor num- 
ber of trading days. 

Retail hardware business this 
year has been satisfactory as com- 
pared with any previous year. 

Merchandisers have been some- 
what puzzled about why retail 
business hasn’t kept pace with in- 
creased industrial activity, and 
with personal savings. 

The difficulty of moving all the 
consumer durable goods that in- 
dustry has been able to turn out at 
the same time it has been produc- 
ing defense materiel, has removed 
any inflationery tendencies. At the 
same time, any possibility of even 
a slight recession this year is quite 
unlikely. 

Hardware wholesalers in all but 
the Middle Atlantic, South Atlantic 
and East South Central areas had 
slightly more inventories on hand 
at the end of April than at the 
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> Dealer Business Picks up 


> Wholesalers’ Sales Rose in April 


> Climb in Consumer Credit 


same time in 1951. Inventory of 
all business at the end of April had 
a higher value than at the same 
time in 1951. 





April Hardware Sales 
Above Last April's 


Retail hardware sales, on a 
seasonally adjusted basis, were 
estimated by the Dept. of Com- 
merce at $244 million; $7 mil- 
lion less than in March but $6 
million higher than sales of 
April, 1951. 

While sales for the first four 
months of this year did not equal 
sales in the first four months of 
1951, they are much higher than 
they were in the comparable 
months of 1948, 1949 and 1950. 

Estimated sales for the past 
five years follow: 


SEASONALLY ADJUSTED 
(add 000,000) 
1952 1951 1950 1949 1948 
Jan. $249 $277 $195 $204 $206 
Feb. 259 270 197 200 204 
March 251 256 195 193 206 
April 244 238 +198 197 211 


ee 


4 mo. 1,003 1,041 785 794 827 


May ... 239 207 #200 205 
June ae 233 220 196 210 
July a: ae 195 210 
Aug. ... 231 247 187 214 
Sept. in. aoe ae TH 
Oct. ... 239 230 194 210 
Nov. Bie 240 224 190 203 
Dec. : 237 245 193 204 


. 2,924 2,634 2,342 2,494 











Fair Trade Measure 
Makes Progress But 
Its Chances Dwindle 


Liklihood of the passage of 
amendatory fair trade legislation 
at this session of Congress dwindles 
with each passing day. 

Even though the House approved 
the McGuire Bill (H.R. 5767) by 
an overwhelming vote, and the Sen- 
ate Commerce Committee reported 
it, without recommendation, there 
are other hurdles in its path. 

Senator Pat McCarran, Chair- 
man of the Senate Judiciary Com- 
mittee, protested that this was 
rightly a matter for his, rather 
than the Commerce committee. 

Even in the unlikely event that 
the bill should pass in Congress it 
is believed that President Truman 
will exercise his veto power. 


Only Slight Effects 
From Reg. W, X Changes 


Government economists predict 
that the suspension of installment- 
buying rules (Regulation W) and 
the easing of home-buying re- 
strictions (Regulation X) will re- 
sult in only “moderate” upturns in 
sales. 

As far as installment buying is 
concerned, the government con- 
tinues to check closely for any in- 


(Continued on page 152) 
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3 popular sizes 
75 watt, 100 watt, 150 watt 
at popular prices 





Silent Salesman Display 
at no extra charge 
increases sales 





Increase your soldering iron sales ! 


@ METAL CLAD HEATING ELEMENT prolongs life 
@ COOLING FINS keep handle comfortable 


@ SWAGED TUBE seats element firmly, 
insuring constant tip heat 

@ HIGHLY POLISHED CHROME FINISH 
and sales-catching package 

@ FULLY APPROVED by Underwriters Laboratories 
and Canadian Standards Association 


@ FOR COMPLETE DETAILS see your jobber, 
or contact Lenk Mfg. Company 


LENK 


Mfg. Company 


30 Cummington St. 
BOSTON 15, MASS. 
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YOUR CUSTOMERS 
SELECT THE BEST... 


hand them CHANNELLOCK 
| Wade only by 


CHAMPION DEARMENT 


































Oftentimes you are in the 
““middle’’ during the time a cus- 
tomer is choosing his purchase. 
That's when you make or lose 
friends. You can always be sure of 
the right recommendation when you 
suggest Channellock Pliers. 


Channellock pliers are made by skilled 
craftsmen of a company known for 
nearly 3/4 of a century for its highest 

quality products. The outstanding features 

of Channellock pliers such as Longer 
Wearing, No Wear on the Joint Bolt, 
Closely Spaced Adjustments and Greater 
Strength make them the most desired pliers. 


Whenever your customers ask for pliers . . . 
help them select the Best . . . Hand them 
Channellock. And remember, Only Champion 
DeArment makes Channellock. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 


Channeliock pliers are listed in the 
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BOOTHS 707-709-71 | 
NATIONAL HOUSEWARE SHOW 


| ATLANTIC CITY 
a 


}s 
Hy) 


Ht | if j 
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WILL TRIPLE 
YOUR PROFITS 


Now...get more ARISTO-MAT sales with 
the new PD-1 display merchandiser. Stur- 
dily constructed of steel, takes up only a 
few inches of counter space, and packs a 
“Giant Wallop” in “EYE CATCHING 
BUY APPEAL.” ARISTO-MATS are 

used by millions of housewives from 

coast to coast, on STOVE TOPS, 

table tops and under electrical 
appliances; to protect fine sur- 

faces from heat, scratches, spilled foods, 
knicks, chips and stains. ARISTO- 
MATS are available in a wide selection 

of patterns and sizes, in a price range FREE TRIPLE PROFIT 


to fit every pocketbook. PD-1 MERCHANDISER 
With the No. 1951 Assortment which contains 
Pre-sold through NATIONAL ADVERTISING the 17 inch by 19 inch size only 


YOUR FAIRTRADE YOUR 
on a full 12 month schedule in... COST RETAILPRICE PROFIT 


pena eae 1/3 Doz. 401 Floral Queen $5.28 $7.92 $2.64 


@ House & Garden Pi Sao es pe MB dM vile eng Ne 0s 2 a a A a TI 
© House Beautiful 1/3 Doz. 1010 Candy Stripe 3.17 4.76 1.59 
@ American Home —_—_—_—_..:.:.,. aa] 
© Good Housekeeping 1/3 Doz. 1030 Chrome Queen 7.17 10.76 3.59 
oti te Rees $15.62 $23.44 $7.82 
© Woman's Home Companion Fair trade prices, Chrome Queen $2.69, 

@ McCall's @ Parents’ Floral Queen $1.98, aunt ee 


Candy Stripe $1.19. PF eemeted by = 


Slightly higher in states west of the Rockies. Housekeeping 
. S 


eras aoveaniste WAS 


SEE YOUR JOBBER or write for your nearest? distributor 


PHOENIX TABLE MAT COMPANY 


1718 East 75th Street * Chicago 49, Illinois 
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tT 1...NOT 2...BUT 3 NEW ALADDIN VACUUM WARE ITEMS TO STEP UP YOUR | | Stop thiswAy folks... | 


WME TRAFFIC... STIMULATE ON-THE-SPOT IMPULSE BUYING...GIVE YOU THE KIND show going(on Inside 4 
OF FAST-MOVING MERCHANDISE THAT MEANS SALES, SALES AND MORE SALES 
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FAMILY MERCHANDISE THAT WILL APPEAL TO EVERY ADULT.@VERY 
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No. WM4 BOTTLE ONLY... 
UNIFORM RETAIL PRICE $1.98 


Ne. 415 SCHOOL LUNCH KIT 
WITH WIDE MOUTH BOTTLE... 
UNIFORM RETAIL PRICE $3.19 





SPECIAL NAME Sy 

PLATE DECAL. = 
Beautifully col- ya 
ored Rocket Ship : , 
Decal in the Kit. 
Junior Space 
Cadet Boys and 
Girls sign their 
names and stick 
"em on. 





No. SC 215—KIT AND BOTTLE... 
UNIFORM RETAIL PRICE $2.89 

No. SC 2—BOTTLE ONLY... 
UNIFORM RETAIL PRICE $1.69 








ices subject to change without notice. 
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+ 
ae YOUR COMMUNITY - 
meer t for not one, but for EVERY ONE OF THE 


Priced Right...Nationally Advertised 







ERY YOUNGSTER oe 
family is an immediate pro 
he a TRIO! New... Different... 


Ht “Aladdin VACUUM PITCHER” FIRST VACUUM PITCHER 
ER OFFERED TO THE PUBLIC AT THE SENSATIONALLY LOW 
PRICE OF ONLY $6.95 RETAIL 


A Pitcher that really pours it on; and what control. COLORFUL 
(the crowd'll go wild), CURVES (to please every fan), A 
WINNER you can depend on for new-profit-business. 


TALK ABOUT PITCHING ...LOOK AT THIS! 


1. Keeps beverages Hot or Cold for hours and hours! Per- 
fect for frozen juices, coffee, hot chocolate, milk, etc. An 
Aladdin Pitcher on the desk, table or night stand is a real 
step saver. 
2. ALL-PLASTIC—CAN'T RUST! Cleans in a jiffy. (Special Fea- 
ture and Instruction Folder in every Pitcher.) 
3. NO-DRIP SPOUT! No more spotted tablecloths or clothing. 
4. POSITIVELY CAN'T OVER-POUR! Float-Closure automatically 
controls pouring as Pitcher is used. No more splashing or 
over-filling of glasses. 
5. LOVELY TWO-TONE COLORS! Attractive for entertaining 
indoors or out. 
6. COOL, COMFORTABLE HANDLE! Easy to use no matter how 
hot the contents. ; 
7. HOLDS FULL QUART! Keeps any beverage fresh and tasty 
for hours. An all-year seller. Every woman will want one or 
more for her home ... every man will want one for his office 
or as gifts for friends and loved ones! 
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EVERY BOY AND GIRL WILL SING OUT... 
We want the Aladdin Tom Corbett SPACE CADET SCHOOL 
LUNCH KIT AND VACUUM BOTTLE 







G pote ‘ MA 
_ ——e pvt PARENTS i yhe story 
‘ Another super-promotional item by the company that gave WAL PING * ay will te peachind 
iH) you the spectacular Hopalong Cassidy Chuck Wagon lunch watiO yseKee - 10° e 4 igh- 
Jj , 

















kit. Every Space-Happy Youngster in your community knows 
Tom and his Space Cadets from Newspapers, TV, Comic 
Books, Radio. 

On the lid a DRAMATIC FULL COLOR PICTURE of Tom Corbett 
at the controls of his Space Rocket. Through the viewplate of 
his cabin, his Space Ship blasting across the exciting words: 
TOM CORBETT—SPACE CADET. 

Comes with famous Aladdin 2 pint Vacuum Bottle color- 
fully decorated with a gorgeous full color scene showing TOM 
AND HIS CREW ON THE SURFACE OF A STRANGE PLANET. 


JOTTLE ONLY ... 
ETAIL PRICE $1.98 


SCHOOL LUNCH KIT 
MOUTH BOTTLE... 
ETAIL PRICE $3.19 





Every Aladdin Space Cadet Vacuum Bottle equipped 
with the new Aladdin Sweet Seal RUBBER STOPPER 


The “Shopper-Stopper” that has created such a sensation 
on the Aladdin HY-LO Vacuum Bottles. 

Can't stick or break. Goes in or out in a jiffy without force. 
Nothing to adjust, seals perfectly. Cleans with a rinse. 






















JAL NAME 
— DECAL. 
ifully col- 
Rocket Ship 
in the Kit. 
Ta Space 
Boys and 
sign their 
and stick 

















ALADDIN INDUSTRIES, INCORPORATED 
NASHVILLE, TENNESSEE 






HY-LO .. . Quart and Pint Vacuum 
Bottles—Pint Workman's Lunch Kits 
Aladdin Sweet Seal Rubber Stopper 
is standard on all HY-LO Bottles. Quarts 
come with 3 Nested Cups, made of 
breakage resistant plastic, tasteless, 
odorless. 
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QUALITY and 
ECONOMY Lunch K 
Workman's Lunch Kits 4 
Pint Bottles. Black Exter 
with Embossed Desi 
White Enamel Interior. 1 
Positive Locks, Collapsi 
Handle. School Lunch 
(Red and Blue) with 
Pint Bottle. Attractiv 
Styled, Attractively Pric 














QUALITY and ECONOMY Vacuum Bottles. —_ 
Quarts, Pints, Half Pints. Priced to jump off F. ec 
your counters. Smartly Designed... Attrac- 
tively color styled. 
Y Y at 


World’s newest and most modern vac- 
uum bottle factory with streamlined 
production facilities devoted to filling 
your requirements for the finest in 
vacuum ware. 





yor 


Distributed Through Leading Jobbers, Everywhere Mod 


JMaildiin Jp Yt, J NASHVILLE, TENNESSEE 


1107 Merchandise Mart, Chicago, Illinois * Pacific Coast: 105 E. Lexington Drive, Glendale, California 


Form No. G-1213 Printed |: U.S.A 
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SEE IT- 
AT THE SHOW 


BOOTHS 564-566 
NAT’L HOUSEWARES SHOW 


ATLANTIC CITY 


Ol) 


improved 





standard models 









All these De Luxe 
Features and still 
at 1948 prices 


New lock-tight bracket 
New distinctive lever 


New—Plated cutting 
assembly 


New eye-catching handle 


New polystyrene knob 


OS® OVO 


SWING-A-WAY MFG. CO. 
ST. LOUIS 16, MISSOURI 


Model 507 still $2.49 ) ae 
Model 607 (Magnetic) still $3.49 SwinG:A:WaAy America’s Favorite Can Opener 
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These new Server Sets 
consist of an 80-o0z. 
ice-lip pitcher and six 
14-0z. heavy-base, 
Classic-shape glasses. 
They are packed in this 
attractive carton for 
easy handling and de- 
livery. Six cartons 
packed in outer shipper. 


LIBBEY GLASSWARE I$ 


ADVERTISED IN 





sales 
yild hot west 


1, LIBBEY 


Y genseree? 

















WITH THESE NEW 
SEVEN PIECE 








i, 
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To retail at about $5.00! 





Here are four new sets that are bound to be 
popular with your customers this summer. These 
gay Libbey Server Sets are naturals for fast, profit- 
able, warm-weather selling. 

Inexpensively priced and attractively prepack- 
aged, these sets make welcomed gifts. Display them 
prominently and watch these self-selling sets move 
off your shelves. 


And, they’re just as practical as they are good 
looking! The cheerful, bright colors won’t wash off 
or wear off. Each glass carries that famous Libbey 
guarantee: “A new glass if the rim of a Libbey 
‘Safedge’ glass ever chips!” 


Stock up on these four sets now and be ready for 
the profitable summer cool-drink season. To order, 
contact your near-by Libbey supply dealer or write 
direct to Libbey Glass, Toledo 1, Ohio. 
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“Provincial” Pattern . . . Rose Classic” Pattern... Maybloom” Pattern . . . Blossoms” Pattern... Gay. open st 
Smart red, yellow, green and Richly decorated in satin Attractive red and white floral Springtime green, white and 

blue color decoration, like roses and 22 K gold. Pattern design with green leaves and chartreuse floral decoration. ees 

the other sets illustrated, is matches other items in the stem completely encircle the What hostess wouldn’t love Cream So 

permanently fired-on. Rose Classic Hostess Set line. pitcher and matching glasses. a set as attractive as this one? iced Tea 

Table Spe 

Sugar Sp 

Coffee Sp 

Dessert F 
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LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo 1, Ohio 
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Cames Fhsfile 


STAINLESS 






+ $5.00! 


yund to be 
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WALLACE TAKES THE FLAT OUT 
OF STAINLESS FLATWARE! 


prepack- It’s Wallace brand! It’s a brand-new design idea in stainless — 
play them the raised beauty of “Cameo Profile.” You can see and feel the 
sets move difference because the design of both Trellis and Fleetline pat- 
terns is raised above the level of the handle stock. There’s no 
— cutting or incising as in ordinary stainless manufacture. 
| i ff “Cameo Profile” is a Wallace original in stainless. 
hem Each piece is graded for perfect shape and balance. All sur- 
8 Libbey faces are smooth and polished. The finish is guaranteed perma- 


nent. Classic Trellis and modern Fleetline patterns are backed 
by the 117 year old reputation of Wallace Silversmiths. 

See your Wallace Stainless salesman now for full details on 
the brand-new volume builder —“Cameo Profile.” 


a Libbey 


ready for 
lo order, 
t or write 


DEAL #3 


3 24-pc. package 
sets with colorful 
counter display 
piece (easel- 
mounted). Retail 
value $53.85. 









DEAL #1 


This beautifully designed permanent store dis- 
play is equipped with a flashing on-off system. It 
points up selling features and affords ample room 
for open stock. In colorfully finished wood, dis- 
play size is 36” x 15” x 22”. 


pessperes : = Cocktail Forks 1 doz. 
essere spoens oz. gutter Spreaders 1 doz 
Cream Soup Spoons 2 doz. P 
Iced Tea Spoons 2 doz. Butter Knives 1 doz. 
Table Spoons 1 doz. Dinner Knives 1/pc. 3 doz. 
Sugar Spoons 1 doz. Dinner Knives 

Coffee Spoons, A.D. 2 doz. HH Forged 1 doz. 
Dessert Forks 4 doz. 24/pc. Sets with 

Salad Forks 2 doz. 1/pc. Knives 1 doz. 


Suggested retail value $491.64 
Small charge for permanent store display 





DEAL #2 


Colorful, compact counter display available with ass.’ Oe : 
each deal in handsomely finished wood with i se satay 


..Ga . 
ay open stock display. 


hite and : . 
‘oration. Teaspoons 3 doz. Salad Forks 1 doz. : 
nts Seve yang Lag od 1 = Cocktail Forks V2 doz. / e 
ream Sou eons 1 doz. 
his one? Iced Tea Spoons doz, Butter Spreaders 2 doz. } . 
Table Spoons Yo doz, Butter Knives V2 doz. ‘ ; MD 3 
Fd 





Sugar Spoons Y2d02. Dinner Knives 1/pc. 1 doz. 


Coffee Spoons, A.D. 1d0z. Dinner Knives 
Dessert Forks 2 doz. HH Forged Ye doz. Division of R. Wallace & Sons Mfg. Co. 
r Suggested retail value $132.12 — WALLINGFORD, 
; e Small charge for permanent store display 
a” iiss f CONNECTICUT 





> I, Ohio 
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* 4 Gtartling New Designs 
* New Decorator Colors 
* Unconditionally Guaranteed 
Against Breakage 


\ 





Since its sensational introduction a few months ago, Texas 
Ware has become the choice of leading department stores in 
large cities everywhere ... your assurance of its merit and 
superiority over all other tableware molded of Melmac. Only 
in Texas Ware will you find new decorator colors plus white 
and four pastels, a superior satin-smooth finish, and a full two- 
year guarantee against breakage under normal use in the home. 


“TOU Can TALK QUALITY INTO & PRODUCT 
1 must Of BUNT Wr 





No other line of tableware can offer so much in sales appeal. 
Texas Ware is available in starter sets now in beautiful gift 
packages, or in open stock. Get all the information on Texas 


Ware today! 
San Jacint es 
Mn acinto PLASTICS MANUFACTURING COMPANY 
825 Trunk Avenue Dallas, Texas ROME, NEW 
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Revere Ware is a tremendous business 
builder. Your customers come in already 
sold, asking for it by name. It is a quick 
sale, with no loss of valuable time. It is a 
larger unit of sale. It is a sale with full profit. 

And Revere Ware offers plus profits, 
too. For instance, our goods come 
ready-packaged for shipping—a definite 
saving to you. 

We'd like to suggest that you take a 
minute to figure what each square foot of 
your precious floor space nets you. 

Then do the same for your Revere Ware 
space. You'll realize immediately why 
more and more dealers are making increased 
room for Revere Ware by eliminating 

dead items and tying-up 100% with the 
company whose entire sales policy is built 
to give you the largest volume 

pa ol best profit. 

Remember, no quality line gets such 
advertising support as Revere does with 
its big, beautiful, four-color pages in the 
country’s leading magazines and its famous 
television show, ‘Meet the Press.’’ That's 
one reason why it brings to your store 
the kind of customers that experienced 
merchants want—quality-conscious men 
and women who know what they want. 
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REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division, Rome, N. Y. 


ROME, NEW YORK . . CLINTON, ILLINOIS . . RIVERSIDE, CALIFORNIA + SEE REVERE’S “MEET THE PRESS” ON NBC TELEVISION EVERY SUNDAY 
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Style has a definite place in today’s bathroom 
design—for the bathroom accessories you 
choose today will do much to determine the 
appearance and convenience of your bathroom 
for years to come. 

This new Crystalcrome towel ring is the 
latest addition to Hall-Mack’s Crystalcrome 
line of bathroom accessories—and it combines 
sparkling beauty and sensible utility in a new 
styling that adds a dramatic touch to bathrooms. 


7 
-” | IMPORTANT to you that Hall-Mack is recog- 


nized as “the best answer to quality bathroom acces- 


The large stirrup-type towel ring is made of 
solid, crystal clear Lucite which will not break 
or discolor—and has a chrome plated base: 
Two rings—fastened to the wall or door—a 
“Mr.” and “Mrs.” pair—will add beauty and 
convenience to any bathroom. 

This is but another example of Hall-Mack 
quality —expressed “styLE”—another reason 
why Hall-Mack is the only answer to Quality 
Bathroom Accessories. 


“= sories”—for it means quality materials and fine construction 
—it means that the accessories you choose will have lasting 
style and enduring beauty—it means that whatever your 
taste, whatever your budget — Hall-Mack has the right 
accessory to supply every bathroom need. 

Within four popular lines—Crystalcrome, Coronado, 
Tempo and China-Vogue—you can select Hall-Mack acces- 
sories for every bathroom style and budget! 


HALL-MACK COMPANY 


1344 W. Washington Bivd., Los Angeles 7, California 
7455 Exchange Ave., Chicago 49, Iilinois 
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CASCO WINS SAFETY AWARD 


Here’s an engineering triumph that makes selling Casco irons even easier than 
before! Casco’s exclusive M-T spout, which enables a woman to empty her iron when 
it is cooled rather than scalding hot, has been awarded the coveted Lewis & Conger 
Flome Safety Award. Casco is the first and only iron so honored! It's further evi- 
dence of Casco’s leadership in developing features that your customers want most. 
Retail price, $19.95. 


STAINLESS STEEL 
construction essures 
yeors and years of 
trouble-free service! 





ALL THESE OTHER 





“PRIZE WINNING” NO DISTILLED WATER is DU-ALL FABRIC DIAL. .. 

CASCO FEATURES cameeine Temparetres evteme 

MAKE SELLING EASIER is ie oe te om isis, creel ant = 
FOR YOU, TOO Ae 


Ue \ 
EAMS LONGER... AIR-INSULATED LIGHTWEIGHT... 


st 
OL) ose ® eee 
Camara) ( i] 17D aa oe a 
Good fingers! ing 
bg Nir ag — \ 


om 


s Se Mr. Dealer: Don’t Forget, Your Mark Up Is Greater with 


CASCO PRODUCTS CORP., Bridgeport 2, Conn. Cc A a Cc QO 
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starter 
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Engineers say that Hoover's starting switch is a jewel. 

And it is. ““Thar’s silver in that thar mounting, pardner!"’ Pure silver. 
Electric contacts are not only silver, but oversize—and on many 
models they are securely enclosed in a dirt-tight housing that shuts 
out trouble. 

That means sure starts, smooth starts, fast starts. 

And with sure-fire starts for the motor itself, there’s ample starting 
torque for any machinery the motor operates. What you want in run- 
ning torque, too—a smooth flow of power from start to full rated load 
and beyond. 

In each mile of precision wiring, in every working part, Hoover 
Motors are designed to run cooler, stay quieter, put out more usable 
power, and pile up proud records for long life on the job. 

And service? When it’s needed, where it’s needed, Hoover's service 
facilities are world-wide—always ready to protect your customers and 
to guard your good name. 


HOOVER. 
electric motors 











Special-purpose motors. There are models in the Hoover line 


since 1934 that will meet most of your customers’ specifications “‘as is. 
THE HOOVER COMPANY General-purpose motors. There are Hoover models that give 
: a distributors and dealers a widely varied line of Capacitor-Start, 
Kingston-Conley Division and Poly-Phase Motors. 
66 Brook Avenue North Plainfield, New Jersey Write for descriptive literature and full information. 
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“SHINYLAND” STUDS 
All studs made steam-tight on tap 
end unless otherwise 
with flat and chamfered — 
pues. Nut end, oval point. Land 

tween threads shiny, bright, 
mirror finish. Carried in stock. 

e 





THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD e 


“SHINYHEADS” 
America’s Best Looking Cap Screw 


sede of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished fonegee head cap screws— 
= ht fi Heads machined top 
bottom. Hexagon faces clean 
9 smooth and true, mirror finish. 
Tensile strength 95,000-110, 
p.s.i. Carried in stock. 





“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Poinfs machine 
turned. Tensile strength 75,000- 
98,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to ue heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 - 160,000 p.s.i. Carried 
in stoc 


SET SCREWS 


Square head and headless — cup 
point. Case Sesdenee. Expertly 
made by the 
Cup Point Set Screws by the a 
upset process. Cup points machine 
turned. Carried in stock. 





FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and ch 

point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
H ead style — to blue print 








CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by | the 


cifi head hard; 








polished ‘i! pecified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 

end annealed. Supplied in various 
head shapes, with oil holes and 
grooves 0 H different kinds, and flats 








pioneers in pee po 
t 


rod bolts by the cold upset process. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
oa — steel cover Finish: plain, 
cp lated, cadmium plated. Size: 


g/ier , 3/4", 15/16 across the flats. 


Tapped 1/4" to ~ 9 inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 


OAR 
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carried by 
LEADING 
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SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 













WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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Advance- 
Design 





CHEVROLE 





TRUCKS 


COSTS LESS TO BUY 


Payload pound for payload pound, a Chevrolet truck 
lists for less than any other truck with the qualifications 
to handle your job. As the world’s largest manufacturer 
of trucks, Chevrolet takes advantage of production 
economies to pass substantial savings on to you! 





SAVES MONEY ON THE JOB 


Chevrolet trucks save you money over the miles with 
great proved features that cut costs. Valve-in-Head 
economy, rugged Hypoid rear axles, extra-sturdy 
channel-type frames and Flexi-Mounted cabs, Ball- 
Gear Steering, Synchro-Mesh Transmission. 


RIGHT TRUCK FOR EVERY LOAD 


Your first interest in a truck is: How well will it do the 
job?” That's where Chevrolet trucks have it, because : - 
they're factory-matched to the payload—tires, axles, 
frame, springs, engine, transmission, brakes. You get - 
as much truck as your job calls for. 


KEEPS ITS VALUE LONGER 


Chevrolet trucks traditionally keep their value longer 
to bring higher used truck prices, year after year, at 
trade-in time. That means real, substantial dollar-and- 
cents savings when you wish to replace your present } 
truck with a new one. 


in demand 
in value 
in sales 
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CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 
TWO GREAT VALVE-IN-HEAD ENGINES— shifting e HYPOID REAR AXLE—for duty models e CAB SEAT— with double-deck 
Loadmaster or the Thriftmaster—to give dependability and long life e TORQUE- springs for complete riding comfort e VENTI- 
you greater power per gallon, lower ACTION BRAKES—on light-duty models e PANES—for improved cab ventilation e WIDE- Con 
cost per load e POWER-JET CARBU- PROVED DEPENDABLE DOUBLE-ARTICU- BASE WHEELS—for increased tire mileage e 
RETOR—for smooth, quick acceleration LATED BRAKES—on medium-duty models e BALL-TYPE STEERING —for easier handling spa 
response e DIAPHRAGM SPRING CLUTCH— TWIN-ACTION REAR BRAKES—on heavy- e UNIT-DESIGNED BODIES—for greater load dise 
for easy-action engagement e SYNCHRO- duty models DUAL-SHOE PARKING protection e ADVANCE-DESIGN STYLING—for =n0 
MESH TRANSMISSION —for fast, smooth BRAKE—for greater holding ability on heavy- increased comfort and modern appearance. CU 
CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN anc 
ser 
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This V-Belt Program is 


Measure for Profits! 






itions 














turer ~~ 
ction a a 
PATTY Goodyear’s Fractional Horsepower V-Belt program is 
av ° ° ~ 
“ tailored to your store — designed for profits. Compare 
ith : oe 
ae these features with ANY other V-belt merchandising 
ed program and you'll see why it will pay you to tie up witb 
ail- 
the Goodyear deal: 
the I 
juse 
‘les, : 
get - 
ger 
at 
nd- 
ent ; 
R LIGHT MA 
: AnD HOME & 
ble-deck i cS 
. VENTI- 
mcg Complete department in 11% sq. ft. of counter 
Jandling space with SerVomatic—only counter merchan- 
— diser in the field. Holds enough belts to handle Exclusive Beltmeter measures old belts faster, 
arance. 70% of your customers’ needs—makes inventory easier. Eliminates clumsy “yardsticks.” So easily 
and re-order problems simple—encourages self- and accurately operated you can encourage your 
service—insures quick turnover. customers to use it themselves. 
“ABC of Simple V-Belt Design’ Book solves drive machine to the newest home appliance—lets your 
design problems in 3 simple steps—no complicated customer serve himself. 
equations, ratios, higher mathematics needed. 
q y — Space-Miser Packaging saVes your valuable space 
Alternate Belt Replacement Chart shows at a glance on counter, wall or ceiling—key to neater display, 
which standard size belt can be used to replace since it saves up to 50%. 
specials—eliminates need for carrying slow- 
ate , ow And many other sales helps. Compare all these out- 
moving belts — increases turnover of standard . . . 
helt to 20%, standing features. Then write today for full infor- 
velts up to : , ; 
P . mation. Make your store V-Belt Headquarters in 
Replacement Catalog lists right replacement belt your area. For details, write Goodyear, Akron 16, 


for every application from oldest washing Ohio, Dept. 742-C. 


EA. 


THE GREATEST NAME IN RUBBER 


We think you'll like “THE GREATEST STORY EVER TOLD” - Every Sunday - ABC Network Ger Vomatic—T. M. The Goodyear Tire @ Rubber Company. Akron, Oblo 


a 
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| How a number helps 
| you sell more tools... 


Here's another ‘‘security’’ number for you—No. 53614— 


it's the mill heat number of the steel used in this sledge. 


; 
i : | And, herein lies a Warren Tool “quality” story which your 
'& customers will accept AND buy. 


This sledge was heat treated, and the physical and 


chemical properties were recorded under the mill heat 





/ number 53614. During the past decades, thousands of 
, heats of steel have preceeded heat No. 53614. Thus, a 
| history and invaluable experience record, established 
] under this number, is added to previous statistics. 
To give you a uniform end product—in batch after 
batch of tools—year after year, we specify steel according 


to these records of experience. Heat treating is also 








controlled on this basis. 





Yes, the research continues. You'll see “security” 
numbers on every sledge just like No. 53614. They are 
your assurance of quality today and ten years from now 


...@ strong sales point for you. 


gt WARE, TEED 





WARREN TOOL CORPORATION 


No. 84 Double-face Blacksmiths’ General Offices . . . Warren, Ohio 
Sledges — packed 4 per carton, . Pin 
nile acadtaadiiel Export Division .... 30 Church St., New York 7, N. Y. 
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Take a good look at the sturdy heads 
on Bethlehem Bolts, and you'll see why these 
bolts are so pleasing to your customers. Beth- 
lehem Bolts have well formed heads—the kind 
that fit wrenches snugly, with little danger of 
slippage. What's more, these bolts have smooth, 
clean threads for accurate assembly. Bethlehem 
Bolts are good, dependable bolts in every way. 
Theyre good bolts to handle. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 
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There aren't many places where these two 
newest Goulds water systems won't go. The 
amazing tankless Balanced-Flow unit takes 
care of most shallow-well installations—the 
tank-mounted deep-well system gets those 


spots just beyond shallow-well limits. 


They're brand new—with many exclusive sell- 
ing features backed with aggressive, profitable 
selling and promotional plans. Ask your 
nearest Goulds distributor about these new 


units, or write us today! 


GOULDS PUMPS INC. + Seneca Falls, N.Y. 


WATER SYSTEMS 


~ Since \648_/ 


FOR EVERY FARM AND HOME NEED 
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ll THAT'S McKAY CHAIN! 











DON’T LET CHAIN CUSTOMERS GET AWAY. 


Sell McKAY CHAIN .. . the complete line that 
offers ‘“‘a chain for every use.’’ Dealers report 
increases up to 600% after installing the McKAY 
“Silent Chain Salesman.’ Write for full details. 


THE McKay COMPANY 


440 McKAY BUILDING - PITTSBURGH 22, PA. 
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Since 1881 
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H. BRAMMEIER, Jr. : a 
FAMOUS COLLIER’S CARTOONIST Y = : il 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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in these days of shortages 






YOUNGSTOWN MANUFACTURING, INC. 
66-76 SO. PROSPECT STREET 
YOUNGSTOWN, OHIO 
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NOW...a complete Kentile Department 
on a corner of your counter 


te JUNIOR 


KENSTYLER 





This smash selling-tool turns 
lookers into buyers... prospects 
into customers... builds traffic for 
your other departments and sends 
Kentile sales soaring to new highs: 


it’s only this long 


N oa =e 


D 


DESIGN YOUR Own FLOOR 
Ssidal 






this wide 






nw Aapinatt Vibe ot 
Hcertre bear 





7- oe 
AS ia 
and costs only 
$10 complete 








Now ...your prospects can see just how long-lasting, colorful 
Kentile will look in their own homes...and how easy it is to 
design modern flooring yet pay only Kentile’s low, low prices. your Profit Line 
And, people everywhere know about Kentile...look for and 
buy from the progressive dealers who carry America’s fastest- 
selling flooring—the famous Asphalt Tile backed by full-color 
ads in 34 national magazines and business papers—88 Sunday KEN ILE 
Newspaper Supplements! * 
Cash-in on the swing to Kentile for Self-Installation...the only The Asphalt Tile of 
Asphalt Tile that features the exclusive Kentile Self-Installation Enduring Beauty 
GUARANTEE. For full information on building big business in 
little space, contact any of the Kentile, Inc. offices listed below. 


The Kentile Line is 


KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York + 350 Fifth Avenue, New York 1, N. Y. © 705 Architects Building, 17th and 
Sansom Streets, Philadelphia 3, Pennsylvania * 1211 NBC Building, Cleveland 14, Ohio + 900 Peachtree Street N.E., Atlanta 5, Georgia 
2020 Walnut Street, Kansas City 8, Missouri * 4532 South Kolin Avenue, Chicago 32, Illinois * 1113 Vine Street, Houston 1, Texas * 4501 
Santa Fe Avenue, Los Angeles 58, California * 95 Market Street, Oakland 4, California * 452 Statler Building, Boston 16, Massachusetts 
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The smooth, quick action that raises garage doors up and away overhead 
is the National way to serve the modern garage of today. 


Steel cables working in conjunction with enclosed pulleys and strong 
vertical springs furnish a perfect counterbalance for the weight of the 
doors. Just a finger-tip touch on the center door handle starts the free 
rolling mechanism which glides doors straight up off the garage floor and 
parks them safely overhead. 


Doors are made of Ponderosa pine with 3-ply fir panels (toxic treated). 
Rabbeted joints exclude moisture. 


VWI ILUA MANUFACTURING COMPANY ‘ Sterling, illinois 
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LOCK SETS 
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PRODUCTS 


Cortain-leed® 


PRODUCTS 








CORPORATION 


Paoli * Pennsylvania 
= 


O. KLINE FULMER + ARCHITECT 





LEWIS C. BOWERS & SONS INC. + BUILDERS 
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SKILLMAN HARDWARE MANUFACTURING COMPANY 
1700 NORTH CALHOUN STREET © TRENTON @© NEW JERSEY © USA 
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—(!~" NATIONAL METAL PRODUCTS 


—— 


National Metal 
BRONZE WEATHERSTRIP 


OLUMBI 
BRONZE WEATHERSTRIP 


NATIONAL METAL PRODUCTS CO. 
PITTSBURGH 12, PA. 


Packed To Catch The 
Homemaker's Eye 


17 feet of bright, hemmed bronze in a 
clear plastic case, complete with in- 
structions and nails. Simple, economical 
weatherstrip kit for one door or window. 
A quick, profitable sale for you. Assured 
satisfaction for your customer. 
Available 
OUT OF STOCK 


in these widths: 
1”, 1%”, 1%” and 134” 


NATIONAL METAL 
dhl COMPANY 


MANUFACTURERS OF 


—~ 


* Zinc and Bronze Weatherstr ippi ng 
* Bronze and Aluminum Awnings 
ee ne Pn Aluminum Thresholds * Zinc Products 
* Window Guard Units * Quonset Hut Window 
* Special Rolled for Mobile Machine Units 
Mouldings Shop * Industrial Polishing 





* Stampings 
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sturdy, low-priced 


COMBINATION PADLOCK Aih> 


” Slaymaker 


Here’s your answer to the public demand 
for real value! One look will show your 
customers how strong and sturdy the 
Scout padlock is. Put a box of 12 on your 
counter. That's easy—the box takes up 
only 6” by 6”. Your customers won't take 
long to empty it! 

Both body and shackle of the Scout are 
heavy brass-plated steel. There’s a solid 
knurled knob. The popular 3-number 
mechanism is simple to work, yet offers 
real security, because there are thousands 
of possible combinations. Size is just right 
for popular appeal—134” wide. Attached 
to each padlock is a convenient record 
tag. 

There’s a Scout for your customers who 
want a long-shackle padlock, too. It’s just 
like the regular style, but the shackle has 
5” clearance (No. 453E). 


Since 1888 









\\ 





No. 453 ACTUAL SIZE 


You know that the name Slaymaker on a 
padlock stands for quality, value, national 
advertising and wide-awake merchandis- 
ing—all of which adds up to fast sales. 
So display Scout padlocks in a heavy- 
traffic area, where you can take full 
advantage of their wide customer appeall 


ALL ABOUT 
SCOUT PADLOCK PROFITS 


12 Scout combination padlocks in an attractive 
display carton, each padlock individually boxed. 


Width: 134” Shackle: 1%" dia. 
%" x 7%" clearance Weight: 4 Ib. per doz. 
COST TO YOU $4.55 doz. 
SELLING PRICE $7.08 doz. 
PROFIT $2.53 


Long-shackle style, same as above but 5” shackle. 
Retail 65¢ each. Your cost $5.20 doz. 


NOTE: Locks can be supplied stamped with serial numbers at slight 
extra cost. A record of each combination will also be supplied. 


SLAYMAKER LOCK COMPANY 


Lancaster, Pa., U.S.A. 


World’s Most Complete Line of Padlocks 


Printed in U.S.A. 
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LAMINATED COMBINATION PADLOCKS 





THE ONLY ONE 
OF ITS KIND! 


Here’s an exciting combination padlock as 
streamlined as these times we live in . . . and 
it’s as attractive to age 60 as to age 12! 


The Minute Man is accurately fitted inside, heavily 
protected outside. Case is made of heavy, multi- 
riveted, laminated steel plates so tough and 
strong that every customer will instantly realize 
its unusual durability. Popular 3-number mecha- 
nism is so simple that easy operation is assured . . . 
yet so finely calibrated that it provides maximum 
security. Thousands of possible combinations. 

Tough, casehardened shackle. Permanent record 


tag attached. For appearance, for usefulness, 
for value, you can’t beat ‘the Minute Man! 


Individually boxed, each half dozen in colorful 
display carton that takes up only 3” by 8%” of 
counter space. And it’s from the wide-awake, 
merchandising-minded company that gave you 
Brass Beauties and Silver Sentinels—your assur- 
ance of fast action at the cash register. 



































NOTE: Locks can be supplied stomped with <e 
cortal numbers of light entra cod, A record e ° 
of each combination will also be supplied. a4 





Width: 134” Shackle: 4” dia., %4” x Ye” dearance 
Weight: 5 Ib. per doz. 6 padiocks to the carton 


YOUR COST $ 7.80 per doz. 
YOU SELL FOR $11.76 


Your Profit $3.96 
And They Move Fast! 


SLAYMAKER LOCK COMPANY 


Since 1888 Lancaster, Pa., U.S.A. 
World's Most Complete Line of Padlocks 












Printed in U.S.A. 








KAYLON 


Sales up another 50° in first 3 months of 1952 alone 


-huge new promotion program now under way! 





Krylon Acrylic Spray is a fantastic success story! 

Sales of this amazing Acrylic spray jumped 
another 50 percent in the first three months of 
1952 alone. Hardware stores everywhere report 
consumer demand shooting upward. All America 
is ““Krylon-izing”’! 

Krylon protects, preserves, beautifies almost 
any metal, wood, leather or paper surface. Rust- 
proofs metal. Just press the button on the aerosol 
can and spray it on. Dries in 3 minutes to give a 
long-lasting coating of tough Acrylic—the mir- 
acle material that seals out water, air, moisture, 
dirt, dilute acids, grease. 

Krylon is available in crystal clear and two 
colors—white and aluminum. 





New! 


Better Homes 


and Gardens 
e® °@ 
advertising! 


Its tremendous audience of 3,563,856 home- 
makers is a tremendous market for Krylon! These 
readers are constantly on the lookout for products 
to improve their homes. They’ll learn about 


Krylon through consistent, eye-catching ads. 


4 





More! 


The Saturday Evening 


POST 


advertising! 


“The greatest merchandising force in America” 
played a big part in getting Krylon off to its suc- 
cessful start. The series of colorful, good-humored, 
full-column advertisements will continue to sell 
almost 4 million alert, able-to-buy families on 
**Krylon-izing.”’ 
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ZUGM3! 


New! New! 


Farm Journal Outdoor Life 
advertising! and 


More uses for Krylon on the farm than for a 





pitchfork! The farmer—the fellow who fixes 
things up and makes them do—will use ee 
p-l-e-n-t-y of Krylon, and so will his wife. advertising! 


They'll read about “Krylon-izing”’ in regular, 


full-column ads in the largest-selling magazine Two more high-circulation magazines join 
in rural America. In the better rural areas, Krylon’s advertising list! ‘Outdoor Life” 
“Farm Journal’ has coverage along rural covers 939,582 sportsmen and home handy- 
routes like the local newspaper! men;‘‘Sunset”’ sells 506,000 West Coast families. 








ORDER THE KRYLON STARTER ASSORTMENT TODAY! 














moves fast! (Open stock priced to yield regular 


50 percent markup.) My name oe 








Name of our jobber 


Get it from your jobber today— or send the coupon 








Get in on the harvest of dollars that hardware t 482 be ab meglio 7 i od) i “ee a es 7 
dealers are reaping all over the land! The 

; : pms | MKRYLON, Inc., Dept. 186 | 

Krylon Starter Assortment contains everything s : | 

: sa " : | 2601 N. Broad St., Philadelphia 32, Pa. | 

you need to put yourself into the Krylon busi- 

ness. Potent small-space counter display; con- | ser d like ee the bandwagon! Please 

sumer folders: 4 12-02. cans clear Krylon ave a Krylon ! a Assortment delivered to 

ma ae ° , uS aS SOON aS POSSI oe 

(retail $1.95 each); 4 12-0z. cans white Krylon | ° i | 

tail $2.25 e : 2-07 S$ : ; | | 

(retail $2.25 each); 4 12 oz. cans aluminum | Store name 

Krylon (retail $2.25 each). ‘Total retail $25.80. ; - Add 

2 : . ress ee 

Your cost $17.20. Your profit $8.60. And it | 

City Zone state ; 

| | 

| | 

| | 

| | 

= all 


and we'll see that you're supplied in a hurry! 
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WET CELLARS START NATION WIDE 
CONGRESSIONAL INVESTIGATION OF G. I. HOMES... T 


se Water held the highspot through- 
ea out the hearings. Seepage in cel- 
. lars and through foundation walls; 














WET CELLARS START YOU SELLING 
SEEPAGE MORE KAY-TITE 


These headlines are samples of the type of headlines 
that can mean more Kay-Tite sales for you because: 


WET CELLARS ARE BUILDERS’ AND 
HOME OWNERS’ PUBLIC ENEMY NUMBER ONE! 


‘WATER 
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KAY-TITE, when applied properly, is approved by 
the Veterans Administration in the North Jersey Area. Al 








Kay-Tite is used by leading building contractors in 
Northern New Jersey to solve their water seepage prob- 
lems. One U. S. military department tested Kay-Tite 
against seven competitors — and then wrote Kay-Tite 
into their specifications! 


We know Kay-Tite is the best— 
but we let users prove it! 
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For faster, easier sales and for greater profits, 
stock and recommend leading brands that 
feature this Warranty. Intensive advertising in 
the large farm and industrial markets is pre- 
selling these brands...is building volume 
sales! Reynolds Metals Company, 2511 South 
Third Street, Louisville 1, Kentucky. 


Your customers and prospects know and trust 
—and look for—the Warranty above because 
they know it assures them of the most satis- 
factory Asphalt-Aluminum Roof Paint and 
Coating. They know this Warranty is their 
guarantee of superior, long-life, year around 
roof protection at low cost. 





This advertisement appears in the interest of the Roof Paint and Coating Industry of the United States 
49 
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That's the blade 1 want’ 





People who know quality ask for 
Griffin Hack Saw Blades 


vb send know that for a straight clean cut, even under 
the worst conditious, Griffin is the blade to buy. Your 
customers will also like the long life no other blade can 
equal. 


G. W. Griffin Co. has been making hack 
saw blades since 1880. The knowledge 
and experience of over 70 years of manu- 
facturing goes into every Griffin Hack 
Saw Blade. 


Griffin Blades are 
available in High 
Speed Molybdenum 
or Standard Steel, 
hand and power sizes. 


G.W. GRIFFIN CO. 


FRANKLIN, N 





General Sales Agent 


JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York 8, New York 
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AANA MRRP: 
Letters to the Editor 
 ARANIV IIIA 


Postage Meter Cost 
Dear Editor: 


We would be ungrateful indeed 
if we did not express our apprecia- 
tion of your mention of metered 
mail’s postmark advertising in the 
story in your May Ist issue headed, 
“Mass Displays Tie-in With Brand 
Names at Schlafer’s.” 

The text under the sub-head 
“Mail Carries Brands” was an ex- 
cellent handling of the subject, 
pointing up very well the effective- 
ness of this valuable supporting 
advertising medium. 

Unfortunately, there was one 
error and one wrong impression in 
that text which I would appreciate 
your correcting, as we believe it 
will actually be harmful in the 
hardware trade unless corrected. 

The impression created by the 
sentence “This Pitney-Bowes post- 
mark machine costs the company 
about $500 .. .” is likely to be 
construed by most hardware re- 
tailers as the standard price of a 
postage meter machine—or the ap- 
proximate price range of most 
postage meter models. Actually, the 
machine proper ranges from $2,000 
down to $87, with the meter rental, 
on a measured use basis, being 
additional. 

Most small retailers today, how- 
ever, use a single machine-and- 
meter unit which requires no capi- 
tal outlay at all—just a monthly 
rental averaging out at only about 
$5. Also, the text should read 
“postage meter” instead of “post- 
mark” (as the adjective applied to 
the machine) in the above-quoted 
sentence. 

The incorrect statement is in the 
same paragraph where the price of 
the postmark advertising plates 
themselves are said to “cost around 
$30 each,” whereas they range in 
price from $7.50 to $15.00 depend- 
ing on the model involved, and on 
the quantity purchased by a man- 
ufacturer for his dealers and/or 
distributors (or by a distributor 
for his dealers). 

It might also be pointed out that 
postmark ads are capable of carry- 
ing far more than merely manufac- 
turers’ “trade marks,” as stated. 
They can carry a wide variety of 
artwork and short selling copy as 
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well, as is illustrated in various 
bulletins which are available to in- 
terested parties. 
Frederick Bowes, Jr., 
Director of Public Relations 
and Advertising 
Pitney-Bowes, Inc., 
Stamford, Conn. 


Tested Workshop Plans 
Dear Editor: 

In the March 20 issue of Harp- 
WARE AGE, on page 8, you pub- 
lished an editorial criticizing wood- 
working plans. 

We can agree that many plans 
offered to the public are occasion- 
ally incomplete or incorrect and 
cause quite a little confusion to 
hobbyists. Instead of proving help- 
ful, these plans at times prove to 
be quite irritating to the novice 
and might tend to discourage him 
in this interesting hobby of wood- 
working. 

All the plans that Stanley has 
published for more than 10 years 
at least, have actually been made 
from full scale models and have 
been very carefully checked and 
double checked. In fact, we feel 
rather proud of these plans because 
we seldom, if ever, have complaints 
regarding errors. 

We do not, of course, claim to be 
infallible, but we do feel that the 
care that is given these plans be- 
fore they are published, is the 
answer to this question. 

We thought you might like to 
read the enclosed booklet “The Joy 
of Accomplishment” which gives a 
more complete picture of our plan 
service. 

Yours very truly, 
C. K. Freedell, 
General Sales Manager 


Stanley Tools, 
New Britain, Conn. 


Editor's Comment: We have long 
been familiar with the Stanley 
Plans and have always found them 
accurate and easy to use. In fact, 
it has been our experience in study- 
ing various plans in the office and 
in using them in our workshop at 
home, that plans developed by tool 
manufacturers are generally more 
accurate and easier to use than 
plans prepared by other sources. 

We would certainly suggest that 
any dealer who hasn’t read the 
booklet “The Joy of Accomplish- 
ment” should get a copy from 
Stanley. 
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To Serve You Better...There’s a 


RUUHLAHAN COMPANY 


right in your territory! 








-established in 
1884—joined ‘ Round organiza- 
tion j 1936. 'the management of Willis 
J. Keenan, who has been a Round Chain man 
for 15 years, Woodhouse now offers 2 complete 
line of welded and weldless chain, slings, chain 
hoists, electric hoists, trolleys and winches to 
the important Middle Atlantic market. Sold ex- 
clusively through distributors and wholesalers. 


S 
a, 


_— 


KOUMU HAIN COMPANIE 


— Ga 
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THESE FEATURES SAVE REAL TIME 


GET THEM IN 


AIIONAL LOCK 


After NATIONAL LOCKset is firmly affixed 
to the door (steps which are simple and 
fast to perform), the escutcheon is snapped 
on...engaging two small embossings in 
the clamp plate. e¢ Application of knob 


AND MONEY 


Patent Applied 


KNOB SLID 


i 
spring pin in side of tube and push knob 
on tube until pin engages opening in neck 
of knob. e Ask the man who has actually 
worked with NATIONAL LOCKset on the 
job. He will tell you there’s nothing like 


is just as easy. You merely press in small it for fast, easy installation on the door. 


Americas Ontstanding focksel Vatue 


Key Locks...Key Control Locks ...Turnbutton Locks... 
Pushbutton Locks... Privacy Locks 
..-.-Knob Latches 


asosNapM 


¥DO11YNO 


SN -330* 


@ 


order now from your supplier 


| distinctive hardwae...all from | source 


NATIONAL LOCK COMPANY 


Rockford, Illinois » Merchant Sales Division 
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Small Store Layout 





Nelling the 
Commuter 
ee 


Village Hardware store, built in 
a small Chicago commuting 
suburb by two ex-commuters. 
Ample parking space and clean. 
modern display keynote the 
layout 












| AKING a leaf from Longfellow’s immortalization of the 

village smithy “under the spreading chestnut tree,” the 
Roth brothers—John and Dick—call their new store Village 
Hardware. Part of their one acre site is within the shade 
of a big elm tree. 

As commuters to Chicago they long thought of being 
hardwaremen in their village. In June, 1951, they accom- 
plished that aim. 

The Roths’ store is in Deerfield, Ill., a commuting town 













(please turn page) 








of about 4,200 population and some 
30 miles northwest of Chicago. 
Their store was established with 
the idea of serving many ex-Chi- 
cagoans and others who are buying 
or building their homes in Deer- 
field. 


All Displays Visible 


Village Hardware occupies a 40 
by 91 ft. masonry building with a 
bow type roof and has no center 


Layout of the 40 by 





posts or other interior supports to 
interfere with full vision of dis- 
plays. The 40 by 56 ft. showroom 
display fixtures and floor plan were 
provided by Hibbard, Spencer, 
Bartlett & Co., Evanston, IIL, 
hardware wholesalers. It is a visual 
front structure. 

The building is, in every sense 
of the word, designed for customer 
comfort and to encourage traffic to 
move freely throughout the show- 
room. Its floor layout gives every- 
body easy access to all departments. 
Because displays are low enough to 


John (left) and his brother 
Dick Roth, the proprietors. 


permit an unobstructed view of all 
sections of the store from any 
other area it is not unusual to 
notice a person browsing in one 
department suddenly see more in- 
teresting merchandise and go over 
to that section. 


Promotes Impulse Sales 


This attractive store pulls many 
married couples into the showroom 
of a Saturday afternoon to acquire 
merchandise for repair, mainte- 
nance and beautification of the in- 
terior and exterior of their homes. 
Often one comes in for specific 
merchandise, while the other is 
just looking around to see what is 
new. Frequently the member of the 
family who is just browsing will 
buy considerably more merchandise 
than the person seeking specific 
needs. Good display does a potent 
selling job in Village Hardware. 

A 40 by 35 ft. storeroom, in back 
of the showroom, will later be sup- 
plemented with another storeroom 
building. 

Located on a one-acre plot, the 
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firm’s holdings include a 50 by 120 
ft. area to be leveled for a parking 
space. Customer comfort and con- 
venience will be increased by in- 
stallation of a concrete walk along 
the store wall facing the parking 
lot. Outside lighting has been pro- 
vided for night parking. 

The sales floor has brown and 
grey flecked asphalt tile floor cov- 
ering. Four continuous strips of 
fluorescent lighting give good illu- 
mination. The front area also has 
15 special spotlights to help attract 
greater attention to the attractive 
display room. 


Well Lighted Displays 


A feature of the new visual front 
store is an open area in the front 
for seasonal displays. Items such 
as lawn mowers, fertilizer and other 
bulky goods are given attention in 
this section. At night the front 
area is fully lighted to attract both 
pedestrian and automobile traffic. 

Garden supplies bring good vol- 
ume in the spring, reports John 
Roth. Many of the firm’s customers 
will buy 1,000 Ibs. or more of fer- 
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Wide aisles and bright lighting make this a shopper's magnet. The 
seasonal display section is ideal for bulky goods such as mowers. 


Electric housewares items occupy this 
well lighted corner. 











Top—Store layout provides good traffic in all 
directions. 


Center—Tidy displays and neat asphalt tile floor 
add to appearance. 


Bottom—Housewares section includes gift sugges- 
tions and utility goods. 
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tilizer for their lawns and gardens, 
as well as turf builder, garden anq 
lawn tools and seed. The store of- 
fers four kinds of fertilizer to capi- 
talize on customer preference for 
nationally advertised brands. 

Approximately five tons of fer. 
tilizer were sold last spring before 
the snow was off the ground. Large 
stacks of fertilizer put in the front 
area on a Friday night, in plant- 
ing seasons, frequently need re- 
placement by Saturday afternoon. 

To make fertilizer buying easier, 
the owners have printed signs giv- 
ing details on fertilizers as to price 
and content and post them near the 
displays of these goods. 


Services Power Equipment 


Hand and power mowers are good 
sellers and the firm has recently 
successfully sold light, gasoline- 
driven garden tractors selling for 
less than $200. Service is given on 
mowers and tractors, very imovor- 
tant in a community such as Deer- 
field. 

A large, well stocked tool depart- 
ment, and a sizable paint section 
are also good volume builders. 
Many local homeowners who work 
in Chicago have all day Saturday 
and Sunday to do repair and paint 
jobs. These men like to go down tc 
the bright, modern, well stocked 
Village Hardware and get tools for 
those jobs. When the men recom- 
mend the store, their wives usually 
drop in, too, to look over the house- 
wares. 


Advertise Frequently 


The Roths find that newspaper 
page size circulars mailed through 
the area help to publicize the store 
and bring in both new and old cus- 
tomers. Usually these circulars 
are issued in lots of 3,000, about 
four times per year. In addition, 
the management uses half and 
quarter page ads in the Deerfield 
weekly newspaper. 

In the near future a large shop- 
ping center—the first in Deerfield 
—will be built. It is expected to 
bring more trade to the little city. 
The establishment of Village Hard- 
ware was an initial step in win- 
ning more patrons for Deerfield, 
patrons who formerly drove to 
larger stores in nearby cities. 

The Roth brothers and their 
wives, plus additional help at busy 
seasons, handle sales and service 
at the present time. 
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Product Knowledge Pays 


In Selling Fishing Tackle 


“If you’re willing to spend an 
hour in palaver to make a sale that 
might be made in three fast min- 
utes, then you’re pretty well 
equipped to become a success in sell- 
ing fishing tackle.” 

This is the sentiment of Milton 
Burdine, owner of Burdine Hard- 
ware, 1410 N. Broad St., New Or- 
leans, La., whose fishing tackle de- 
partment produces no small part of 
the sales (and profits) of his store. 

The two most imporant factors 
in selling fishing tackle, according 
to Mr. Burdine are, “Know your 
tackle, and know your fish. 

“It isn’t as wasteful as one may 
think, this idea of spending con- 


apy 


ve@ Grr see 
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Milton Burdine, New Orleans dealer, says it’s 
profitable to talk fishing with customers, 
no matter how small their purchases 


siderable time in making a small 

sale of fishing tackle,” he says. 
“Fishermen,” he notes, “are 

among the most avid hobbyists in 


«the world. Many of them are very 


busy businessmen but generally 
they will take time to talk about the 
sport they love. 


Fishing Facts Aid Sales 


“You don’t have to swap fishing 
facts and foolishness with a fisher- 
man, if you don’t want to, but it 
helps a lot if you want to make a 
steady customer of him. Besides a 
fishing tackle buyer is a good repeat 
customer, and he’s also a good pros- 





pect for other hardware store 
lines,” Mr. Burdine says. 

As an example of how seemingly 
aimless chatter about fishing can 


eventually lead to bigger and better 





Above — Short 
fishing rods are 
displayed ho ri- 
zontally on the 
back of a wall 
case where 
they're handy for 
inspection. 


Mr. Burdine takes 
plenty of time in 
explaining the 
use of tackle. 
Note how reels 
are shown under 
glass. 


$7 








sales, Mr. Burdine told about a re- 
cent customer who came into the 
store. 

“I’d never seen this fellow before, 
although it later developed that he 
lives right in our neighborhood,” 
he reports. “He asked for some line. 
I inquired what he was going to 
use it for, where, what his equip- 
ment was, and similar questions, 
simply inspired by a real interest 
in his need.” 

From there Mr. Burdine and 
his customer got to talking. Mrs. 
Burdine operates the store with 
her husband later commented that 
he had spent entirely too much 
time on such a smal] sale, covering 
only the line for which the cus- 
tomer had originally come. 


Customer Came Back 


“But, that wasn’t the whole story. 
Next week the customer came back 
and this time he asked Mr. Burdine 
how the fish were biting out on one 
of the bayous that cut through the 
swamp country surrounding Cres- 
cent City. Mr. Burdine gave him a 
report, qualified by the fact that it 
was what other fishermen had re- 
ported, and not what he knew of 
his own knowledge and observation. 

“You can’t fib to a real fisher- 
man,” he says. “He’ll find out and 
never trust you again. I reported 
conditions as a second-hand set of 
facts. 

“But this time the customer, 
more hurried than before, confided 
that he needed a new reel. When he 
walked out five minutes later he 
had spent a substantial sum. 

“And that isn’t all, for he’s in 
the store almost every week now, 
and almost every time hé buys some- 
thing. My initial wasted time in- 
vestment paid off handsomely in 
this case. You can’t be in any hurry 
if you want to sell fishing tackle 
and keep on selling it to a group 
of regular customers.” 

The confirmed fisherman uses a 
lot of equipment, Mr. Burdine re- 
ports. He comes in almost every 
week. He may buy something small 
one week, or perhaps two or three 
weeks in a row. But a hardware 
dealer who goes after and gets his 
loyalty can count upon sizeable pur- 
chases, too. 

“The fisherman buys lines, lead- 
ers, hooks, swivels and these do 
not run into large sums, but then 
neither do a lot of other hardware 
store items, but the thing is that 
he buys them regularly, on almost 
a week-in, week-out basis. 
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“He will buy a new rod at least 
every-other-year and a new reel 
every two or three years.” 

The New Orleans dealer says the 
first rule in selling to the fisherman 
is, “Know your products.” 

“This,” he says, “entails more 
than a fast reading of the data 
given out by manufacturers. The 
lure that literally pulls the fish out 
of a northern brook may meet with 
complete disinterest from western 
fish, and with only half-hearted in- 
terest from fish found in southern 
waters. 

“If a fisherman asks me, ‘Well, 
Milton, what’s really hot now?’ and 
I have something that I know is 
really getting the results, not some- 
thing that I guess might, then I’ll 
bring out the new lure and tell him 
about it. 

“If I merely think it’s good or if 
I have only the evidence of a couple 
of fishermen who on one occasion 
happened to do well with it, I’ll put 
it up straight to the customer. I’ll 
tell him, ‘Here is one on which I 
have had a couple of good reports. 
Maybe you would like to give it a 
try.’ 


“If I should say it’s ‘red hot’ and 
the guy gets nothing then he’!! talk 
to his friend, and he will learn that 
they’ve had poor results with it 
too. The whole, unvarnished truth 
is the only thing that goes in sell- 
ing fishing tackle. It’s better to lean 
over backwards, to state nothing 
about a product on which you're 
uncertain, than to recommend it 
highly. 


Know Your Fish 


Mr. Burdine’s second rule is: 
“Know your fish.’ 

Milton Burdine has an advantage 
because he is an ardent week-end 
fisherman. “I like to explore new 
places that aren’t fished much. 
That way, I’m in a position to give 
my customers first-hand reports on 
different spots for fishing, what 
they are likely to catch there, and 


hat type of lines and lures to 


use.” 

He also talks to many anglers to 
learn about their discoveries which 
information he passes along with 
others when they drop in to “bat 
the breeze” about fishing. 


Uses Basement Entrance Displays 


Althoff Hardware Co. in Mc- 
Henry, IIl., utilizes the entrance to 
its basement for showing a variety 
of merchandise sold in that part of 
the store. Raised lettering around 
the staircase calls attention to the 
paint and wallpaper departments. 


Other items such as dog goods 
are given display on glass shelving. 
Indirect lighting, under the ledges, 
makes stairwell displays clearly 


visible to people on the main floor 
and those going to and from the 
basement. 





ae 





Stairwell displays call attention to basement departments. 
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From a small corner section of 
wall shelving, giftwares has been 
expanded to about three times its 
initial display area and in sales 
volume in the Marshall-Wells store 
of M. J. Liles in Aberdeen, Wash. 

Sales last year reached nearly 
$8,000, or roughly 10 pct of the 
total store volume. Besides being 
an excellent volume and traffic 
builder, the gift department’s 
above-avergge margin has raised 
the profit level of the entire store. 

The most important factor .in 
the success of his giftwares de- 


This rear-of-store 
gift section pro- 
duced $8,000 in 


sales last year. 
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$8 000 Volume in Gifts 
Developed in 3 Years 


Careful stock selection, plus good display, 
builds profitable gift volume. 


partment, Mr. Liles believes, has 
been the policy which he and Mrs. 
Liles have followed in the selec- 
tion of merchandise. 


Types of Competition 


This policy was determined in 
part by their estimate of competi- 
tive conditions in their trading 


area. They observed that there was 
a good deal of competition in the 
variety store type of merchandise, 
which seldom exceeded a dollar in 
price, and also in gift shop type of 


merchandise, which generally ran 
upwards of five dollars. 

Consequently, they decided that 
there was a gap to be filled in the 
$1 to $5 range: Virtually every 
item they stock isin that price 
range, with few items exceeding 
the $3 mark. Above that price, an 
item must be an _ exceptionally 
good value to find a place on the 
shelves. The result of this pricing 
policy has been an exceptionally 
good turn-over. 

Another factor has been the 

(Continued on page 92) 











Food Savings Plan Boosts Sales 


Packing freezing units with 

frozen meats and vegetables 

is promotion method that 

helps California store to get 

10 stock turns on big appli- 
ance inventory 













































Large three-panel win- 
dow display. area at 
left is devoted to ap- 
pliances. 





An imposing display 

of appliances lines 
one side of the 
store. 
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of Home Freezers 


R. B. Sudds, right, owner, discusses 
teaser display sign with Wm. E. 
Wyatt, manager of hardware de- 


Don’t look now, but Oildale Hard- 
ware Co., 919 N. Chester Ave., 
Oildale, Cal., is selling steaks! 

R. B. Sudds, owner, does not 
wear a butcher’s apron, but he, like 
many other aggressive appliance 
dealers in all parts of the country, 
is now selling home freezers on 
the approach that customers can 
eat better and at lower cost by hav- 
ing a freezer installed in their 
homes. 

Mr. Sudds got “into the act” by 
selling home freezers via the food 
route by making arrangements 
with a supplier of meats and frozen 
foods to sell his freezer customers 
large quantities of food on budget 
payments at reduced prices. 

His customers get a side, or half 
of a side of beef, and large quanti- 
ties of frozen foods at practically 
wholesale price. The food cost is 
financed by banks on a four- to six- 
month basis. The home freezers 
are financed separately for 18 
months by the same lending agen- 
cies. 

Thus Oildale Hardware Co.’s 
store streamers say: “Steaks for 
the price of stewmeat!” 


Know Merchandising Angles 


This modern method of selling 
home freezers is just one example 
of the over-all excellent merchan- 
dising of appliances by the Oildale 
Hardware Co. 

Mr. Sudds:is an outstanding ap- 
pliance merchandiser among south- 
ern California’s hardware men. 
The appliance department occupies 
about one-third of the floor space 
of his remodeled store that has a 
60 by 100-ft. sales area. The ap- 
pliance department runs the length 
of the store along one wall. 
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partment. 


The store’s appliance inventory 
ranges from $20,000 to $35,000. 
Since the appliance turn-over is 
about 10 times a year, and the ap- 
pliance department contributes two 
dollars of every three of the store’s 
total volume, it’s an important 
department. 

Mr. Sudds has a separate staff 
to sell appliances. One man, Wil- 
liam E. Wyatt, is manager and 
buyer of the hardware department. 
He and his staff handle that part 
of the business. 


Breaks in New Salesmen 


Another man, George Coyne, is 
sales manager of the appliance de- 
partment and he works with an- 
other full time appliance salesman 
and generally is breaking-in a new 
salesman at the same time. 

The appliance sales crew gener- 





ally consists of four men, including 
Mr. Sudds. 

Mr. Sudds works on the theory 
that a man will sell well only on 
the product on which he is concen- 
trating and for this reason the sale 
of freezers on the “food savings 
plan” is an entirely separate de- 
partment. One man heads it and 
he even has separate headquarters. 


Part-Time Employees 


This department is using a staff 
of five part-time employees to push 
the food savings plan. Salespersons 
in this department are ambitious 
people who want to earn money in 
their spare time. The hardware 
store recruits its part-time appli- 
ance salespeople from such groups 
as teachers and city firemen. 

Except for Mr. Coyne, who works 
on salary and commission, the ap- 





The hardware side of the store as seen from the appliance section. 
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pliance salesmen work on commis- 
sion basis. 

Since the appliance staff holds 
four or five sales meetings a week 
it’s easy to see that it would dis- 
rupt the hardware store staff if 
they doubled as appliance sales- 
men. 

Not only do different depart- 
ments of the store have their spe- 
cialized personnel, but each man on 
the appliance staff develops a spe- 
cialty. One man may be most en- 
thusiastic about washing machines 
while another may be a refrigerator 
and range specialist. By learning 
one product best, each man obtains 
best sales results with it. 

Mr. Sudds bases each month’s 
advertising budget on the previous 


$7,900 


West Seattle Hardware, a neigh- 
borhood store in Seattle, Wash., 
does about $7,500 volume in its 
year ’round basement toy depart- 
ment. Although $6,000 of toys are 
sold in the last three months of the 
year, the 52 week a year display is 
a good traffic and impulse sale 
builder. 

In part, achievement of this vol- 
ume is made possible by carrying 
a wide variety and having sufficient 
space to display it properly, owner 
Sam Hart reports. Last October, he 
started the Christmas shopping 
season with a $5,000 toy inventory. 
This enabled him to offer good 
variety in most price ranges, in- 
cluding the more expensive items. 


month’s sales. If, for example, ap- 
pliance sales total $20,000 in one 
month, he sets aside two pct for 
advertising in the next month. This 
$400, plus an equal amount paid 
by the cooperating manufacturer 
or distributor, gives Mr. Sudds a 
sufficient sum to stage an effective 
promotion. 


Two-Week Promotion 


Any product chosen for current 
promotion is advertised a minimum 
of two weeks. Best results are ob- 
tained with a “saturation” of radio 
spot announcements. 

“We never use less than 12 spots 
a day on a station,” Mr. Sudds said. 
“One or two spots would be like 


throwing money down a drain.” 

A special building, 20 by 20 ft., 
on the big parking lot at the rear 
of the hardware store has been 
promoted as the Bargain Room, 
which serves as the outlet for 
trade-in merchandise that has been 
completely overhauled by the firm’s 
own service staff. 

Advertising for trade-ins is lim- 
ited largely to the classified section 
of the local newspaper. These ads 
play up the Bargain Room theme. 

The service staff of four checks 
and repairs all trade-ins. Recondi- 
tioned models are marked up 33% 
pet. 

Oildale Hardware makes careful 
appraisal of trade-ins. After an 

(Continued on page 95) 


in Basement Toy Display 


He has found that it pays to 
stock such items.as $15 to $20 dolls, 
and better grades of model rail- 
road sets and kits. Model railroad 
merchandise sells well throughout 
the year, most of this volume be- 
ing with adult hobbyists. 


Movie Slides Effective 


Mr. Hart’s most effective toy ad- 
vertising media has been slides in 
the local motion picture theatre. 
He ran a slide promoting his toy 
department for six consecutive 
weeks before Christmas, and found 
an excellent response. 

The basement department is 
clearly identified for customers in- 


side the store, by small signs on 
wall shelving and by a large sign 
placed at the head of the basement 
stairs at the rear. A model train 
lay-out placed in the window at- 
tracted attention to the depart- 
ment from the street, during last 
year’s Christmas season and 
brought in many prospects. 

Besides providing a good volume 
of sales with a better than average 
profit margin, toys are an excellent 
traffic puller, Mr. Hart has found. 
The fact that the stairway to the 
basement is located at the rear of 
the store draws this traffic through 
the entire first-floor display area, 
thus increasing over-all store sales 
as well. 





A spring season view of 12-month toy display in basement. 
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At left is Bernice 
Vanicek who man- 
ages the $30,000 a 
year volume phono- 
graph record shop 
of the Modern 
Hardware, Temple, 
Tex. Technique in 
operating a profit- 
able department is 
keyed to inventory 
—having what disc 
fans want when they 
want it. 





$30,000 Extra Volume 


from capitalizing on record boom 


When a little more than five 
years ago the Modern Hardware, 
Temple, Tex., established a phono- 
graph record department, Owner 
Robert Stavinoha, starting from 
scratch in merchandising a depart- 
ment he knew nothing about, was 
sure of only two things. 

The department would require a 
full-time manager. His salespeople, 
working in other departments, 
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Ever since long playing records have been‘ on the 
market, disc sales have spun to new highs. Here’s 
how a Texas store stays on top of the market 


could not be expected to sell 
records. 

Today, Mr. Stavinoha has learned 
a great deal about the technique of 
selling to a musically-minded pub- 
lic, one whose tastes can be fickle. 
And what he’s learned means about 
$30,000 more volume annually. 

First step was to appoint the 
manager of the then new depart- 
ment—a young girl, who too had 


no experience. Both started to 
learn together, though as Mr. Sta- 
vinoha says, “My only interference 
is to keep trying to get the inven- 
tory down.” 

But the key to success in selling 
records is inventory, and the Mod- 
ern Hardware has about $8,000 in- 
vested in records. At least that was 
the-figure two years ago, and de- 
spite efforts to reduce it, last year’s 
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Record customers fave comfortable stools on which to sit; a counter 
to lean on. Music lovers are a leisured race and providing them with 
the proper surroundings while they make their selections encourages 
them to buy more. Door in background leads to the listening booths. 


stock had been reduced by just one 
dollar. 

Bernice Vanicek, manager of the 
record department, says sales and 
dollar volume cannot be made on a 
small inventory. Consequently the 
department stocks about 40 labels, 
including the so-called Big Five. 


Know Best Sellers 


Having a full line means having 
all three speeds—the 33’s, 45’s and 
the 78’s; the popular hit tunes, the 
staple long-time favorites and the 
“long-haired” operas and sym- 
phonies. Trick is to know which 
will sell best in a particular com- 
munity, but records in each speed 
are indispensable. 

“Knowing your customers,” com- 
ments Miss Vanicek, “is one of the 
tricks of this business. Otherwise, 
you can expect to run short on num- 
bers you should have in stock, or be 
caught with an oversupply of slow 
sellers. And it is the overbuying 
that knocks out the profit.” 

While the record companies pro- 
vide a guide for buying, it is not 
foolproof. They claim that a num- 
ber climbing into the hit classifica- 
tion takes four weeks to reach the 
peak, and after remaining at the 
peak two weeks, sales will start to 
fall off. 

“It’s a pretty safe guide,” Miss 
Vanicek admits, “but some tunes 
will jump into first place overnight 
and ride the crest for several 
weeks. And these hits die just as 
quickly as they spring into popu- 
larity. Listening to the radio is 
one sure way to spot these over- 
night hits and prepare for tremen- 
dous sales—while they last.” 


64 


While having a manager who can 
spot “hits,” is a must, actually the 
type of trade will govern the stock. 
For example, though opera num- 
bers are slow movers at the store, 
the department must have a varied 
selection of them. They are staples 
that sell the year around, though 
slowly. 

“In ordering,” points out the rec- 
ord department’s manager, “you 
have to keep your regular customer 
in mind. Also, certain customers 
will buy any new releases their 
favorites make, and you are ex- 
pected to have them as soon as they 
are out. 

“In this business you can’t af- 
ford to disappoint a customer. We 
have regular customers from neigh- 
boring towns who patronize us ex- 
clusively simply because they know 
we will have just what they want. 
Consequently they don’t shop else- 
where first.” 


Reputation Spread 


And the department’s reputation 
has spread. Newcomers to the com- 
munity quickly learn to patronize 
the store for records, hardware, 
and appliances. 

Second in importance to inven- 
tory is the physical layout of the 
department and the handling of 
record fans. Customers coming in 
for records do not want to be 
bothered with a salesperson. They 
want to browse around. 

It is important not to give them 
the impression that they are being 
hurried by insisting upon waiting 
on them. When they want help, 
they’ll ask for it, and until they do, 
a friendly and cheerful acknowledg- 


ment of their presence is all that’s 
necessary. 

Miss Vanicek also observes that 
customers shopping for records will 
seldom come in by themselves, 
“And,” she points out, “only one 
will be interested in records. By 
observation, we have found out 
that the disinterested companion 
will grow impatient and try to 
hurry the other away before she or 
he has shopped to their satisfac- 
tion.” 

To combat this, a coin-operated 
Coke box and a candy vendor have 
been placed in the record shop. 
This keeps the impatient friend 
more contented and quiet for a 
longer period of time. 

Modern Hardware has five listen- 
ing booths, and the management is 
planning to add at least three more. 
Lack of sufficient booths is the only 
complaint the record department 
receives, reports its manager. Cus- 
tomers do not like the delay of 
waiting for a booth to become free, 
and very few people will buy a rec- 
ord without first listening to it. 
though they know they want it. 

The record shop at the Modern 

(Continued on page 100) 


Screwdriver Display 





An old washing machine wringer roll 
display stand forms the base of a 
screw driver display rack at the H. 
Lorleberg Hardware in Oconomo- 
woc, Wis. The base is used to show 
grease guns. Screw drivers are dis- 
played at three different levels. 
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Power Tool Buyers Used 
To Sell New Prospects 


Personalized selling helps How- 
ard Hayden and John Lundgren, 
owners of White Bear Lake Hard- 
ware, White Bear Lake, Minn., do 
an excellent business in power 
tools, in a town of 3600. 

Messrs. Hayden and Lundgren 
do not stop once they have made 
the sale of a power tool, but in- 
stead use the customer to help 
them sell more tools to prospects. 

After they have made a power 
tool sale they make a practice of 
contacting purchasers to find what 
use they are making of their new 
machinery. 


Pass Information Along 


This information they use to con- 
vince prospective buyers. When 
they can tell a prospect of the ac- 
tual uses to which a certain tool is 
being put by local people, they find 
sales are easier to make. 

Likewise, when they give pros- 
pects the names of purchasers, it 
gives authenticity to their sales 
presentations as nothing else they 
could do or say. 

“Many a tool-minded man drops 
into the store, looks over the power 
tool line and asks questions,” says 
John Lundgren. “That’s the first 
step towards a sale. He is inter- 
ested and wants more information. 

“Perhaps he has seen the tools 
in action, has seen a friend turn 
out a job with a power tool, and 
now he’s interested. When a pros- 
pect talks like this we take the time 
to find out what use he would make 
of the tools if he had them, and 
that gives us a chance to explain 
how others in town are using them 
for similar purposes.” 
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Minnesota dealers follow up on sales, and 


refer prospects to satisfied users 





John Lundgren, one of the owners, setting up a machine 
for a customer in the rear of the store. 





Howard Hayden, co-owner, checks a power 
tool display at the rear of the store. 
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By getting experience working 
for other people and then studying 
the area in which they wanted to 
operate their hardware store, the 
Roush brothers—Ed and John— 
got off to a fine start in their busi- 
ness at 4316 N. High St. in Colum- 
bus, Qhio. 

During the first eight months of 
busines they grossed $50,000 and 
doubled their inventory. 

Prior to opening their store 
John worked for a year and a half 
in Phoenix, Ariz., with a mail order 
firm and then spent two years in a 
retail hardware store in Columbus, 





Two partners and 
their employee. 
Ed. Roush reads 
some garden lit- 
erature to John 
Roush and Bruce 
Sims. 


Chiefly of in- 
terest to women 
shoppers is the 
south wall of the 
store. 


Ohio. Ed spent two years as a 
traveling salesman for a wholesale 
hardware house. 

While serving in their own type 
of apprentice period the brothers 
kept a daily log of the things they 
learned. At the same time they 
profited from contacts made with 
salesmen handling the lines upon 
which their business was to be 
built. Although electric housewares 
items are sold in good volume the 
firm does not at present handle 
major appliances. 

John Roush became acquainted, 
while working for the Columbus 
hardware dealer, with a veterinary 


How they 


medicine student at Ohio State, 
who was also working as a part 
time hardware store salesman. The 
student, Bruce Simms, continues as 
a part time salesman but in the 
Roush store. Just before they 
opened Roush Hardware Co., John 
served in the Navy and Ed was a 
Marine. 

In recent years Columbus has 
grown in finger-like projections 
along High and two other major 
streets. Their own street begins 
downtown and stretches out for a 
long distance. As High St. began 
to attract builders of private home 

(Continued on page 68) 


Planned and started 
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The Roush brothers worked for retail 
and wholesale hardware firms to learn 


ted il suburban store the business. Then des used their 


knowledge to start their own store 
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developments and apartment build- 
ings, shopping centers were also 
created. 

Many of these blocks were basi- 
cally of the same type construc- 
tion, with but little variation in 
the exterior appearance of homes. 
This gave the Roushes the key as 
to the type of merchandise to stock 
and so their business started with 
a few basic standard lines that 
would be in strong demand in their 
area. 


Store in Shopping Center 


The store is in a small size shop- 
ping center with the stores sepa- 
rated from the main street by an 
adequate parking apron. Two 
supermarkets, a restaurant, poultry 
shop, tailoring establishment and 
the hardware store comprise the 
shopping center. Behind the cen- 
ter are apartment buildings and 
private homes. 

The Roushes knew that a large 
part of their merchandise would be 
bought by Sunday mechanics. To 
their surprise and profit they found 
that spare time activity in home 
modernization and improvement 
was also carried on by people in 


their trading area before and after 
business hours on regular working 
days. To serve these spare time 
mechanics the store opens at 7 a.m. 
and closes at 9 p.m. each business 
day. 

Noting the interest caused by 
articles in national consumer mag- 
azines and by the ads of new house- 

~hold equipment and maintenance 
materials the brothers began to 
study such material. Although an 
ad or a descriptive article on new 
hardware store merchandise is not 
the immediate signal for putting it 
in stock they do take heed of re- 
quests for such new lines. If de- 
mand appears to be good the new 
line is added and often advertised 
in the classified pages of the 
Booster, a north side Columbus 
paper. 

Although tying their advertis- 
ing to national advertising the 
Roush brothers use a _ different 
slant. Their ads for household re- 
pair and maintenance equipment 
are written to appeal to men. They 
know that women also read such 
ads and then show them to their 
husbands. If the ads were written 
to attract women, and in language 
appealing to them, the men would 


not read the Roush messages, the 
brothers believe. 

In addition to having a men’s 
side and a women’s side of the 
store the firm has a front-of-the- 
store display to attract the younger 
generation—a showing of coaster 
wagons, fire engines and other vehi- 
cles which a child can ride. If the 
youngsters play with the wheel 
goods then their mothers have more 
time and inclination to browse. 


Paint in Good Demand 


Paint and related merchandise 
are in good demand at the store. 
Mats supplied by the manufacturer 
of the firm’s major paint line are 
used in the classified ad section of 
neighborhood papers. A Sherwin- 
Williams color selection guide is 
offered on a sign in the front of 
the store, customers being encour- 
aged to take it home overnight. 

Although the Roushes do not pose 
as color experts and leave the mat- 
ter of such selection to their cus- 
tomers they do see that anyone 
interested receives color charts. 

The new store’s layout and fix- 
tures were supplied by W. C. 
Heller & Co., Montpelier, Ohio. 


There Are Profits in Saying “Charge It” 


Do you sell on credit? 

That sounds like a silly question 
that the average hardware dealer 
can quickly answer “yes” or “no.” 

Yet, the average cash store is 
usually only too willing to let good 
customers have credit until the 
first of the month and sometimes 
beyond that date. 

Credit selling is a good business 
builder. There are, however, too 
many hardware stores selling on 
credit terms that consider it chiefly 
as a headache that must be pro- 
vided for customer convenience. 
Credit, the dealer knows, can tie up 
more of his capital than he would 
care to admit. 

But does the hardware dealer 
know how a credit system may be 
set up so that it will be a definite 
asset to his business? 

More hardware dealers are now 
setting up credit departments for 
three reasons: 

1. Many people find it more con- 
venient to deposit their pay checks 
in the bank, charge purchases and 
pay all bills once a month. 
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2. Dealers know that department 
stores have found that people will 
buy more if they can say, “charge 
it!” 

3. Many customers prefer to buy 
major purchases on a budget plan. 
If a hardware store is to stock re- 
frigerators, TV, sets and other 
items priced over $100 and does not 
offer credit terms it is going to lose 
sales to stores that do provide 
credit facilities. 


Six Disadvantages 


There are at least six disadvan- 
tages to selling on credit. 

1. Your bills are due on the 10th 
of the month, but your charge ac- 
counts will be outstanding for four 
weeks or even longer. 

2. You may have to borrow to 
have enough capital to operate, and 
interest charges add to your cost 
of doing business. 

3. No matter how efficiently you 


run your collection system, some 


losses are bound to occur. 
4, Credit customers return more 
goods than cash customers. 


5. Some credit customers have a 
tendency to charge beyond what 
they are capable of paying. 

6. A credit system adds to your 
operating costs. Statements must 
be prepared and mailed, delinquent 
accounts followed up. 

But there are at least six advan- 
tages to operating a credit depart- 
ment. 

1. Customers know that charge 
accounts are an accommodation, 
which makes them good will 
builders. 

2. Charge customers develop into 
regular customers. Many of them 
seeing an item elsewhere that they 
know you stock will charge it at 
your store, even though your price 
may be slightly higher than a store 
selling for cash only. 

3. Charge customers can often 
be up-graded to buy better mer- 
chandise on which you make a 
greater profit. 

4. Charge customers give your 
store its best promotional and ad- 
vertising list. 

5. Adjustments can often be 

(Continued on page 84) 
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For many years I have read in 
my business magazines, articles on 
salesmanship, display methods, 
dealer-consumer relations, etc., all 
of which are designed to be of help 
to me and all others of the industry 
that sell hardware goods to the 
ultimate consumer. Probably many 
of these articles are written by men 
connected with the production end 
of our trade. 

Now, speaking from my position 
as a partner in a small country re- 
tail store, I would like to say a few 
things to the producers of our 
goods. I want to talk about some- 
thing that a number of manufac- 
turers have done a swell job with, 
but which a lot of them are still 
lousing up. 


Good Packaging Needed 


I mean packaging. And particu- 
larly I mean packaging of good 
standard hardware merchandise 
that is not classed as impulse sale 
items. And I mean a particular 
kind of packaging. 

If a manufacturer has read this 
far, I can hear him snort, “Haw, 
that knotheaded yokel counter- 
jumper doesn’t even know that this 
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How to Make Sales And 
Iniluence Lazy People 








Don’t look now, Mr. Manufacturer, but your package 


is slipping, says this dealer, who combines 


humor and horse sense in this dicussion of 


a dealer’s viewpoint on packaging 


by ARTHUR R. BOYE 





Partner, 

Howell's Hardware, 
Grand Coulee, 
Washington 


is an age of open display selling, 
etc., etc.” 

Yes, this knotheaded yokel 
counterjumper is quite aware that 
this is a day of open display sell- 
ing, of goods unpacked and ar- 
ranged bright and shining to tempt 
the buyer. And he is also aware 
that there is still such a thing as 
under the counter and stockroom 
storage of goods. 

He is also aware that a big per- 
centage of retail sales are made by 
clerks in a hurry to customers who 
are in a hurry. Every split second 
that you can save at times like 


these gives you that much more 
chance for an extra tinkle of the 
cash register bell. 


Prevents Lost Sales 


And he also knows that inexperi- 
enced help, which we all must have 
at times, can stand looking directly 
at a poorly marked carton and tell 
a customer that the store is out of 
the very thing that is hiding right 
there in front of him. 

Yes, I’ll be honest and admit it. 
It is not only the inexperienced 
help that can pull that dumb stunt. 
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Labels Give Facts to Customers 


STANLEY 
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But, regardless of who pulls it, at 
that moment the manufacturer also 
lost a sale by helping us to be 
stupid. 

And another thing, Mr. Manu- 
facturer, even though a lot of this 
merchandise is sold from open dis- 
play, the customer wants it to go 
back into the original package for 
the ride home. 
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ONE ONLY 


Above—Catalog data 
is plainly marked on 
Stanley's green label 
with white lettering on 
a yellow box. 


SET 


Left—Yale's blue let- 
tering and illustration 
stand out on red and 
orange box with yellow 
panel. 


Above—Big type tells 
number size and points 
of Disston saw. Label 
is orange, black and 
white. 


Left—Bit size is black 
and in large type for 
Irwin and is on white 
triangle on a yellow 
end label on red box. 


Brother, how I hate a carton that 
looks like it had been temporarily 
sat upon by a circus fat lady. It 
brings me no comfort. to know that 
the condition of the container is 
not due to’my carelessness, but that 
it is just a cheaply made carton. A 
lot of manufacturers make an ex- 
cellent item in which they right- 
fully take great pride, and then 


send it to market in a sloppy car- 
ton that starts to fall to pieces be- 
fore it leaves the factory. 

Oftentimes, if it hangs together 
until it reaches the retail store, it 
is so poorly labeled that you 
wouldn’t be able to put skunk juice 
on it and find it among a lot of 
other merchandise even with the 
aid of a cold-nosed hound. 


But I would like to be specific and 
mention just a few of what I con- 
sider well packaged and well 
marked goods and enumerate my 
reasons for classifying them as 
such. I will not bother to itemize 
any particular bad ones. You should 
be able to figure out for yourself 
if your packaging stinks. 


Easily Identified 


Irwin auger bits. Red box, yel- 
low end label, black lettering. White 
triangle on the yellow label with 
the bit size marked on the triangle 
in the largest type on the entire 
label. I can get the bit I reach for 
the first time without fail. Yet on 
my shelves are several boxes of an- 
other make with the model num- 
ber smeared out with a black grease 
pencil. Who did it? I did, because 
model number and bit size number 
were exactly alike and confusing. 

Stanley tools. Yellow box, green 
label, white lettering. Even while 
you are fighting the customer’s 
three-year-old out of the tub of 
onion sets across the aisle, you can 
look over your shoulder and make 
sure that you have a 4C Stanley 
plane, and after you get a half nel- 
son on the brat you don’t have to 
resort to your bi-focals to get the 
added information that it is a cor- 
rugated bottom type with 2-in. 
cutter and is 9 in. long. 


Can't Miss the Label 


Disston saws. Orange, black and 
white label. I can look up to a high 
shelf in a badly lighted stockroom 
and see that it is a D-23, 24 in. and 
10 point. That is exactly what I 
want to know because that is just 
the saw that I am looking for just 
now. 

Yale hardware. Red, orange box, 
yellow panel, blue lettering and pic- 
tures. I somehow got through high 
school and spent a couple of years 
around a fairly large combination 
institution of higher learning and 
matrimonial agency, before they 
expelled me for having a sub-mo- 
ronic IQ, but I can still read a 
picture of a door closer or a bed- 
room set faster than I can spell out 

(Continued on page 95) 


HARDWARE AGE, JUNE 26, 1952 





It’s 
For 


Texas ¢ 
the yea 
last yee 
new ho 
them a: 
hardwa 


Contr: 
Henson, 
Hardwa 
ports tk 
sold the 
proof, tl 
plete un 
there we 
who alre 

“Toda: 
places cz 
part of | 
and hin 
be sold ¢ 
same cu 
hardwatr 


Conse 
the mos 
builders 
the ma, 
were mé 

In sel 
operates 
place is 
tive val 
use, anc 
conside! 
to one 
coming 

Acco! 
most ir 
towards 
home is 
can ber 
ular siz 

( 


HARDY 


sloppy car- 
(0 pieces be- 
ry. 
igs together 
ail store, it 
d that you 
skunk juice 
ig a lot of 
n with the 
nd. 
specific and 
What I con- 
and well 
merate my 
- them as 
to itemize 
You should 
r yourself 


ye 


d 


| box, yel- 
ing. White 
label with 
ie triangle 
the entire 
reach for 
il. Yet on 
xes of an- 
del num- 
ck grease 
l, because 
e number 
nfusing. 
OX, green 
ren while 
istomer’s 
> tub of 
, you can 
nd make 
Stanley 
half nel- 
have to 
get the 
is a cor- 
th §62-in. 


ack and 
» a high 
rckroom 
in. and 
what I 
is just 
‘or just 


ge box, 
nd pic- 
rh high 
f years 
ination 
ig and 
> they 
ub-mo- 
read a 
a bed- 
ell out 


, 1952 





It’s Always Open Season 
Goods 


For Selling Fireplace 


Texas dealer sells them 

the year around—117 units 
last year—by going after 
new home builders. “Sell 
them as builders’ 
hardware,”’ he says 


Contrary to some opinions, J. W. 
Henson, manager of the Foxworth 
Hardware, San Angelo, Tex., re- 
ports that fireplace units can be 
sold the year round, and offers as 
proof, the store’s sales of 117 com- 
plete units last year. In addition 
there were accessory sales to those 
who already had a fireplace. 

“Today,” says Mr. Henson, “Fire- 
places can be considered as much a 
part of builder’s hardware as locks 
and hinges. And fireplaces should 
be sold at the same time and to the 
same customers who buy builders’ 
hardware items.” 


Most Logical Prospects 


Consequently, he believes that 
the most logical prospects are the 
builders of new homes, to whom 
the majority of the store’s sales 
were made last year. 

In selling fireplaces, Mr. Henson 
operates on the theory that,a fire- 
place is bought more for its decora- 
tive value than for its functional 
use, and that cost is not a primary 
consideration. He sold three units 
to one homeowner, the total sale 
coming to more than $500. 

According to Mr. Henson, it is 
most important that the first bid 
towards a sale be made before a 
home is completed, for then changes 


can be made to accomodate a partic-, 


uf&r size or type of fireplace. Once 
(Continued on page 102) 
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J. W. Henson, manager, Foxworth Hardware, showing one of the 
store's best sellers to a new home builder. He believes fireplace units 
are as much a part of builder's hardware as locks and hinges. 





A new home owner is generally in a buying mood, and the time to 
sell her barbecue stoves, pits, or fireplace units, is before her home 
is completed. 





From a fireplace unit, and an outdoor grill, the next step is to 
sell the home owner her kitchen housewares. It's selling up that 
builds volume up. 
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Extra Sales From End Displays 


By positioning merchandise on 
step-up display units at the end of 
island fixtures the Harris Ace 
Store, Janesville, Wis., has found 
that such merchandise gets greater 
attention, especially when it has 
seasonal interest. 

Frank Zancanaro, manager, says 
that end-of-island displays permit 
greater flexibility in merchandis- 
ing goods, and that featured dis- 
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A large number of kitchen items can be shown on these short shelves. 


End-of-island displays put merchandise in 
featured positions and are especially good 
for seasonal promotions 


plays can be quickly set up without 
disturbing the other items dis- 
played on a fixture. 

“Through this means we are get- 
ting plenty of extra display space 
where it counts,” says Mr. Zancan- 
aro. “Our cross aisles get plenty 
of traffic and these island end dis- 
plays give separate identity to mer- 
chandise, so that people are more 
apt to notice it than when it is 


lined up on an extended display.’ 

These display sections are separ- 
ate from the island fixtures which 
they abut and can be quickly re- 
moved, if desired. Each fixture has 
from three to five shelves. The 
lower shelf is 5 ft. wide and 16 in. 
in depth. The top shelf, in most 
instances, is only 7 in. deep. The 
shelves conform to those on the 
islands. 

These end display pieces are used 
for varied purposes. In one case 
they are used at the end of a 138-ft. 
long plumbing supplies fixture. 

Another one is used for fireplace 
fixtures, using one lower shelf and 


Seasonal merchandise gets 
prominence on end shelves. 
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Fireplace equipment shows up 
exceptionally well in this way. 








ulise in 
ly good 
lisplay.’ 
€ separ- two higher ones. One is used ef- 
S which fectively to display packaged lawn 
ckly re- seed. 
ure has In the housewares department, 
s. The an end display holds a large stock 
1 16 in. of sieves, funnels and_ similar 
n most kitchen merchandise in a way that 
p. The would be hard to duplicate in an- 
on the other display. 

One of these units is utilized ef- 
‘e used fectively for a showing of meat 
e case grinders, orange juicers and simi- 
-138-ft. lar merchandise. Some of the items 
re. are fastened to the one-inch shelf 
eplace boards so that customers can see 
lf and them as they would appear in use. 


In the case of this kitchen tool dis- 
play, the fixture has been built 
around a pillar, which it masks in 
a satisfactory way. 





Built By Store Employees 


The display fixtures of the Harris 
Ace store at Janesville and another 
at Beloit, Wis., were built by the 
store employees. 

One long display island has re- 
movable shelves, which permits its 
use for the showing of pumps and 
other heavy and high equipment. 
This allows such merchandise to be 
shown off the floor and out of the 
aisles, and also makes cleaning a 
simpler task. 

Cleaning of the end-of-island dis- 
plays is much easier. Each section 
can be cleaned at one time without 
disturbing the other merchandise. 


More than 20 of these end units are 
used in the Janesville store. The bins in this unit hold a surprising number of plumbing items. 
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Increased Inventory 


Boosts Paint Sales 30% 


When the Blase & Cafferata Hardware 
built up its paint department to 

offer customers a selection of 

112 different tones, sales volume 
rose sharply 





Elmer H. Blase and Leonard W. 
Cafferata pay much attention to 
their paint department, for at their 





store, Blase & Cafferata Hardware, Offering their customers a choice of more than 

4003 El Cajon Blvd., San Diego, 100 colors helped Elmer H. Blase, left, and Leonard 

Calif., the paint department pays W. Cafferata, step up paint sales by 30 pct. 
off. 


After a record year in 1950, the 
partners showed a 30 pct gain in 
paint volume last year. And they 
sell paint during the 12 months of 
the year, in bad weather and good. 





Inventory Took Big Jump 


A big reason for the 30 pct boost 
in paint and accessory sales is that 
they increased their inventory to 
the point where they can offer a 
selection of pigments that provides 
112 colors in interior paint, includ- 
ing the modern dark tones. For- 
merly they carried only 12 colors. 
In addition, they also have pig- 
ments with which to mix 100 colors 
for exterior use. 

Then to help them talk and sell 
paint, the partners’ redecorated 
their store, painting it an attrac- 
tive colonial green for the walls, 
and an off-white on the ceiling. 
Thus they achieved a “point-of- 
sale” display for the paint depart- 
ment. 

Sale of brushes, too, is many 
times greater than it was four 
years ago when they bought the 


store. Then brushes were on dis- 
play behind the paint counter. This The Blase & Cafferata paint department occupies 25 ft of 


was corrected immediately, and wall space. Brightly lighted, it's always an attention-getter. 
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WITH EXCLUSIVE SALES APPEAL! 
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ew. Gamemastet MODEL 760 


The ONLY slide-action high-power rifle made! 

















re than 
.eonard 
) pet. 







Meet the fastest of all hand-operated big game 
rifles—in new streamlined design. Comes in three 
BIG calibers—30-06 Springfield, 300 Savage, 35 
SPECIFICATIONS Remington. And it backs up all that power with an 
Model 760A “Standard” Grade. Extremely accurate * amazing new rotary multiple-lug breech bolt—de- 





free-floating 22" barrel. Strong encased bolt head; signed on the same principle as heavy ordnance guns. 
rotary multiple-lug breech bolt. Sturdy double action Th t ti 1 bi ifle nn ffered! 
bars. Interchangeable box magazine holds 4 car- € most sensationa ig game rifie ever ofierea: 


fectly balanced. Weight, about 744 pounds; length 


tridges; one in chamber gives 5-shot capacity. Per- 
4214". An outstanding value. 





*Reg. U.S. Pat. Off. by Remington Arms Company, Inc., Bridgeport 2, Conn. 
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Displaying a large selection of brushes out where they could be han- 


dled proved to be another volume builder for the paint department. 


now they display and sell brushes 
out in the open from a display 
across the aisle from paints. 

The fact that customers can pick 
the brushes up and get the feel of 
them has resulted in the sale of at 
least twice as many as before. 

A complete selection of brushes 
is offered customers in a four-foot 


display. There are three grades of 
hog bristle brushes and also nylon 
brushes. The brush inventory 
comes to about $600 to $700, and 
the stock is turned at least three or 
four times a year. They also stock 
paint rollers. 

What keeps brush department 
volume high is that the display 


racks are always filled’ with 
brushes. For one brush on a rack 
becomes an orphan that no one 
wants. Even when the store is clos- 
ing out the last one or two remain- 
ing brushes in a line, they invari- 
ably fill out the display with other 
brushes. 

And to give the neighborhood 
trade a more complete decorating 
service, Blase & Cafferata recently 
added a line of plastic tile. Most of 
their customers are householders 
who do their own work aktout the 
house and their own redecorating. 
The man who paints his own bath- 
room, the partners feel, can also 
put up a two or four-foot border of 
tile, and they want to be able to sell 
him the tile and the mastic. That’s 
more grist for the paint depart- 
ment’s sales mill. 

The store’s paint department oc- 
cupies 25 ft. of wall space, and is 
always brilliantly lighted with 
fluorescent units to attract store 
traffic. During the painting season, 
department sales are buttressed by 
a paint window display which is 
run for a month. And to capitalize 
further on their paint depart- 
ment, the store’s pick-up truck has 
a colorful paint decal on the door. 
Thus Blase & Cafferata’s paint de- 
partment is kept constantly be- 
fore the public eye. 


Luggage Attracts Women 


Luggage is one of the most profit- 
able lines at Turner Hardware Co. 
in Stockton, Calif. and it is a good 
traffic puller. Most sales of this 
high profit line are made to women. 

Elmer Larson, who manages the 
store, says, “There is a good mark- 
up on leather goods and many 
people buy several pieces. of 
matched luggage at a time. Since 
most of our luggage is sold to 
women we have this department in 
charge of a salsewoman.” 

A full line of a single make is 
featured, this policy being followed 
because it enables the store to con- 
centrate on that line’s desirable fea- 
tures. Several types of luggage are 
offered in sets of from five to eight 
pieces. Although few people pur- 
chase an entire set it is not unusual 
for a man and wife to buy several 
matching pieces. This is true of 
both newlyweds and long married 
couples. 
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Miss Mary Purnell shows a prospect the fine points of some luggage, part 


of the extensive line stocked by the store. 
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Today’s discriminating buyers are not easily fooled. They shop care- 
fully, looking for the greatest value for their dollar. Those people buy Griffin 
products. When your customer is looking for quality, show him the Griffin 
line of fine builders’ hardware. He will quickly see the fine quality steel and 
excellent craftsmanship which have made Griffin a quality line for more than 


a half century. 


Griffin makes satisfied customers . . . and that means greater profit for YOU. 






(GRIFFIN fe ot COMPANY 











GRI = ERIE + PENNSYLVANIA 
REPRESENTATIVES 
R. F. BEVERS H. C. GLOVER 


CHARLES L. LEWIS 
1639 W. Fargo Avenue 1355 Morket Street 
Chicago 26, lilinois San Francisco 3, Calif. 
GEORGE A. GREGG WALTER S. JOHNSON & SONS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 
Detroit 21, Michigan Atlanta, Georgia 
THE B. S$. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR 
45 Warren Street 115 Brood Street 6637 Golf Drive 
New York 7, N.Y. Boston, Massachusetts Dollies 5, Texas 


2611 Garrison Bivd. 
Baltimore 16, Maryland 


ROY L. ROGERS 


WILBUR H. DAVIS 
4524East 60th Street 
Seattle, Washington 
L. G. FULLER, JR. 
644 Wellington Road 1620 Garfield Street 
Jackson 6, Mississippi Denver 6, Colorado 
HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
4638 Nichols Parkway 6954 Oleatha Avenue 
Konsas City, Missouri St. Louis 9, Missouri 
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ADJUSTABLE 


FORCE-FORMED SOCKET WRENCHES 
AND ATTACHMENTS 







WRENCHES ARE 
60% STRONGER 








They Don't Solicit the Burglar Trade . . . But 


Editor’s Note: The place for burglars is most emphatically behind 
bars, but a recent burglary of a hardware store revealed an unusual 
situation that was discussed in the following letter written to the 
sales staff of Belknap Hardware & Manufacturing Co. by Luther R. 
Stein, vice-president and general sales director. The letter, under 
the heading, “We Are Not Soliciting the Burglar Trade ... But,” 
read as follows: 

“Blue Grass tools have always been designed and made and in- 
tended to please the finest mechanic and, of course, to satisfactorily 
serve the home owner, the handy man, the farmer and others. 

“We didn’t know that burglars choose Blue Grass tools, but Dan 
Dahl, who travels for us in central Ohio, proves the case by the 
following letter: 

“Just thought you might be interested to know that Blue Grass 
tools are recognized by every trade in the area I travel. 

“Several weeks ago one of our customers took inventory of his 
tools on a Friday afternoon. That night his store was broken into. 

“*The burglars went:to the tool section, picked out two sets of 
Blue Grass tools, proceeded to attempt to crack the safe with one 
set. Upon leaving they took the other set with them. 

““The one thing that made me know that they knew quality was 
the fact another check of the inventory showed they took only Blue 
Grass tools.’ 

“Of course, those burglars didn’t pay anything for those tools so 
they had a free choice of whatever was there and when they chose 
one set of Blue Grass tools to do the work and then took another set 
home with them, they performed, in my opinion, a perfection job of 
selection.” 














SET NO. 16 





TOPS IN THE 
LOWEST PRICE FIELD 


SET A-16 
A quality line of socket 


. | 
Ag wrench sets and open end 
& wrenches in bright chrome | 
4 plate. colorful xes and | 

packages. | 














STEVENS WALDEN, Inc. 
WORCESTER 4, MASS. 
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SUMMER PROFITS 


with PIREPO ASSORTMENT 36 
THREE $122 retait 


PREPO FUEL TANKS 


to each dealer who buys 


PREPO ASSORTMENT ‘36 


















containing: RETAIL . 
3 PREPO “Summer Specials” @ 8.95 26.85 
3 tanks PREPO fuel @ 1,00 3.00 
3 tanks PREPO fuel FREE 3.00 






Total Retail Price $3285 


YOUR RE YOUR ASSORTMENT $ 90 
cost *36 COST — ONLY 


this offer good for a limited time only! 











PROFIT 
MENT’36 NOW! with 


ORDER ASSORT cht SPECIAL! PREPO 


FEATURE THE SU 
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How a Neighborhood Hardware Store 








Builds Trade With Service 








A number of effective trade 
building ideas are successfully used 
by Hy Plopper, who operates Hy’s 
Hardware at 4735 W. Burleigh St. 
in Milwaukee, Wis. Service is the 
keynote of this small neighborhood 
store opened late last fall. And 
that service pays in goodwill that 
leads to sales. 

The store offers repair service on 
small appliances as many custom- 
ers have five or six electric house- 
wares items in their homes. When 
these need adjustment or some 
minor repairs he finds that people 


Plopper features goods his trade wants as well 
as services they request. Helps customers 
find services he cannot offer them 


like to take them to a nearby place. 
He makes a specialty of prompt 
handling of such repairs even 
though such a policy sometimes ne- 
cessitates after-hours work in his 
service shop. 


Service Is Paying Off 


Says Mr. Plopper, “This service 
is paying off. It builds traffic and 
folks often remain to look over the 
stock and make other purchases. 
We handle all repairs except radio, 
washers and larger appliances. If 


the customer wishes, we will direct 
him to repair services that will 
take care of those items.” 

Hy Plopper makes keys and has 
an agency for a saw filing shop. 
Men visiting the store to have a 
key made or to leave a saw for fil- 
ing often stop to make impulse pur- 
chases of nails, bolts, tools, paints 
and other hardware store lines. 
Prior to entering the hardware 
business the store’s owner was ser- 
vice manager in an automobile 
agency, this experience being very 
helpful in his own business. 





Despite its size this compact store boasts of wide aisles. 
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STOCK eee 


CampBelt CHAIN comes to you in tough 
fibre-board containers—made to withstand 


DISPLAY... 


the roughest handling. 


No wood to splinter . . . no nails to 


snag hands or clothing . . . takes less 


AND SELL 


! 
l 
t 
I 
l 
I 
l 
1 
I 
! 
i 
I 
1 


storage room. . . in many cases, saves you 


cost of re-packing for re-shipment. 


.¢ & M P 8 E i. € H a . Size, Grade and Working Load Limit is 


printed on label for quick, easy identification. 










more easily and 





profitably with 


"Cc AM-PAK” Be z= 


CAMPBELL CHAIN (oom 


Campbell Campbell 
"Cam-Pak” “Lever-Pak" 
standard for all grades 
package unit of Campbell 
for Proof Coil Chain 
Chain and 
BBB Coil Chain 


AVAILABLE IN 


These sizes and quantities, in self- These Fibre Drums—capacity 600 Ibs. 

colored and hot galvanized finishes —can be re-used. Lever action metal 
3/16”—250 ft. 5/16”—100 ft. head is easily replaced after opening. 
1/4” —150 ft. 3/8” — 75 ft. 





Chain for everyneed... INDUSTRIAL... MARINE... FARM... AUTOMOTIVE ae 
SS 


CAMPBELL CHAIN (Comsauy <> 


MAIN OFFICE ~—YORK, PA. « Factories —York, Pa., and West Burlington, lowa 





MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 
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“BROAD-~JUMPING” FURTHER | 
than anyone before, Jesse Owens, 
American, set @ world’s record 
in May, 1935, with @ sensational | 
leap of 26 feet, 834 inches. 


| 


The 16 by 75 ft. store has a vis- 
ual front, two rows of fluorescent 
lights and is of neat appearance. 
Display fixtures were built by the 
owner. One wall of the display 
room is devoted to housewares, 
giftwares and toys, lines in which 
the volume and profit have been a 
pleasant surprise to Mr. Plopper. 
He bought $5,000 worth of toys for 
last Christmas, sold all of them, 
and has since established a 20 ft. 
toy department as a year ’round 
traffic and profit puller. 

“I had a limited stock of gift- 
wares at first,” explains the store’s 





GOES FURTHER TOO.. 


GUARANTEED FOOTAGE — You get full meas- 
ure with every roll. Tapes up tight to the last inch. 


NO WASTE— Gold Seal Friction Tape tears 
evenly, won't ravel, molds to uneven surfaces. 
HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 
LASTING “TACK"’— Gold Seal sticks to the job 
under toughest conditions of ‘cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 
dry out or smear the hands in hottest weather. 









FRICTION and RUBBER TAPES 
In either 10-roll cartons or single 
rolls, Every roll sealed in cello- 
phane, stays fresh. Jenkins Bros. 
(Rubber Division), 100 Pork 
Ave., New York 17. 





Home built gar- 
| den display 
shows variety of 
items in limited 

space. 


} 
| 
STOCK AND SELL GOLD SEAL TAPE 

for fast turnover — for steady profit | 


Jenkins Bros. make Diamond Seal Friction and Rubber Tapes 
which also meet ASTM and Federal Specifications. 
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Corner visual front window permits showing of some bulky 
goods, without preventing a good view of the interior. 


owner, “but women kept asking for 
other items and so I enlarged that 
section. Some of our gift depart- 
ment customers will visit us several 
times a month just to browse in 
that section.” 

An interesting unit built by the 
owner is a special display for lawn 
and garden supplies. Measuring 3 
ft. high and 3 ft. wide it has three 
step-up shelves at the top and is 
made of green painted plywood. 
Shears, garden hose and supplies 
are featured on the table. Put in 
the display room in March of this 
year, while there was still consider- 


Gannes 
Heapouamrens’ 


Be tah “ogra, “on ays 
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POWER PRODUCTS 
Proudly Presents 





OAKLEY 
Portable Power 














Planes 
; 
king for 
zed that 
depart- 
several 
ywse in 
— NOW A PRECISION-BUILT HEAVY DUTY PORTABLE PLANE AT A PRICE YOUR CUS- 
or lawn TOMER CAN AFFORD AND AT YOUR REGULAR HARDWARE DISCOUNT! 
ring 3 
a THIS FINEST IN THE-SERIES OF OAKLEY PLANERS IS A TROUBLE-FREE, ALL BALL 
ywood. BEARING MACHINE, GUARANTEED TO GIVE YOUR CUSTOMER LASTING SATIS- 
gem FACTION. 
Put in 
mg NOTE THESE OTHER FEATURES: 

1/3 H.P. UNIVERSAL MOTOR 


PRECISION GROUND AND HONED CUTTER BLADES 
ONE-HAND OPERATION ; 


AND FOR PROFIT: 


SUGGESTED RETAIL ...... cc ccccccccccces $95.00 
DEALER COST 2... ccc ccccccccccccccccece 66.50 
DEALER PROFIT .....ncccccccccccccccccees $28.50 


POWER PRODUCTS CO. 
3738 OXFORD BLVD. 
ST. LOUIS 17, MO. 


ATTENTION WHOLESALERS: 


If you are not now stocking these profitable 
planers, write for catalog sheets and full 
information on this line to 





Gentlemen: Please send me through my wholesaler ..... 








r 
1 
4 
1 
! 
! 
' 
A_ DIVISION 
! 
9 ? 9 My name is 
2 
: P >| POWER PRODUCTS CO. | psaress 
2 5 3738 OXFORD BLVD. ‘ 
S ( : ST. LOUIS 17, MO. 1 My Wholesaler is 
a oS 1 
H His address is . 
BLISYONOD ' 
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The proprietor in his rear of the store service shop. 


able snow on the ground, the stand 
has been the means of numerous 
sales. 


Window displays are changed 
every two weeks. The owner esti- 
mates that at least 500 people stop 


There Are Profits in Saying "Charge It" 


(Continued from page 68) 


made in an easier and more 
friendly manner. 

6. A charge account makes it 
easier for a customer to buy more 
merchandise. A customer may come 
to buy one gallon of paint and buy 
a larger quantity if there is a 
bargain. 

How, then, can we set up a credit 
system that will justify itself? 


Four Keys to Success 


Here are four keys to successful 
credit operation: 

1. Organize your credit depart- 
ment as a business. Don’t think of 
it as something you drifted into 
because you could not avoid it. 
Make credit and charge accounts 
the responsibility of one man and 
encourage him to develop it and to 
investigate all possible angles of 
profitable expansion. 

2. Get as much information as 
you can from each credit applicant. 
Customers may be antagonized by 
too many questions, but you should 
at least obtain: a—full name and 
signature; b—home address; c— 
previous address; d—business ad- 
dress; e—names of other stores 
where he has accounts and f—bank. 

8. Investigate all credit risks. 
An applicent’s personal references 
are likely to give you answers that 
do not truly reflect a friend’s abil- 
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ity to pay. Join your local credit 
bureau. There is usually a mem- 
bership fee of from $5 to $25 which 
includes file checks on a certain 
number of applicants but it is well 
worth the cost because a bureau 
can check an applicant’s credit rec- 
ords in your own and other towns. 
If a credit bureau’s facilities are 
not available your bank can often 
tell you what you want to know 
about a credit applicant. 

4. Don’t let an account become 
long overdue. It is nice not to of- 
fend but when a charge account is 
30 days past due (10 days past due 
in the case of an installment pay- 
ment) it is good business to send a 
reminder. First, a printed form 
with a bill and then a friendly let- 
ter, and most assuredly a phone call 
before you consider turning the ac- 
count over to a collection agency. 

Peovle dislike collection agen- 
cies. They will dislike you even if 
you are justified in turning their 
account over to an outside collector. 
A phone call will likely get better 
results, but don’t delay. 

Here are five suggestions that 
may help you set up a credit system 
that is likely to help you make 
greater profit through credit busi- 
ness. 

1, Expand your charge list. Once 
you have set up the system it will 


to look at his windows each week. 
He finds that sales of merchandise 
featured in his windows are very 
high. His service department offer- 
ings are frequently featured in the 
window and these signs attract 
considerable traffic. Despite the 
relatively small size of his visual 
front corner window items fea- 
tured in it are always good sellers. 


Free Parking Space 


In cooperation with a merchant 
in an adjoining store he provides 
a free parking space for 12 cars in 
back of the two stores. This fea- 
ture attracts many customers. He 
says, “In a neighborhood shopping 
area, a merchant must be willing to 
get merchandise he does not stock, 
even if it means special effort. If 
customers know that you want 
their business and that you are 
willing to stock what they want, 
they will come back to your store 
from time to time.” 


be almost as easy to handle 5000 
names as it is to handle 1000. Ad- 
vertise that you sell on credit. Tell 
customers visiting the store that 
you do credit business. Exchange 
lists with non-competing stores. 

2. Make it more desirable to 
have a charge account by inform- 
ing your charge customers of spe- 
cial sales, new merchandise and the 
store’s willingness to order mer- 
chandise not regularly carried. 

3. Send out special promotional 
material to charge customers. 


Know Their Wants 


4. Keep track of charge cus- 
tomer wants. Ask such customers 
how they like your store and your 
service. Ask them if there are any 
items or lines you do not handle 
which they think you should stock. 

5. Keep contact with your charge 
customers through cards and let- 
ters. Some merchants keep track 
of birthdays so that they can mail 
congratulatory cards. Others mail 
suggestion gift letters to wives 
when their husband’s birthday is 
near. 

Last year HARDWARE AGE pub- 
lished a series of outstanding ar- 
ticles on the subject of credit. 
These merit your review. Pub- 
lished under the title, Credit and 
Collection Methods, they appeared 
in the Feb. 8, Feb. 22 and March 8, 
1951, issues. 
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In The Fire Pot... 


Preway’s exclusive Air-activated” 
Burner demonstrates the brand 
of ECONOMY your customers 
want to hear about. It guaran- 
tees low fuel cost because it is 
designed to burn — and burn ef- 
ficiently — the cheapest grade 


A... papers 


In The Combustion Chamber 


In The Circulating Action... 


Preway offers, as optional 
equipment, a powerful blow- 
er attachment that carries 
heat on to distant areas, main- 
tains a more uniform temper- 

« ature throughout the house. In 
the summer it acts as a room 
cooler, a feature everyone ap- 
preciates., 

























In The Price Tag... 


y a feature that 





Preway provides the Heat Preway ae epee to — low 
Miser — a specially designed every custom t attractively 
. bt initial cost. - + the mos 





n the industry- 


Cao 






heat booster. You can show 
your customers how it ex- 
tends the line of travel of the 
hot flaming gases over more 
heat-absorbing metal sur- 
faces to make every B.T. U. 
work harder. 


marked ticket i 




























profitable 










oil-burning circulators 
are bigger in power, 
performance and economy 


A beauty of a heater is Preway. From appearance to per- 
formance, as you can see, this well-balanced line is power- 
packed with sales appeal. Just study the Preway features 
highlighted here .. . each one an engineering-merchan- 
dising first that beats the best that others offer . . . and 
you'll know why Preway is already one of the country’s 
Big Three in space heater production. You, too, can cash in 
on this line of opportunity that puts you out in front of 
competition and out ahead in sales and profits. Act now, 
before it is too late, to be the Preway dealer in your com- 
munity. Phone, wire or write today for full information. 


PRENTISS WABERS PRODUCTS CO. 


tiie a 





2652 SECOND STREET, NORTH, WISCONSIN RAPIDS, WIS. 
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ITS FUN | 





selling Klean-Strip 


WITH THIS 
DEMONSTRATION DISPLAY 





-.- says F. H. Parten 
of Wheeler Hardware Co., 
St. Paul, Minn. 


Mr. Parten says: “Every dealer likes to 
make easy sales . . . and it’s so easy to sell 
Klean-Strip Remover with the new Try- 
It-Yourself display. The customer can see 
for himself how Klean-Strip actually 
breaks away and peels off the old finish 

. doesn’t make a gooey mess like so 
many removers do. 

“After the demonstration (which only 

takes a minute) I tell the prospect that 
Klean-Strip is absolutely non-inflammable 
and requires no afterwash or neutralizing. 
That clinches the sale. And, when I sell 
Klean-Strip Remover, I always sell some 
paint too—-because repainting follows re- 
moving paint.” 
Order a “Try-It-Yourself” Pack from your 
paint jobber today and let your customers 
sell themselves. This pack comes complete 
with painted test: panels, brush, booklets 
and 12 pints of Klean-Strip. (Dealer cost: 
$6.36; resells for $10.20). 

Try it yourself. You, too, can have fun 
and make extra profits selling Klean-Strip 
Remover. It’s nationally advertised in The 
Saturday Evening Post, Popular Mechanics 
and Popular Science. 


For literature and free sample, writ 
THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis 6, Tenn. 


KLEAN-STRIP 


‘Peels Off Paint’’ 
Heavy-Bodied KLEAN-STRIP also available 











Riding Supplies Add Volume 





Mrs. R. C. Cheroske with some of the saddlery items 
regularly sold at the store. 


Mr. and Mrs. R. C. Cheroske, 
proprietors of Long Beach Hard- 
ware in Long Beach, Calif., have an 
inventory of $10,000 in riders’ sup- 
plies. Although the firm specializes 
in industrial supplies, Mrs. Che- 
roske is a riding enthusiast and is 
keenly aware of the rising interest 
in horseback riding. 


The department stocks boots, rid- 
ing shirts and hats, saddles, bridles, 
halters, martingales, bull whips, 
saddle and horse blankets and feed 
bags. Other items include hoof 
ointments and medicines, riding 
gloves, silver buckle sets, polo balls 
and mallets, saddle soap and dyes, 
curry combs and brushes. 





HARDWARE HUMOR 
By Hardware Age 











“Anything else?” 
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THESE WIZARDS WITH Wo00D j saseeue of ° 
Get the town’s population “ae —— 

To thank helpful Hank | 
With a great celebration 
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How? How? How? A dozen 
times a day customers ask you 
how! How to fix wood... how to finish 

wood! Well, here’s how! Recommend 
Weldwood Glue, Firzite and Satinlac. These 
wizards give such wonderful results, they make 
friends for you wherever you sell them. 
And each sale gives you a healthy profit besides. 


ive UNITED STATES PLYWOOD CORPORATION 
Dept. 73, 55 West 44th St., New York 36, N. Y. 


Seti 


Largest Selling Wood Giue — Blond or pickled effects call for Big demand for natural wood finishes, sells 


WELDWOOD )| sur: -FIRZITE’| SATINLAC’ 


Recommend WHITE The big modern style 
Firzite for magical trend is for light 
> woodsy effects on sire ® natural wood fin- 
hardwood or soft, 4 ishes —on furniture, 
plywood or solid Z4 wood panelling and 
lumber. For light woodwork. When 
pastel tones, recom- customers ask you 
mend WHITE Firzite what to use, you'll 












For making things 
or fixing things, 
recommend Weld- 
wood Glue—for all 
wood - to - wood 


/ 























bonds and many tinted with Colors. make friends by re- 

Order other uses. Makes joints stronger than in-Oil. For soft wood and fir plywood commending SATINLAC. It brings 

from your the wood itself. Mixes easily with paint jobs, recommend WHITE out and preserves the natural grain 

Wholesaler water. Stain-free, rot-proof, highly Firzite as an undercoat, to help pre- and color-beauty of any plywood or 

water-resistant! For hobbyists, home | vent grain raise or checking. (For soft solid wood. Water-clear Satinlac 

owners, contractors, carpenters! In wood or fir plywood stain jobs, recom- avoids that “built-up” look. Easy to 

self-selling display cartons! 10c, 15c, ment CLEAR Firzite, to tame wild, brush or spray; dries “dust-free” in 

35¢e, 65c, 95c; 5 Ibs., 10 lbs., 25 Ibs. a grain. Over 40 million feet 20 -y eosmy ready for next coat in 3 

: of fir plywood sold every week — what or ours, 

"Trade Mark @ merket for Firsite! } In pints, quarts, gallons, drums. 
ooo a 
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Modernization—a Traffic 


Full vision display windows in a modern front 
and a modern interior, brilliantly lighted, and 
colorful, draw street traffic to this store 


Full vision display windows of- 
fering street traffic a view of the 
entire store interior are an out- 
standing design feature of the 
Heminway’s Hardware Store 
opened last year in Latham, N., Y. 

These, in combination with a 
large store building, 46 by 64 ft., 
with full basement for storage and 
workshop, and a large neon sign 
stretching across the store front, 
have developed into the store’s best 
business builders. 

Interior color scheme is blue and 
ivory, the walls being painted a 
light blue, with ceiling and window 
trim in ivory. Half of the store is 
devoted to hardware displays, and 








the other half to appliances and 
office space. 

One entire wall is given over 
completely to tool displays, show- 
ing at least one of each tool sold by 
the store. The individual tools are 
shown against a light yellow panel 
wall fixture, and inventory is 
stocked on shelves below the open 
display panel. 


Special Gift Section 


The balance of the display area 
in the hardware section is devoted 
to islands of kitchen utensils, glass 
cookware, house cleaning supplies, 
electrical supplies, a large display 
of work shop tools, and a display 


Ys 


re Med 


se 


Builder 


of home utility tools. There is also 
a special gift section consisting of 
a long, island display which cuts 
right down the middle of the 
establishment. 

At a rear corner of the building 
is the paint section, which consists 
of floor to ceiling steel shelving 
against two walls, and a paint dis- 
play island. Alongside of the paint 
section is another section devoted 
to all types of fasteners, cabinet 
hardware, and similar merchan- 
dise. There is also a special plat- 
form for galvanized ware, ironing 
boards, mops, brooms and related 
items. 

At the rear of the appliance sec- 


csp ROE 
cs 
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This large neon sign calls attention to the store, and the 8 ft high 
full vision display windows, open up the interior to street traffic. 
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R Guaranteed by @ 
Good Housekeeping 
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The NEW.../mproved SUPER 


TINNER’S RED 


Retains It’s Brilliant RED Colo; Indefinitely! 


Bw aseeatil Here's the new formulation that makes this the greatest protect- 
; : eR gee Wi Saint ott a “ ive paint of all! Exceptionally DURABLE because it contains o 
on Oe EEO combination of specially processed oils and synthetic resins 
’ giving maximum flexibility and check resistance! A positive 
coating for ALL SURFACES, wood, brick or metal, because it is 

rust and water resistant... with MAXIMUM ADHESION! 


tional Materi: Lists, WRITE TODAY TO.. 


Shettield Arcorce PAINT CORPORATION 


ONE OF THE WORLD'S LARGEST 
CLEVELAND 19, GHIO 


MANUFACTURERS OF ALUMINUM PAINTS 
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Mr Dealer! 


HERE'S WHAT YOUR CUSTOMERS 
ARE SAYING ABOUT AMERICA’S 
TOP OSCILLATING SPRINKLER!* 


28 ag 


ous 
dends twic 


costs. ai Sts 
mrs. F. Hall, WY 


a, N. 
pellaice 8, a 


stent 
most efficien 
the sy have ever 


eighbors are 


ts 
now owne $ ck seaatl 

Marquette Ave.» 
3320 Dallas 5, Texas 





Fully Guaranteed <G 


SUGGESTED RETAIL 
11.95 


Are you taking full advan- 
tage of the profits and good 
will that go with America’s 
No. 1 oscillating sprinkler? 


 Melnor's 


>» SWINGIN’ SPRAY 


¥ 


sprinklers'’ according to the latest 
annual Store and Market Study 


occeptance among ‘‘all oscillating a 
conducted by Hardware Retailer. 


ve 
*Ranks FIRST in nation for brand oe 


i 
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The tool department ranges down one side of the store wall and on 
display islands. The panel display is finished in light yellow, providing 
a pleasing background for the tools it displays. 


tion is a garden tool display, con- 
sisting of two platforms and a wall 
display on which are hung steel 
garden goods and smaller hand 
tools. Power lawn mowers, and 
hand models, are displayed on one 
of the platforms. 

Each of the different depart- 
ments in the store is clearly identi- 
fied, so that customers have no dif- 
ficulty in locating merchandise in 
which they are interested. 

All of the island displays are 
painted blue and yellow, contrast- 
ing with the floor which is covered 
with asphalt tile in maroon and 
gray blocks. 

The store is always brightly 
flooded with daylight, and in addi- 
tion fluorescent lights add their 
brilliance when needed. Indirect 
lighting is used for some of the 


wall displays and in the display 
windows. 

Robert Heminway, owner of the 
store, attributes his business suc- 
cess largely to one fact: good cus- 
tomer service at all times. “We 
have tried to build up a reputation 
for having the merchandise or get- 
ting it for the customer,” he re- 
ports. “We also think our policy of 
carrying mostly nationally adver- 
tised brands of merchandise has 
been important.” 

In advertising, the firm always 
stresses the idea of “The Friendly 
Store,” or “The Store With The 
Friendly Spirit,” and carries out 
those slogans by being on neigh- 
borly terms with every one of its 
customers, greeting most of them 
by name when they come into the 
store. 





Heminway's paint section is a corner department at the reor 
of the store. Store interior color scheme is blue and ivory. 
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t Du Pont is telling professional 


Here's wha 
painters about nylon 


in AMERICAN PAINTER & DE 
PAINTERS MAGAZINE and PAIN 


paint brushes — 
CORATOR, NATIONAL 
TER & DECORATOR 








For your best buy in paint. brushes — 


io ask for a NYLON 


N lylons proved superior Their reports back up what research proved 













isplay ps a —that there is no better paint brush than a 
tit in performance, service —_ Properly made nylon! 

4 “ Next time you need a paint brush, ask for 
Ap senl and economy. a nylon. Discover for yourself that nylon 
d hol Extensive independent researchoverthepast brushes paint smoother, are ideal for nearly 
tation two years determined what factors affect a all finishes, and have a better balance of 
or get- paint brush’s ability to paint. These find- _ stiffness and flexibility that improves their 
he re- ings resulted in recommended manufactur-  ‘“‘feel.’”” Nylon doesn’t get brittle . . . won’t 
licy of ing techniques which have been adopted by __ break off . . . is easier to clean and keep in 
adver- more than 25 brush manufacturers. Scores condition. For all-round performance, serv- 
se has of painting contractors tested these new ice, and economy, your best brush buy today 

brushes on the job on all types of surfaces. is a properly made nylon! 

always 

riendly 

th The 

nel And look tor these 4 features 


. of its 








—- when you select your brush 


nto the 
nee a 
infivences better paint pick- 


p and release. The brush brush, for example —becovse brush plus lasting balance and 
should have mixture of bristie nylon weors better...mokes = service. . look for the name 
lengths longer bristles unnecessory NYLON on the handle. 

Before you buy a paint brush, be sure it has all 
four features. And remember that nylon paint 
brushes give 3 to 5 times longer wear. 








For smoother painting and longer wear 
buy paint brushes with 


DU PONT NYLON BRISTLES 


I. Long, fine tips on all bristies. Proper tipping of 
each bristle means bettes paint pick-up, flow, and a 


smoother paint job. 





080% Anmiversary 
L——- BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY ——! 
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5 SEBS 2.5 af 3 Window displays such as this a great deal of merchandise is dis- 1% 
S - or EO a “ start selling ahead of season for played in a manner that gives each 13 
5 - the Imperial Hardware, Long _ item full visibility. 1p 
5 Beach, Calif. Sales of barbecue and Heavier items such as chairs, ta- ti 
& picnic accessories alone increased bles, and a portable barbecue are 1d 
S their volume 75 pct. po at 7 vr be = dis- Pp 
The window was designed to of- play. Color is brought into the _— *It we 
. é ture by the perforated panels which the a 
fer not just a collection of mer- , ll d pink: th es they f 
handise, but a selection of related ptt gence salle sage Bl e-ndhcege i getheg “tty 7 
° i : dark red paper on the floor of the in 185 
accessories that a host or hostess window; dark green paper in the The 
~ would want for outdoor entertain- right background and two tall cen- docur 
WwW : : g g 
@ ing. By using perforated panels to _ ter panels covered with a bright. to di 
— os which individual items are stapled, amusing wall paper. inclu 
| pay ¢ 
a ae ares ——— a mo 
' -_ Th 
=> * 7 . 
gee $8,000 Volume in Gifts in 3 Years a doll 
a a dol 
2 ¢5 (Continued from page 59) 
= — Liles’ policy of buying a wide va- The initial purpose is to move 
Cc riety, in small qtantities of indi- some of the small, attractive plant- HA 
co vidual items. ers, Which many customers have 
Giftwares by nature have fairly ejected as they did not believe 
short periods of popularity and a there would be enough root space. aitieiiiin 
fast selling novelty in one year By showing planters with some 
may be a “dead” number the next Ivy growing in them, the Liles 
year hope to overcome this objection. : 
‘ No extra charge will be made for 
In order to keep abreast of the é 
‘ : : the plants where the purpose is to 
market both Mr. and Mrs. Liles i é 
aT , move the slow-moving items. Late} 
attend the annual gift show in : 
; Mr. Liles expects to add a charge 
Seattle where they make their se- ‘ ; : er 
: : to cover the expense and service on = 
lections for the next six months. the plants 
This is only the beginning of the 
Will Feature Plants Liles third year in hardware. Not- | 
: : withstanding the fact that they 
The Liles are now planning to had had no previous hardware ex- ae 
‘ombine their hobb deni 
combine their hobby of gardening _ perience, having formerly owned a 
with their merchandising of gift- tavern, they grossed $65,000 in "Don't 
wares. They are doing this by their first year in business, in ware st 
planting some smal] plants as ivy what was considered by many to one on 
in the planters on their shelves. be a secondary location. s¢ 
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Long, Long Ago 
Oak lumber at 5¢ a ft.; 
pine at 4¢; carpenters’ wages 
of $2.25 per day. 
Those are some of the items 
found on an interesting docu- 
ment dated May, 1850, and 
found in an old Long Island, 
N. Y., mansion. The document 
was kindly brought to our 
attention by R. E. _ Doti, 
vice-president of D. Brown 
& Co., Farmingdale, N. Y., 
wholesalers, in whose posses- 
sion the original document 
now rests. 
This reminder of yesterday 
is apparently a boat yard’s 
bill for repairs to various 
yachts and includes such items 
at: 
34 days work ...... $1.59 , 
_ bl ng EY ds a a J it's TRIPLEX—the threaded fas- 
2 is dis- 1% days work ..... 2.53 a teners that are unexcelled in 
Jes each 13 ft. of oak @ 5¢.. .65 é toughness. That's why they as- 
1 pe of locust for Pe sure surplus holding power for 
1irs, ta- aaa en 2.00 those unusual stresses and strains. Nothing is 
cue are 1 day’s work @ $18 more important in any fastener. We all know 
he dis- ont wh 9 O5% that, but occasionally we need to be reminded. 
ihe pie i 3 pgp , 
s which gee shen ie Set Screws 
se of a they figured an &-day work week Square heads, cup points. 
of the in 1850. 
in the The reverse side of the Cap Screws 
all cen- document is an authorization Hex, flat, button or 
bright. to draw several men’s pay, fillister heads. 
including “George’s month’s 
pay of $14.00 and Jack’s half Lag Bolts 
a month’s pay of $6.” Square heads, gimlet 
Those were the days when asthe 
a dollar was apparently worth Machine Bolts 
a dollar. "% Square, hex or counter- 
a sunk heads. Rolled or cut 
. move threads. 
9 = 
— HARDWARE HUMOR Plow Bolts 
4 American Standard heads. 
relieve By Hardware Age - 
space. % Carriage Bolts 
some Round or special heads. 
Liles Rolled or cut threads. 
ction. 
Je for Castellated Nuts 
» is to American Standard light 
Later castle hexagon. 
harge Semi-Finished Nuts 
ae on American Standard light 
ond heavy. Hexagon. 
of the 
_ Not- 
they 
"@ eX- 
ned a 
0 in "Don't worry about that new hard- 
s, in ware store next door, boss. The new 
ny to one on the other side of us will get 
some of their business." 
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Make your store 


Sout BEND CROQUET! 
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the Headquarters for 


Family Fun 


— with 


PARENTS 
MAGATINE 





Be the source for all equip- 
ment connected with fam- 
ily fun! Tie in South Bend Cro- 
quet with displays of outdoor 
accessories. You'll benefit from 
the increased interest in yard 
activity promoted by this popu- 
lar family game. 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St.,N. Y. 


South —Louis Williams & Co., 3rd National 
Bank Bidg., Nashville, Tenn. 


Midwest—South Bend Toy Mfg., So. Bend, Ind. 


Calif. & S. W.— Anderson Sales Company, 
730 W. 10th Place, Los Angeles 15, Calif. 


Denver & Pac. N. W.-—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 


SOUTH BEND TOY MFG. Co. 
SOUTH BEND 23, INDIANA 


| BEND 











How to Cut Bad Check Losses 


One solution to the bad check 
problem is to stop cashing checks 
except for regular customers. But 
in following this good pratice, deal- 
ers will also undoubtedly antago- 
nize a number of entirely honest 
strangers who are potential regular 
customers. 

J. D. Braman of the Braman 
Lumber & Hardware Co., Seattle, 
Wash., found the solution to this 
problem by dramatizing the posi- 
tion in which such requests place 
him. 

It all started when an epidemic 
of bad check passing struck the 
Lake City business district last 
year, and inflicted some rather 


severe losses on him and other mer- 
chants in the district. 
To protect himself, Mr. Braman 


was forced to restrict cashing 
checks to his regular customers. 
But then to placate new customers 
whose good will he wanted, he 
dramatized the risk involved in 
cashing checks for strangers by 
prominently displaying a sign an- 
nouncing the firm’s new policy. 

Beneath the sign was a placard 
headed, “And Here’s the Reason 
Why—.” On the placard was the 
reason—an exhibit of some actual 
bad checks which had been taken in 
by the company and which had 
taken the company in. 

All had appeared to be satisfac- 
tory risks, proper identification 
having been provided at the time 
the checks were tendered. 

Displaying the actual checks has 
proved to be a clinching argument 

















g 
ge 


Try this method if you find it difficult to explain to strangers 





why you can't cash their checks. It worked for the Braman 
Lumber & Hardware Co. of Seattle, Wash. 
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HARDWA 


that carries with it a conviction 
which no amount of verbal or 
written explanation could convey. 





| 
| 
| 
| 
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NATIONALLY ADVERTISED 





a Not only has the display stimulated 
Phen 4 nos deal of ps ay ow sym- | 
i pathetic comment, but strangers 
ge are not inclined to take offense, DAREX ti rd i C D é cCOYS 
sheed rm when their requests to have checks 
were by cashed are refused. 
sign an- 
dlicy. ‘ 
. placard Food Savings Plan 
- Reason (Continued from page 62) 
was the 
1e actual item is reconditioned by the service | 
taken in department, it even receives a | 
ich had special Oildale Hardware serial 
number. 
satisfac- While each department has its 
tification own specialized sales staff, they will 
the time step in to help each other when one 
department is short-handed or ex- 
ecks has ceptionally busy. 
rgument The traffic from one department 


helps boost sales for the other sec- 
tion, Mr. Sudds said. Frequently 
a woman coming to the hardware 
section for dishes will drop a hint 
that she needs a new refrigerator, 
for example. In this case the hard- 
ware salesperson will tactfully 
steer the customer to the appliance 
department. 





. av 


4 eatures: 
wo— 


' r 
o dozen - 


Appliance salesmen, incidentally, oll ‘em vp. * i ee 
lok forward to a situation when rte — ws * ey spring 
. \apsib and they 
the hardware department is rushed Co tom g snake aa 


and their help is needed. Many 








kets. we em ; . 
- wng — OY gull finish + * 


times an appliance salesman who aatite colors. 
has stepped in to sell some hard- shape wildli built 1° rake © 
ware item discovers a lead for an ife-ti bpobb g acti ybber walls, ' 
appliance on which he later follows realistic _ thick * afioat! Can't 
to make a good sale. Unbreak? _, they stay 
beating ‘ riddle “e™ 
-proot — LS 
Shot ote . BLUE BIL ost 
How to Make Sales water . PINTAIL? IAN GO 
(Continued from page 70) Y 


the letters. And I do like those 
sturdy Yale boxes. 

The above are just several ex- 
amples of good packaging. There 
are a lot of others, but I mention 
these as representative items to be 
found in most hardware stores. Not 
a darned one of the described labels 
are pretty, nor do they have to be, 
but they surely are functional and 
that is the point that I have been 
trying to get across. 

As for myself, I’m not only dumb, 
I'm lazy. I’m lazier than the devil. 
I don’t want to work to dig up all 
this information each time a pos- 





Get your supply NOW! Low $1.00 retail price means 
heavy volume. 3 sizes — small, medium and large — FIT 
ALL GUNS! Packed 1 dozen each IN MERCHANDISING 
DISPLAY CARTON FOR IMPULSE BUYING. Seamless, 
oil-resistant neoprene outside case. 42” sponge rubber 
inner pad. Order from your jobber TODAY — or write 





sible sale looms up. I want it laid 
out so that I can grab it nice and 


2b ah « direct. 
a 


DEWEY and ALMY 








easy. Items fixed like that are the SPORTING 
ones I sell the most often. And I’ll GOODS Chemical Company 
bet most other retailers act the SECTION 
same way. Cambridge 40, Mass. Montreal 32, Canada 
», 1952 95 
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20,000 in Sporting Goods 


How a hardware dealer in a town of 8,000 
combines enthusiasm and promotion to do 
a profitable ’round-the-calendar job. Lay- 
aways make extra sales and build traffic 





George R. Lindahl, Sr., talks fishing as he sells a license. 


Well paid industrial workers in 
a small city will buy more sporting 
goods for week-end diversion if 
you make it easy and pleasant for 
them to buy from your store. George 
R. Lindahl, owner of Lindahl Hard- 
ware in Malvern, Ark., proves this 
with the $20,000 sporting goods 
volume he does in this city of 8,000. 

Actually Mr. Lindahl has _ ex- 


96 


tended the buying season for all 
major sporting goods items by con- 
stant promotion. 

Fishing is a paramount sport in 
April and May in Lindahl’s trading 
area, yet items for hunting are 
promoted and sold along with rods, 
reels and bait. Under the artificial 
bait rack is a neat sign reminding 
customers that automatic guns are 


in stock, and that they can be 
bought on a Lay-Away plan. 

Next fall and winter, during the 
hunting season, the Lay-Away sign 
will feature fine rods and reels, and 
will be displayed in connection with 
guns. 

During this fishing season, when 
the front-of-the-store sporting 
goods department is displaying a 
wide variety of items for the fisher- 
man, one of the most enticing dis- 
plays is an automatic shot gun, 
placed flat on a special table just 
beyond the entrance. 


Lay-Away Boosts Sales 


It is an expensive gun, that can- 
not be used extensively for many 
months. “I remind the customer 
that easy Lay-Away payments, 
started now, will deliver the gun to 
him when it is needed,” Mr. Lindahl 
said. 

No rules are set for Lay-Away ex- 
cept a substantial down payment. 
George R. Lindahl feels that a cus- 
tomer making. a good down pay- 
ment will not forfeit his purchase. 
Thus he does not object when the 
customer leaves his purchase many 
months in Lay-Away, nor if he does 
not make regular payments on it. 

“Many of the most expensive 
sporting goods items are bought 
out of season,” he explained. “We 
feel that if we were too strict about 
the customer making regular pay- 
ments on Lay-Aways, he would not 
make seasonal purchases. As it is, 
in fishing season he can put an éx- 
pensive gun in Lay-Away, after 
making the substantial down-pay- 
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America’s Largest Selling 
“Singles” and “Doubles” 


Sure, you're going to sell your share of automatic, pump, and bolt 
action shotguns this year. But don’t forget that Stevens *'singles’’ 
and ‘‘doubles’’ are among today's largest selling popular priced 
shotguns! Don't miss the opportunity hee volume shotgun sales 
this fall . . . order Stevens ‘‘singles’’ and ‘‘doubles’’ now! 


STEVENS MODEL 94 


A modernly designed, low cost, single barrel shotgun value with plenty of sales 

and perforntance features . . . newly a soma walnut finish wood stock . 

strong, dependable action . . . rigid lock up . . . two-way top opening-lever for 

either right or left handed shooters . . . extra-wide extractor grips greater propor- 

tion of fired shell . . . automatic ejector . . . proof tested, tapered a rrel for strength 

and balance. Av ailable in standard lengths and gauges. The Stevens Model 94 is a 
*“‘must”’ for any complete shotgun sales program. 


STEVENS MODEL 311 


With a double barrel shotgun, and only a ‘‘double,"’ you offer the shooter the 
instant command of two fast shots, the split-second selection of two different chokes. Point 
out this feature to your customers—emphasize i it—it means increased shotgun sales. 
Point out too, the fine gun features available at low cost in the Stevens Model 311 
. well proportioned walnut finish wood stock . dependable coil spring, 
hammer, sear mechanism for clean, crisp trigger pull, split- acai hammer fall . 
extra-wide extractors . . . exclusive spring tension fore-end fastener which keeps gun 
tight automatically. Yes, feature the Stevens Model 311 for ‘‘double’’ shotgun sales! 


SAVAGE ARMS CORPORATION 


Firearms Division Chicopee Falls, Mass 











First in the Field >**™ Ce 


eter JSS. 


AVAGE 


SAVAGE + STEVENS + FOX Rifles and Shotguns 


SAVAGE * WORCESTER Power and Hand Lown Mowers 


STEVENS MODEL 311 


STEVENS MODEL 94 ‘ ° ° : 
Single Barrel Shotgun “Raise your sights with SAVAGE in 1952 ! double Barre! shoreun 


12, 16, 20 and .410 ga. 12, 16, 20 and .410 ga. 
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played. A $20,000 volume for sport- 
ing goods doesn’t come accidentally 
to the dealer. He gets it by making 
every item work hard to boost 


SSS Seee ee ur 
PEeeererrr rr 











sales.” 
An enthusiastic buyer makes a See 
profitable customer. Mr. Lindahl oo 








stimulates enthusiasm by catering 
to the sportsman’s pride in his 
achievements. During deer-hunting 
season he turns over one of his dis- 
play windows to the deer hunters, 
in which they may display deer 
heads, with their names attached. 
A local taxidermist tries to give the 
fastest service, so that his cus- 
tomers can have the pleasure of dis- 
playing samples of their shooting 
skill as soon as possible. 


Store a Meeting Place 


“You can’t operate a profitable 





sporting goods department without You 

sharing the customers’ pride and hapy 

An industrial worker buys an outboard motor on a Lay-Away enthusiasm ts his feats,” the man- supp 
plan. Front-of-store display is next to a housewares section ager says. “When our customers cust 
; Pioy , = have luck in hunting or fishing, they — 
scree 


want to hurry to the store and tell 
us about it. In a small industrial Velo 


ment, and then spend his money on 
items for the fishing season.” 
Every major item in the depart- 
ment, from outboard motors to sup- 
plies for the commercial fisherman, 


it is worth,” the owner says, “and 
we also make plans to lengthen and 
prolong the seasonal buying. Sports- 
men will buy out-of-season items 
when they are promoted and dis- 


city like this, where outdoor sports- 
men know each other, it pays off to 
make our store a meeting place for 
those who buy their supplies from 


us.” 


to yo 


Th 


can be bought on the Lay-Away oe 
plan. fs 
Children as well as adults use lay- . ; é 
away, which accounts for extra : eee 
sales mounting into thousands of ° . e 
ae ce lhe: Special Rack Displays 20 Guns c 
George R. Lindahl, Jr., is in a. See Bee Ps ee eee ewes 
charge of the sporting goods de- q 
partment. The owner feels that an i 


enthusiastic young man should be 
in charge. Assisting the youthful 
manager are four salesmen, all 
trained to wait on sporting goods 
customers. 


Seasonal Displays 


Manager Lindahl gives practi- 
cally every item in the department 
its share of intensive seasonal pro- 
motion. At this writing archery has 
an attractive place in the window. 
George Jr., who is skilled in the 
sport, has promoted several groups 
that are interested in archery. They 
go to the golf links to indulge in 
competition, and Lindahl often is 
with them. 

The young manager has charge 
of all sporting goods displays, ad- 
vertising and promotions. He se- 
cures an excellent mailing list from 
the gun register, which he uses for 
other sporting goods items. 

“We play up each season for all 





am 





With this wooden rack Smith & Green Hardware in Harvard, Ill., shows 
20 guns—10 on each side. Built of | in. thick wooden strips, it is of light 
weight for portability. Its use permits island display for guns. 
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"so * SCREENING 
) , 

lace —won't rust or rot—never needs paint 

profitable 
it without You don't need a very long memory to know what's going to = COLORS: Forest green, bronze brown or aluminum gray. 
pride and happen—and very soon! Lose no time in assuring a steady 

= man supply of fast-selling FIRESTONE Velon for your store. Your DIMENSIONS: Standard widths—24”, 26”, 28”, 30”, 32”, 
customers . : 
hing, they customers want this permanent rustproof and stainproof 36”, 42” and 48”. First six widths fit display rack. Additional 
e and tell screening that can stay up summer and winter. FIRESTONE ‘ j ’ ' 
arewter: Velon has price-appeal to homeowners—and a sweet profit widths on special order. Mesh 18 x 14. Filament diometer 
or sports- to you. 0.015”. 
ays off to 


ie teen This “SILENT SALESMAN” does a whale of a selling job! 
Pim IT STORES..A7 DISPLAYS..17 SEULS 


E Yeon SCREENING = a 


© wont RUST eRe aRE: 


Gets your message across even when you're busy with other customers. 
Compact—55%” high, 45%” wide, 14” deep. 











s WONT stay 
» © WONT Bren, 
© Wony BULGE ; 


-$ 
YOU PAY ONLY 99 — less than half our cost. That's not all. We 
prepay shipment from Chicago. 


Quick Facts About Firestone )élon 


1. Can't rust—never needs paint. 













2. Impervious to rain, sun, cold, smoke and soot. Not even salt spray 
—eternal enemy of screens—bothers it. 


Won't sag or snag, break or bulge. 
No need to dismantle and store during winter. 
Lighter weight—greater impact strength. 





Saw 


So easy to install—a bright lad or a woman can do it. 


/ 
ACT NOW: 115,000,000 sq. feet of plastic screening 


will go to market this year. Sounds like a lot—but it won't be so much 
when the stampede starts. If your local Jobber doesn't handle Velon, 
write direct—today! 





“TRADE MARK 


Plastic Ulloven Products IEA Jive, = coves 
ie WEAVERS OF Firestone elon SCREENING 





New England Representatives: Blunt, French & Young, 419 Commonwealth Ave., Boston 15, Mass. 


6. 1952 
~~ HARDWARE AGE, JUNE 26, 1952 99 








new design, 
kitchen shear 
of 100! home uses 


marvel of modern, 


self-selling 


new plan 
gives you 
fully paid ads in 
your newspaper 


idea for 
“gift tradition” 
sales! 
Going like hotcakes—see your 
wholesaler or write, wire,or phone... 


always look to 


MIDWEST 


TOOL and CUTLERY Co., Sturgis, Mich. 
for money making ideas 





HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 


For use in factories, cotron 
fields, farms, warehouses 
or wherever a rugged, 
heavy duty balance of re- 
liable accuracy is required. 
Dial is recessed for protec- 
tion, grednacions deep 
etched for durability and 
readability. Adjustment 
allows indicator to be set 
at zero to balance scoop or 
pan attached to hook. 
CAPACITIES 

25 Ibs. by 2 Ib. 

50 Ibs. by 1 Ib. 

100 Ibs. by 1 Ib. 

160 Ibs. by 1 Ib. 

200 Ibs. by 2 ibs. 

300 Ibs. by 5 Ibs. 


SEE YOUR JOBBER 
HANSON SCALE CO 


525 N. Ada Street 
Chicago 22, til 











Sells the Fun in Your Own Yard Idea 


Enjoyment of the outdoors was the keynote of this barbecue dis- 
play at Glendale Hardware Co. of 730 E. Broadway, Glendale 
Calif. Fred V. Legler, a store salesman, is shown with a sign, 


"California is Yours... Enjoy it... 


In Your Own Backyard." Six 


different barbecue sets were shown in the display together with a 
variety of accessories. 


$30,000 Extra Volume 


(Continued from page 64) 
Hardware, accounting for 15 pct of 
the store volume, is one of the 
store’s best traffic pullers for all 
departments. 

Naturally the shop attracts a 


number of teen-agers. They gang- 
up, play the latest tunes and go 
home and wheedle their parents into 
buying the records they like. Then 
when the parents come in, they also 
shop in the hardware departments 
or among the appliance displays. 

One of the best assets of the rec- 
ord department, according to Mr. 
Stavinoha, is that it also attracts 
a class of trade that buys electric 
housewares. People who buy rec- 
ords regularly, usually do a lot of 
entertaining, he reasons, and con- 
sequently they have a large gift 
list — for anniversaries and other 
special occasions. 


Jesse James Days 


Northfield, Minn., is said to be 
the boyhood home of Jesse James, 
leader of the James gang of yester- 
year. Retail merchants cash in on 
this historical connection by hav- 
ing annual Jesse James Sales Days. 


Store owners and sales clerks 
dress up in old time western cos- 
tumes and pack toy guns. Some 
grow beards and mustaches for the 
event. Farmers visit town to make 
fun of merchants and to talk of old 
times. While in town many farmers 
buy a variety of bargain items and 
others at regular prices. 


Feed and Seed Tour 


Over 700 persons, most of them 
farmers, went on a farm, feed, 
seed and irrigation tour, sponsored 
by the Alliance, Neb., Chamber of 
Commerce. Object of the tour was 
to make a study of crop conditions, 
feed yard facilities and economical 
water distribution on _ irrigated 
farms. 


Holds Turkey Show 


Although located in the heart of 
a fine resort area, Alexandria, 
Minn., does not depend entirely on 
tourist trade. Its merchants wisely 
sponsor turkey raising projects and 
have done so for many years. 

The community now stages an 
annual turkey show at which both 
live and dressed turkeys are eXx- 
hibited. 
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WARM UP PROFITS! 


with these 


WASHINGTON 


Range and Heater Values 


Follow the example of profit-wise Washing- 
ton dealers who put the heat on sales with 
these competitively priced ranges and heaters. 
As one dealer puts it, “you don’t have to be a 
carload buyer to make money with the Wash- 


ington Line.” 


Shown here are a few of the new models... 
part of a complete line, quality made and 
attractively priced . . . designed to fill the 
needs of every family. Ask your Washington 
Distributor for details or write direct. 


GRAY & DUDLEY COMPANY 
Established 1862 
NASHVILLE 3, TENNESSEE 


WASHINGTON VENTED NEW WASHINGTON 
GAS HEATERS OIL BURNING HEATER 
Two sizes in radiant circulator Noted for fuel saving, long 
models; three closed circulator service and modern styling. 
dels. Meet al ft every gas Down-Draft, Hot-Blast combus- 
heating requirement. Also Un- tion gets more heat from less 
vented Heaters. fuel. 


The Most Complete Line! 








TRA ALARL ELL 


Modetnize your brush department 
with this NEW mass display 


Put this modern display in a good 


trafic spot and watch your household 
brush turn-over — and profits — rise! 

Up-to-date, light-weight, easily as- 
sembled, this smart display shows the 
brushes, not the display. Rent-free with 
Kellogg’s Assortment No. 2944 — six- 
teen tested, sure-fire sellers. Order now! 


Order from your wholesaler or write us for details 


Kellogg @ Brushes 


Kellogg Brush Mfg. Co., Westfield, Mass. 





Selling Fireplace Goods 


(Continued from page 71) 


a home is built there is a great deal 
of resistance towards making strue- 
tural changes, or having a room 
torn up for a fireplace. 

For that reason, when a customer 
comes in to select his builders’ hard- 
ware, the approach toward a sale of 
fireplace units and/or accessories is 
made. To gain a foothold on a sale, 
the store has a large mezzanine dis- 
play of units and accessories, but 
no attempt is made to make a sale 
from these. 

Mr. Henson uses the display only 
to whip up interest, preferring to 
arrange a visit to the house under 
construction. That puts him in a 
better position to recommend the 
type of fireplace that will best suit 
the home builder. 

Then once measurements have 
been taken, and a unit sold, the next 
step is to sell andirons, tongs, 
pokers, log scuttles and various 
other accessories. And surprisingly, 
at that point, it is easier to sell the 
more expensive items than the 
others. 

In addition, the time is ripe, 
when selling a fireplace unit for a 
home not yet completed, to sell the 
lady of the house her new kitchen 
ware, and a barbecue unit, and 


numerous other items tht a new, 


householder needs. Mr. Henson réa- 
sons that then these people are ina 
spending mood and can be prompted 
to buy more. 

And as homes are most gen- 
erally built during the warmer 
months, going after business at 
that time gives the store a clear 
field for making sales. Most other 
dealers would have their fireplace 
units put away until the fall selling 
season when the market is probably 
already at a high saturation point. 


Annual Farm Show 


Officials say that more than 
10,000 rural people attended the 
annual farm show held recently at 
Montpelier, Vt. Gov. and Mrs. H. 
Emerson attended, as did many 
other notables. One woman, whose 
pie won first award, came 50 miles 
on a bus with her pie the morning 
of the pie contest and got it there 
just in time. This is an example 
of how seriously these rural people 
regard an annual farm show. A 
14-year old boy was awarded a cup 
as the outstanding poultry boy of 
the year. 
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STAINLESS STEEL 
WANARE ANA 






es 


No. 811 ASSORTMENT 


rae METALOID company 


5815 KINSMAN ROAD - CLEVELAND 4, OHIO 
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{Continuous 
jdemand 
* TOF 
Stanley 
‘continuous 
‘hinges 


--| for tables, desks, 
| chests, 

hoat lockers, 
sewing cabinets 
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Get this FREE DISPLAY 

4 with purchase of 

311% Hinge Assortment 
- Customers see 

] hinge operation and 

-{ actual finishes. It’s a 

4 big sales advantage. 

Ask your wholesaler. 











The Stanley Works, 
New Britain, Conn. 


The most famous doors in the world 
swing on Stanley Hinges 


[STANLEY] 


Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Gas Association annual con- 
vention and exhibit by the Gas Ap- 
pliance Manufacturers Assn, Oct. 
27-30, at Atlantic City, N. J. Ameri- 
can Gas Association, 420 Lexington 
Ave., New York City 17. 


American Hardware Manufacturers 
Association, joint convention with 
the National Wholesale Hardware 
Association, Oct. 12-16, at Atlantic 
City, N. J. Hotel headquarters, 
Marlborough-Blenheim Hotel, Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secre- 
tary-treasurer of the manufactur- 
ers’ association with headquarters 
at 342 Madison Ave., New York 
City 17. 

Builders’ Hardware Show and Con- 
vention, Sept. 28-30, Oct. 1, at the 
Palmer House, Chicago. Sponsored 
by the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
John R. Schoemer, managing direc- 
tor, 420 Madison Ave., New York 
City. 

Housewares and Home Appliance 
Manufacturers’ Exhibit, July 7-11, 
at Atlantic City, N. J., Auditorium. 
Sponsored by National Housewares 
Manufacturers’ Assn., 1140 Mer- 
chandise Mart, Chicago 54. A. W. 
Buddenberg, secretary. 


Ace Stores annual convention and ex- 
hibit, Feb. 2-4, 1953, at the Conrad 
Hilton Hotel, Chicago. E. G. Lind- 
quist, 2355 S. Blue Island Ave., Chi- 
cago &, secretary. 

Cotter & Co. Fall Dealer Show, Aug. 
11-12. Spring show and annual 
stockholders meeting, Feb. 2-3, 


National Hardware Show, Oct. 6-10, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank M. Yeager, 
managing director. 

National Retail Hardware Association 
Congress, July 14-17, at Statler 
Hotel, Washington, D. C. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 

National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. G. Marvin Shutt, 
secretary. 

National Wholesale Hardware Asso- 
ciation, joint convention with the 
American Hardware Manufactur- 
ers Association, Oct. 12-16, at At- 
lantic City, N. J. Hotel headquar- 
ters, Marlborough-Blenheim Hotel, 
Conference Booth Plan at Conven- 
tion Hall. Thomas A. Fernley, Jr., 
is executive secretary of the whole- 
sale association with headquarters 
at 1900 Arch St., Philadelphia, Pa. 

Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4903 Delmar Blvd., St. Louis 
8, Mo. 


Events 


1953. 
headquarters, 
Chicago 11. 


Both to be held at company 
365 E. Illinois St., 


Pritzlaff Merchandise Fair, Aug. 18- 
20 at the Sports Arena, Milwaukee, 
Wis. Sponsored by the John Pritz- 
laff Hardware Co., Milwaukee. 


State Events 


Pennsylvania & Atlantic Seaboard 
Hardware Assn., convention and ex- 
hibit, Jan. 20-22, at Convention Hall, 
Philadelphia, Pa. Secretary, W. 
Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 


Virginia Retail Hardware Assn., con- 
vention and exhibit, March 24-26, at 
Roanoke, Va. Meetings, Hotel 
Roanoke; exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville. 
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One of a Series of Historical Advertisements Illustrating Progress in the Housewares Field 











<8 Rico DRY Goos 
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See us at the 

National Housewares Show 
Atlantic City—July 7-11 
Booth 638-640 





When Morris Rich set out his meager wares before the people of Atlanta 

85 years ago, he introduced a new merchandising idea. In an era of haggling, 

his goods had one honest price for all. As the South prospered, more and more 
customers came to Rich’s. Today Rich’s is one of the most famous department stores 
in the United States—with an annual volume of more than $52 million. 


Throughout its own 50-year history, Autoyre has recorded steady growth by providing 
needed merchandise and sound values not only to multi-million dollar metropolitan 
emporiums like Rich’s, but to neighborhood hardware stores and 

limited price variety stores throughout the country. 


COMPLETE, MATCHED LINES OF ACCESSORIES 
FOR BATHROOM e KITCHEN e CLOSET 


The Autoyre Company @ Oakville, Connecticut 


p< 
= 
wv 
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WHAT'S NEW 








Latest Information on New Hardware Merchandise 


(Continued from page 13) 
and pliers. Made of heavy gage 
steel with a tight zinc coating and 
an additional bonderized coating 
for double weather protection, they 
have an assembly by aluminum 
bolts. Ventilation is provided 
through sides and back edge of top. 
Colors are white with red, blue or 
green alternate stripes, in chrome 
or baked enamel finish. Awnings 
come in 35 and 40 in. widths, cano- 
pies in 50 and 60 in. widths. Leigh 
Building Products Div., Air Control 
Products, Inc., Coopersville, Mich. 


Attic Ventilating Fan 


Vertical discharge attic fan is 
framed of 1-in. seamless formed 
tubing and houses in heavy gage 
steel with streamlined orifice. It is 
installed completely unattached and 
a nest of foam rubber keeps it 





noise-free. Available in five sizes, 
24 to 48 in., it has 1/3 to 14 hp. It 
can be put jnto the lowest pitched 
roof and also comes as a complete 
package unit with shutter. Murray 
Co. of Texas, Ventilating Fan Div., 
Howell Mill Rd., N. W., Atlanta, Ga. 


Dial Test Indicator 


Lightweight but substantial uni- 
versal dial test indicator will not be 
loosened in use because of the one- 
piece construction of the base and 
shank. It has a simplified mecha- 
nism and jeweled thrust bearing 
which eliminates greasing and oil- 
ing and insures accuracy and 
longer life. The outside knurled 
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ring contains the dial and is ad- 
justable so that the zero can be set 
to any position in relation to the 





pointer. It is available in two mod- 
els. Lufkin Rule Co., Saginaw, 
Mich. 


Knife Rack and Sharpener 
Plastic knife rack and sharpener 
holds six knives and has no moving 
parts to wear out. The sharpener, 
located in the center, contains two 
diamond-like carbide jewels which 
put a cutting edge on regular, hol- 
low-ground or stainless steel knives 
with just four light downward 
strokes. The red plastic holder is 








easily mounted on any flat surface 
by its “magic-pad” back, or screws 
can be used if desired. It is gift 


packaged and retails for $4.98, 
New England Carbide Tool Co,, 
Inc., 60 Brookline St., Cambridge 
39, Mass. 


40-Watt Fluorescent Lamp 


Called “Rapid Start,” 40-watt 
fluorescent lamp starts quickly and 
smoothly without the aid of exter- 
nal starter. Intended only for new 
lighting systems, the lamp is to be 
used with especially designed bal- 
lasts, used in series, two lamps on 
one ballast. The lamp has a triple- 
coiled cathode and a_ water-re- 
pellent coating to insure reliable 
starting under high-humidity con- 
ditions. General Electric Co., Nela 
Park, Cleveland 12, Ohio. 


Storm Window-Screen 


Aluminum combination storm 
window and screen is adaptable to 
casement windows of all types. 
Called Kaysto, unit can be installed 
on the inside or outside of the 
prime window and consists of slid- 
ing storm sash units and screen 
panels. The storm sash is self- 


weatherstripped and provides a 
complete insulating seal for the 
prime window. 
windows 


Also available are 


combination of double 














hung design and matching combi- 
nation doors and screen doors. 
Alumatic Corp. of America, 2081 
S. 56th St., Milwaukee 14, Wis. 


Table Model TV Sets 


Two moderately priced 17-in., 22- 
tube table model television receiv- 
ers, the American and Campaigner, 
will retail for $229.95 and $199.95, 
respectively. The American, Model 
6175TM, has a tilted glass screen 
and frosted-face picture tube to 
eliminate glare. The Campaigner, 
Model 6179TM, shown here, has a 
straight,non-removable screen and 
a picture frame bezel with dust 
seal. Both are of contemporary de- 
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Thar’s exfra gold 


in FROSTOFOLD 


Packaging Materials! 


Nationally advertised! 


Consumer preferred! 


een PRELINED Approved by Good Housekeeping, recom- 
ion storm bed bo Goene ~ mended by leading home economists, preferred 
laptable to K STOFOLD by millions of consumers as the best way to 
all types. tasssane Sesame, home package frozen foods . . . that’s Frostofold! 
e installed FROZEN FOOD CONTAINER Stock and display famous Frostofold materials 
Je of the now ... cash in on the great and ever-growing 
ts of slid- demand for them! 

nd screen 

h is self- NEW LOW PRICES! Despite mounting costs, Frosto- 
rovides a fold materials are priced lower to move faster 
| for the this year—and this promises to be the biggest 
ilable are home frozen food packaging year yet! 

f double 


A COMPLETE LINE! In addition to pre-lined Pt. & Ot. 
containers, Frostofold offers attractively pack- 
aged Pt. & Ot. Bags, Poultry Bags, Polyethylene 
Wrap ... complete materials for all home food- 
packaging needs. 


MAKES YOU HEADQUARTERS! Display Frostofold ma- 
terials and you automatically become a No. 1 
headquarters for the best and most wanted frozen 
food packaging materials. Frostofold gives you 
FREE posters, counter display and other sup- 
plies to help tell and sell your customers! 


Sere” A Py Z a 





















g combi- 
n doors. 
ca, 2081 S 
Wis. 7 
Only Frostofold Containers are Both Pt. and Qt. sizes are packed 
li ith moi . flat in 50’s or 25’s . . . Special 
7-in., 22- pre lined with oisture proof filling funnels furnished . . . Rec- 
. receiv- bag for jiffy set up, easy filling, tangular shape saves space... 
paigner, efficient heat-sealing! ee oe 
abeling make identification 
$199.95, easy! Many other exclusive 
1, Model f Frostofold features! 
3 screen aS 
tube to yr - Gearanted by > . 
paigner, + nec Ask your Jobber for full details about Frostofold prod- 
2, has a a . = ucts, prices ... and extra profits! 
en and rannetet? 
teow THE INTERSTATE FOLDING BOX COMPANY + MIDDLETOWN, OHIO 
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WHAT'S NEW 








sign and finished in mahogany with 
just two operating control groups 





visible on the front of the cabinet. 
Arvin Industries, Inc., Columbus, 
Ind. 


Turnlok Receptacle 


Added to the Turnlok line is a 
three-wire receptacle, 7310, made of 
Bakelite in two-piece construction 
with extra heavy contacts enclosed 
in separate chambers, eliminating 
leakage from points of opposite po- 
larity. It has pressure type termi- 
nals for either side or back-wiring, 
handy gage on back, plaster ears 
and a 20 ampere rating. Pass & 
Seymour, Inc., Solvay Station, 
Syracuse 9, N. Y. 


Copper Cleaner 


A paste formulation, called Cop- 
per-Cleen, cleans and polishes cop- 
per-bottomed pots and pans as well 
as other metal items in the home, 





including stainless steel, brass or 
chromed surfaces. The substance 
is pine-scented and is non-toxic, 
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non-irritating and contains no 
harsh abrasives. Packed 12 to a 
self-display carton, it retails for 
69¢ each. Jaye Mfg., Inc., 6200 
Grand Ave., Cleveland 4, Ohio. 


Packaged Molding 


Packaged fibre molding for easy 
and low cost application of window 
material is made made a _ heavy 
fibre board that is bonded with a 
waterproof resin. Also available is 
a regular wood screen molding of 
ponderosa pine and both types are 
packed in neat cartons that convert 
into dispensing displays. Offered 
to induce sales of the manufactur- 
er’s window materials, the fibre 
molding can be retailed at 6 ft. for 





ESSERE a 
f ae 
a 


3 


£F 
Q 


Window 
MATERIALS 


Made of Solid 
wareaPRroor 
Frent Boaro 





Warp BROS. 








LEE FES 


CHICAGO, M8 


5¢, and is satisfactory for one sea- 
son installations. Warp Bros., 1100 
N. Cicero Ave., Chicago 51, IIl. 


Cup Grinding Wheel 


Cutting edge of cup grinding 
wheel remains sharp throughout 
its service life. The wheel has a 
hard shell of tough resin-bonded 
abrasive built around a core of 
rapid-cutting resin-abrasive con- 
struction. The shell, 3/16 in thick, 
resists “mushrooming” or round- 
ing of wheel’s cutting edge. Wear 
occurs evenly across the entire face 
of the wheel. Useful in grinding 
hard-to-reach corners and compli- 
cated shapes, it is available for 
three standard types of arbors. 
United States Rubber Co., 1230 
Sixth Ave., New York 20, N. Y. 


Termite Control 


Non-inflammable chemical for 
controlling termites, flying ants 
and other similar insects comes jn 
1 gal. pour-spout can. Known as 
Termitkil, it is easily poured from 
the can around infested areas. It 
penetrates the ground, is insoluble 
in water and has a residual toxicity 








that makes it economical and ef- 
fective. The one gallon can is 
packed four to a case and retails 
for $6 per gallon. Feasy & Best- 
hoff, Inc., 325 Spring St., New 
York, N. Y. 


Utility Knife 

All-purpose utility knife has a 
strong alloy handle that is designed 
to fit the hand for firm, non-slip 
grip. Five replacement blades can 
be stored in the handle, and each 
blade is reversible for double duty. 
Additional blades are available in 
regular and heavy duty grades. 
Knife can be used for cutting wood, 
rubber, linoleum, paper, cloth, 
cardboard, leather, etc. Individu- 
ally boxed, 1 doz. to a colorful 





counter display carton. Waterbury 
Lock & Specialty Co., 203 Broad 
St., Milford, Conn. 


Two-Way Moldboard Plow 


Single - bottom, two-way mold- 
board plow permits plowing on the 
contour and turning furrows up- 
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PRICE | 
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FROM £13.95 TO *10.95 | 


Rid id Aqustable 


ALL-STEEL IRONING TABLE 
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Still the finest ironing table. Now, nothing 
compares with it—in quality—or value! Order 
today. Check your stock now for other 
famous Rid-Jid items shown in right-hand panel. 




















LR ark, 
Capen 


SPRING PARK, MINNESOTA 
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WHITE MOUNTAIN SELLS — 
APPLE PARER, SELLS — 


and 
SELLS! 


—BECAUSE 
IT’S A REAL 
OLD AMERICAN 
FAVORITE! 


5\ 
FASHIONED appLe Pit 


You won't sell a White Mountain to the one person in a million who 

dislikes home-made apple pie . . . but the 999,999 others—apple pie RETAHS AT 
lovers all—will buy! Simply because this device pares, cores, and slices $3.75 

an apple in one five-second operation giving perfectly prepared apples wationally advertised 


every time for honest-to-goodness, 
guarantee of White Mountain's App 


mouth-watering apple pie. Your i" Fall issues of 


le Parer, Corer, and Slicer sa/es- «an Fruit Grower, 
House Beautiful, Sun- 


ability lies in a sales record of over 50 years—a proven record of cus- set, Poultry Tribune. 


tomer satisfaction. Stock up now through your jobber. Be ready for the 


early apple harvest. 





Attractive .cunter dis- 
play eards available. 


Established 1875 


GOODELL COMPANY, ANTRIM, NEW HAMPSHIRE 














new, colorful, self-service 


MONEY MAKER 


dresses up home 


canned fruits, 


vegetables and preserves / : = Coton rut 





os 


GUMMED 
GIFT LABELS 
















SUMMED ~~ 


irt LABELS 


_ oe. 


Of Conarive.. oe 





rs —— 
GF 












retails 25¢ pkge. of 25 


Colorful labels, beautifully 
designed to attract every 
woman who cans for pleasure 
or profit. Sell on sight assur- 
ing fast turnover, easy profits. 
Write today for sample order! 


PAUL L. BARUCH » 234 Fifth Ave., N.Y. 





BiG DEAL 
7) eA 


6 doz. packages 
PLUS self-service 
display $10.80 
extra packages 
121. ¢ each 























BWHAT’S NEW 





— 


hill without extra trips across the 
plowing area. In eliminating dead 
furrows, the plow operates eff. 
ciently at depths up to 1 ft. It is 
tractor mounted, has 18-in. plow 





bases, and is raised and lowered 
hydraulically, through finger tip 
control. Harry Ferguson, Inc., 3639 
E. Milwaukee Ave., Detroit 11, 
Mich. 


Mahogany Mason's Level 


Fully bound mason’s level made 
of Peruvian mahogany has open 
hand holes for easy grip, solid 
metal end plates, shock-cushioned 
pyrex vials and lacquer finish. It is 
triple-treated with an _ exclusive 
chemical process, making it resis- 
tant to warping. A model with the 
same features but with closed hand 
grip is also available. Exact Level 
& Tool Mfg. Co., Inc., High Bridge, 
| ef 


Button-Head Screw 
Streamlined appearance and high 

strength are supplied by button- 

head socket screw added to the Un- 





brako line. It has a low head with 
a hexagon socket and is made of 
alloy steel and heat treated. The 
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screw comes in seven thread diame- 
ters, all threaded to the head, which 
are available in four to seven 
lengths. Threads are precision 
rolled. Standard Pressed Steel Co., 
Box 36, Jenkintown, Pa. 


Soil Conditioning Agent 


Chemical soil conditioning agent, 
called Terra Kem, contains syn- 
thetic polyacrylonitrile and is pro- 
duced as a wettable powder that 
dissolves in water for quick and 
economical application to the soil. 
It improves the aggregation of any 
soil to give better drainage, in- 
creased aeration and less runoff. It 
can be applied with an ordinary 
sprinkling can or hand or power 
sprayer, at the rate of 1 lb. to 12 
gal. of water, which will treat 200 
sq. ft. of soil. It is harmless to 
plant life. Niagara Chemical Divi- 
sion, Food Machinery & Chemical 
Corp., Middleport, N. Y. 


Picture Hanger 


Hook and eyelet, each mounted 
on a square of adhesive-backed 
tape, serve as a picture hanger 
that eliminates the use of hammer 








and nails as well as bruised fingers 
and cracked walls. Pictures and 
wall decorations weighing up to 15 
Ibs. can be hung on tile, glass, 
metal, wood, plaster, etc. The hook 
is mounted on the wall and the 
eyelet on the object to be hung. 
They come six to a package and 
retail for 25¢. Jiffy Enterprises, 
Inc., Victory Bldg., Philadelphia 
1, Pa. 


Masonry Drill Bit 


One man can drill holes in green 
concrete using an electric or pneu- 
matic hammer equipped with the 
Thunder-Twist drill bit. It has two 
deep spiral vanes which speedily 
and easily remove dust, eliminating 
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Bottom con- 
struction of 
WITT PAILS 


Compare WITT CAN and PAIL 
features with others on . 
these points.... : 


len nl en, Mills, tel hat Aig Sars alba 


WITT CANS and PAILS are de- 
signed and constructed to with- 
stand years of hard usage and 
abuse. Every detail from the spe- 
cial analysis steel to the rust- 
resisting hot-dip galvanizing re- 
flects the inherent quality of be- 
ing able to “stand the gaff."’ Buy 
WITT and you buy unsurpassed 
quality—more for your dollar 
than that offered by any similar 


container regardless of price. 
+ 





e@ STRAIGHT SIDES—assure extra resistance 
to rough handling. 

e DEEP ROLLING CORRUGATIONS—run full 
length, adding further rigidity. e 

e HEAVY GAUGE STEEL—provides battle- 
ship ruggedness. 

e STEEL BANDS—> protect top and bottom and 
act as shock absorbers. ° 

e HOT DIP GALVANIZING—a hand process « 
ofter fabrication insuring heaviest possible 
rust-proofing. 

e@ STURDY LiID—snug-fitting,easytoremove. @¢ 


"Originators of the Corrugated Can” 


THE WITT CORNICE COMPANY 
CINCINNATI 14, OHIO 


WITT 
CANS 


and PAILS 
HAVE THE 


“RIGHT” 
ANGLE 


Let Cans 











CHENEY 


aol Mate) (ellate| 











Only the Cheney Nail Hold- 
ing Hammer has the exclusive 
nail holding device. This added 
feature to the finest hammer 
on the market makes the 
Cheney Nail Holding Hammer 
the best buy in hammers. Stock 
the Cheney nail holding ham- 
mer and you'll sell more 
hammers. 


SANFORD BROTHERS 
Chattanooga, Tenn. 


ESTAS. 1830 
HAMMER 
CORP. 





112 




















WHAT'S NEW 








packing or binding of bit and al- 
lowing faster drilling in granite 
and other hard masonry materials. 
It drills holes 3/16 to 1% in. di- 


ameter, up to 36 in. deep. Available 
in 3, 4, 6, 12, 18 and 24 in. lengths. 
New England Carbide Tool Co., 
Inc., 60 Brookline St., Cambridge, 
Mass. 


Reflecting Letters 


All-aluminum letters for names 
and signs for homes, stores, of- 
fices, etc., are made with a reflec- 
torized finish to give maximum 
visibility both day and night. They 
will not rust, fade or break. Des- 
ignated as Assortment No. 300, they 
retail for 10¢ each, with the frames 





and lawn stakes at 25¢ each. Free 
display rack with each assortment. 
Hy-Ko Products Co., 1260 W. 
Fourth St., Cleveland 13, Ohio. 


Television Bases 


Table model television set is 
given the appearance of a larger 
console with hand-rubbed mahog- 





any base, set off with ornamental 
brass pulls on the simulated doors 
or drawers. The CB21M base is for 
table models with 21-in. screens 
and the front panel gives the ap- 
pearance of double doors. It is 
16144x24x21 in. The CMI17M is for 
17-in. models and has a striped ma- 
hogany center panel. It is 17x22x 
203%. Both bases have casters for 
easy movement. Arvin Industries, 
Inc., Columbus, Ind. 


Utility Carts 

Two utility carts feature a dis- 
tinctive, new wood-grain finish on 
top and shelves in blonde, gray or 








green. The De Luxe Drop Leaf 
cart, Model 8-T, shown here, has 
drop leaves that lock in place and 
give a work surface of 24x41 in. 
The De Luxe cart, Model 8-U, has 
two shelves with clearance of 9 and 
14 in. The 8-T has one shelf. Both 
models are 31x17x24 and have 3-in. 
casters and chromium-plated, tubu- 
lar steel legs which are extended to 
form convenient handles. The 8-U 
retails for $17.95, the 8-T for 
$23.95, plus $1 for each model in 
Florida and western states. Hamil- 
ton Mfg. Corp., Columbus, Ind. 


Radial Arm Saw 


Developed for use in areas not 
served with electric power, this ra- 
dial arm saw is powered by a gaso- 
line engine. A complete _ tool 
equipped with a raising and lower- 
ing device, it miters, bevels or com- 
pound miters. The tool takes a 10- 
in. blade and cuts 3% in. deep with 
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15-in. travel, and it takes a 13/16 
in. dado head. Weighing 55 Ib. 
without motor, it can cut studs, 





rafters, sills and headers. R. W. 
Hendrick Co., 11 Selman St., 
Marblehead, Mass. 


Dustless Sander 


Designed for rough sanding or 
finishing, Model 503 sander can be 
used on wood, metal, plastic and 
glass. More than 85 pct of the dust 
is picked up by its powerful vacuum 
system, preventing the belt from 
clogging and allowing the abrasive 
grains to be free to do more work 
in less sanding time. Low-slung, 
large capacity dust bag is out of 
the way of the work and can be 
moved to either side of the rear 
handle. Worm gear _ jackshaft, 
transparent oil level window and a 





belt speed of 1120 s.f.p.m. are other 
features. Porter-Cable Machine Co., 
Dept. PR-6, Syracuse 8. N. Y. 


Plastic Dust Pan 


Front edge of this polystyrene 
dust pan hugs the floor or carpet 
and rests at just the right angle 
for sweeping the dirt into it with- 
out stooping. The pan cannot chip, 
peel, dent or rust. Its one-piece 
seamless design with high sides 
and deep basin-type pocket allows 
liquids to be swept up. Fluted bot- 
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@ There are other dispensers, but none that sell screw drivers as 
fast as the No. 700 Bridgeport Master Assortment. 


It’s the most valuable dispenser board ever offered the trade and 
at no cost to the dealer. It has actually increased sales by more than 
300% with many dealers. Your customer sees before-his face and 
eyes 80 screw drivers in 32 types and styles, all with brilliant shock 
proof Amberlite handles retailing for 30¢ upwards. The board holds 
square blades, round blades, stubbys and Phillips, as well as Sure 
Grips. This Bridgeport dispenser board sold more than a thousand 
dollars worth of screw drivers for one retailer. 


Once more this most wanted No. 700 Master Assortment is available 
for quick delivery. 


Order direct if your jobber cannot supply you, and we'll bill through 
our distributor in your territory. 


Display Unit No Charge 
No. 700 Master Screw Driver Assortment $44.59 
Retail value of screw drivers $68.45 


The Bridgeport Hardware Manufacturing Corp. 





Bridgeport, Connecticut 


113 





over 2,000,000 
bottles sold in 6 months 





IN ONE SECOND cleans, polishes copper, | 


brass, stainless steel 
Dirt, smudge, burns, tarnish disappear in- 
stantly. Wipe-on, rinse-off action—no scouring, | 
rubbing or waiting. 


ONLY COPPER BRITE gives you all these | 

quality assurances 
Tested and approved by York Research Labora- | 
tory-U. S. Testing Co.» Good Housekeeping In- | 
stitute! Money-back guarantee on every bottle! 


MOST POWERFUL ADVERTISING campaign 
in copper cleaner history 
Large-space ads in Good Housekeeping, Better 
Homes & Gardens, American Home, and others. 
Featured on TV and Radio, network and local. 
Newspaper ads in major market areas. 









(ace your / 
Hil. ‘i 1 opdlor now; 

p>. retail: 8-ounce, 89¢ 
1 pint, $1.49 
Y, gal., $3.95 







COPPER BRITE, INC. 
1109 N. Poinsettia Pi., Los Angeles 46, Cal. 








WHAT’S WEW 








tom dislodges dirt from broom 
bristles. Available in kitchen col- 
ors, it has an 11x7%4-in. pan with a 





3%-in. handle. Suggested retail 
price 69¢. Columbus Plastic Prod- 
ucts, Inc., 1626 W. Mound St., Co- 
lumbus, Ohio. 


Wallpaper Remover 


To help dealers boost the sales 
of wallpaper remover, as well as 
wallpaper, a Hudson Sprayer, pic- 





tured here, is being offered free 
with each order of 48 6-oz. bottles 
of Easyoff wallpaper remover. 
Dealers can lend or rent the 
sprayer to customers. The sprayer 
has a nozzle designed for horizon- 
tal coverage and holds 3 gal. of 
solution, the amount made by a 
6-0z. bottle of Easyoff. Klean Strip 
Co., P. O. Box 3565, Memphis 6, 
Tenn. 


Kitchen Shear 


Multi-purpose kitchen shear can 
be used as a hammer, bottle opener, 
screwdriver, wrench, cap remover 
and nutcracker. Called Marvel- 


Shear, its blades come apart for 
easy cleaning and can be used as a 
fish scaler. Packaged in blue and 
yellow box with an acetate cover, a 
bright new penny is on the face of 
it with an explanation of the old- 
time gift tradition that it is bad 
luck to give cutlery, so the recip- 
ient of the shear is supposed to 





return the penny as payment. Mid- 
West Tool & Cutlery Co., Sturgis, 
Mich. 


Work Gloves 


Plastic dots, permanently set into 
standard 10-oz. canton flannel, make 
work gloves long lasting and able 
to withstand abrasive wear for con- 


7) 





siderably longer periods. Gloves 
are lightweight, flexible and com- 
fortable. Riegel Textile Corp., 342 
Madison Ave., New York, N. Y. 


Over-the-Door Hanger 


Designed to hold 12 garments 
and to fit quickly and firmly on 
both 134 in. and 1% in. doors, this 
over-the-door hanger has a metal 
adapter that snaps out of the 
hanger bracket to assure secure fit 
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on any standard door. Easily in- 
stalled without tools, screws or 
glue, tack holes in top of bracket 
permit permanent mounting where 
desired. Hanger is of sturdy metal 





construction in lustre finish and 
has a fluted arm. Autoyre Co., 
Oaksville, Conn. 


Safety Football Helmet 


Web shock absorber, expanding 
elastic head band and detachable 
adjustable military-type chin strap 





are the features of this safety foot- 
ball helmet, the DE494. Molded in 
one-piece, the helmet comes in light 
gold with Royal blue stripe, scarlet 
with gray stripe, and royal blue 
with white stripe. Retails for $3.95. 
Draper-Maynard Co., 4861 Spring 
Grove Ave., Cincinnati 32, Ohio. 


Spoon Drip Tray 


Designed for holding two cook- | 


ing spoons, this plastic spoon drip 
tray eliminates soiling of stove top 
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King Cotton Clothes Dryer Cord 





The King Cotton Clothes Dryer Cord is a 


good, strong, long-lasting cord. It will give customer satisfaction because it 


will remain white and strong through many seasons even under rough outdoor 


usage. Its price, for such a high quality cord, is surprisingly low. 


Put up in 100 foot hanks and in 3-50 foot connected hanks which can be 


sold as a unit or separately. 


Ask your jobber about King Cotton Clothes 


Dryer Cord. 








CORDAGE 





THE King Cotton LINE 


* Sash Cord 

* Clothesline 

* Clothes Dryer Cord 
* Heavy Duty Cord 

* Mason's Line 

* Chalk Line 

* Cable Cord 

* Venetian Blind Cord 
* Twine 








JOHN H. GRAHAM & CO. INC. 
NEW YORK 8, N. Y. 


105 DUANE STREET 
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made of 

> heat-sea. 
WHAT'S NE WHE nae 
$5. De 
New Rit 





and places spoon at a woman’s 


3 BIG REASONS WHY 
fingertips while working. Made of Weed 
lyst , it is odorless, light- , 
THERE’S SUCH DEMAN D wali tet Plog aa 0 Precis 


and may be hung up when not in a 
use. Available in red, yellow and pomee 
F O ee G R ‘ t N L . t i bd | ) t L Ss chartreuse. Packaged 72 to a car- eee 
ton, the suggested retail price is 
15¢ each. Massachusetts Plastic 
Corp., Ludlow, Mass. 





Tractor Funnel 

Three-way locking device which 
fits the gas tank filler neck of most 
tractors makes this tractor funnel 











FINE-CUTTING, DURABLE HANDSOME, TOUGH 


EDGES for long-time, PLASTIC HANDLES 
accurate performance that withstand the sever- 
on a wide variety est hammering. 

of work. The blade Attractive green 

of every GREENLEE transparent plastic... 


Chisel is of weather-resistant ... 
safe from flash fire. 


peeanyen. Special hand-fitting 































high-grade design makes it 
steel . . . expertly extra easy to guide 
formed and 
and hold blade Ra 
heat treated er exactly where — 
highly polished. wanted. Just 
And then carefully the kind of fine tool 2) Ms power la 
inspected for top making you can always == ly redu 
quality throughout. expect from Greenues. | J plantain 
to a pl 
| to cut 
mee | af — with th 
a a fuel saver because it does not tip calles 
or wobble. Called Lock-On, it is easily in 
easily installed by inserting and Cooper | 
turning until tight. Pouring is easy Marshal 
PLASTIC-SEALED When you sell Greentes, you and fast because funnel is held 
FOR PROTECTION can be sure you're selling top steady. General Metalware Co., All-Ch 
From factory to your F . 
cussemers, this quality always. Write today for 1401 Central Ave., Minneapolis 13, Onwe 
heavy protective coating complete information on Minn. knob on 
shields GreeNLEE : 
blades . . . protects Greenuze Chisels and these other all-chan1 
them from shipping high-quality tools: Auger Bits, Roly-Poly Toy 
handling d ‘ : , , 
——— a Expansive Bits, Car Bits, New design and improvement 
humid conditions. Gouges, Draw Knives, Turning | has been given this plastic roly- 
Eliminates costly Tools, Spiral Screw Drivers, | poly toy, called Bobo, which has a 


stock mainte- 
nance for you 
... keeps your chisel 
inventory in perfect 
shape...brings ‘* 
full value to the user. 


GREENLEE 


Automatic Push Drills and many | 
more. Ask for 


new Hand Tool Quick @ 


Reference File. 
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noisemaker in the big bulbous nose. 
A colorful new silk-screened uni- 
GREENLEE TOOL CO., 1806 HERBERT AVENUE, ROCKFORD, ILLINOIS form appeals to children. It is 


STOCKED BY LEADING WHOLESALERS 
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made of heavy-gage vinyl and has 
heat-sealed seams. Part of the 
Playroom Pals line, it retails for 
$5. Doughboy Industries, Inc., 
New Richmond, Wis. 


Weed Topper Attachment 


Precision-built power driven at- 
tachment, called “Weed Topper,” 
comes in both sizes of the Klipper 





a 





oo —T 


power lawn mower line. It efficient- 
ly reduces dandelions, buckhorn, 
plantain and similar weed growths 
to a proper height for the reel 
to cut them cleanly and evenly 
with the rest of the grass. It is 
easily installed on Klipper mowers. 
Cooper Mfg. Co., 411 S. First Ave., 
Marshalltown, Iowa. 





All-Channel Tuner 


Operated by a single control 
knob on the front of the cabinet, an 
all-channel tuner is being offered 





with two 17-in. and two 21-in. 
Arvin television sets featuring the 
Dual Power Custom chassis. The 
turner enables the viewer to bring 
in all receivable channels in both 
the VHF and UHF ranges with no 
expense for additional parts or spe- 
cial servicing. Sets with the new 


tuner are models 5175TM-UHF and 
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NATIONALLY ADVE 
IN MAGAZI 
AND NEWSPAPE 


FOR BUILDING 
NEW SALES 


Here’s your chance to cash in on 
the famous SOLDER SEAL name, 
now building new hardware 
customers with its strong-selling 
national advertising . . . eye- 
catching packages and displays 
—plus long-profit pricing that’s 
too good to miss! 

For the big, new profits these 
leaders deliver, ask your jobber 
about the SOLDER SEAL LINE to- 
day! 


A whole line of these new business builders, 
backed by SOLDER SEAL’S 25-year reputation for 


top quality! 


SEALMASTER 

TANK BALLS 

Bigger, better. 

Guaranteed 
4 years. 


SEALMASTER 
BOWL RING 
Easily installed. 
Fits all bowls. 


FUEL-TONE 
Improves combustion 
Eliminates soot. 


TITESEAL 
Famous family of 
compounds for 
all-purpose sealing 


RADIATOR SPECIALTY 


HARLOTTE N CAROLINA © ® 


SEALMASTER 


FAUCET WASHERS 
Popular assortment 
Finest rubber 


LIQUID WRENCH 
Melts rust away 
Deodorized 


COMPANY 


Al “MP AWN OF ANADSA 





Keep after 
this brand 





famous to 
people 
18 1: 
fire ¢ 5 
Aue | a 


Aa | 
= fg 


so many 






eet 











sé 
<1 - 
one | 


for so many 


good reasons! 





>) : 

They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick “Diamond- 
Arrow” and “Diamond-Dart’” casters 
and rubber cushion 
glides. First in cus- 
tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 







118 

















WHAT'S NEW 








5213TM-UHF, both mahogany 
table models, and 5176CM-UHF 
and 5218CM-UHF, both mahogany 
consoles. Arvin Industries, Inc., 
Columbus, Ind. 


Rubber Float 


Natural sponge rubber cemented 
to the back of float grips firmly and 
a continuous beading around all top 





edges gives extra strong adhesion. 
The smooth, well-shaped handle is 
attached with screws. The back 
comes in either aluminum or ma- 


sonite. Models with 1%-in. thick 
rubber measure 4x914 in. and 
weigh 11 oz.; those with %-in. 


thick rubber are 414x814 and weigh 
14 oz. E. M. Harrington, 4316 
Alger St., Los Angeles, Calif. 


Bathroom Cabinet 


Toilet bowl brush and cleaning 
accessories can be kept off the floor 
and in this sturdy steel baked-on 








white enamel cabinet. Aluminum 
grip-clips attach it to water tank. 
Measuring 614x414x15'% in., it has 


two large compartments and a rein- 
forced center shelf. It comes with 
a plastic bristle brush and retails 
for $3.49. Northern Industries, 
Inc., 310 N. Water St., Milwaukee 
2, Wis. 


Refuse Disposal Units 


Designed to provide safe back- 
yard trash and garbage disposal, 
three units burn with intense com- 
bustion and prevent flying ash, 
blowing, burning bits of paper and 











excessive smoke and smell. Two 
models have a baked-on ceramic 
coating that is rust-resistant re- 
gardless of climate. Hoods open 
easily with convenient handle and 
all have draft-control construction. 
Alsto Co., 4007 Detroit Ave., Cleve- 
land 13, Ohio. 


Aerosol Containers 


Midget - size aerosol containers 
for packaging a variety of spray 
products from insecticides to paints 
and lacquers holds 6 oz. of liquid. 
They come in two styles, the con- 
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cave-top and dome-top, both of 
which have openings to fit stand- 
ard valves. Both may be litho- 
graphed with brand name and de- 
sign. Continental Can Co., Inc., 100 
E. 42nd St., New York 17, N. Y. 


Vacuum Pitcher 


All-plastic vacuum pitcher for 
hot or cold beverages has a closure 
that controls pouring to a smooth, 
steady flow at any angle the pitcher 
is tilted. It has a no-drip spout and 
convenient handle. Made in two- 
tone color combinations, it has a 
removable bottom section for easy 
replacement of glass filler. Retail 





price is $6.95. Aladdin Industries, 
Inc., Merchandise Mart, Chicago. 


Nylon Paint Brushes 


Line of 100 pct pure pre-tipped 
nylon brushes have deep chiseled 
bristles to give smooth even flow of 
paint and offer maximum paint 
carrying capacity. The nylon set- 
tings provide long life and make 
brush shed-proof. They have blue 
and gray tipped handles and riv- 
eted ferrules. Sturdy box-type 
jacket protects and retains the 





shape of each brush. David Linzer 
& Sons, Inc., 10-20 Astor Pl., New 
York 8, N. Y. 

(Resume reading on page 13) 


HARDWARE AGE, JUNE 26, 1952 































The Merit Mark of 


rie GLYNN-JOHNSON wan: 


is your assurance of 


Ie “slanen Gall Yon! 


a 























OVERHEAD DOOR HOLDER AND SHOCK ABSORBER 


Glynn-Johnson offers a com- 
plete line of Door Holding De- 
vices of the very highest caliber. 
Skillfully designed and sturdily 
constructed, Glynn-Johnson 
products have proved com- 
pletely dependable and highly 
practical in many thousands of 
installations. You can be sure 
that your Glynn-Johnson cus- 
tomers will be... satisfied 
customers. 





SECURITY DOOR HOLDER 





DOME TYPE 
DOOR BUMPER 





TWO WAY CATCH 


DOOR HOLDER 
AND BUMPER 














ORDER FROM YOUR JOBBER 


GLYNN-JOHNSON CORPORATION 


Chicago 40, Illinois 













4422 North Ravenswood Avenue 





Johnny Weil asks... 


“are you 
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77% of America's hardware jobbers carry FULLER's 
standard, nationally advertised screw drivers. If you 










are one of the “missing 23%", you are missing 
plenty! 


FULLER's branded tools 
demand. Hardware dealers expect their jobber 


famous are always in 















salesmen to carry this unique* line. If you are one 

of the 23% who do not carry FULLER brand-marked | 
screw drivers and chisels, you are depriving your | 
salesmen (and yourself) of the sales opportunities | 
waiting for them. | 


Johnny Weil, Fuller's 
Popular Sales Manager. 


Johnny Weil has the 
complete story. Why 
not drop him a line? 
He'll be glad to visit 
with you. 


Ask your jobber friends about this famous brand— 
then join the successful 77% who are profiting from 
FULLER's popularly priced standard tools. Retailers 
are already sold on FULLER.,All you have to do is 
deliver the goods! 

*What do we mean by "unique"? The Fuller line has 


created a market in itself. In price and quality it 
does not compete with any line you now stock. 










FULLER'S SELF-SERVICE SCREW DRIVER 
AND WOOD CHISEL DEPARTMENT 
£2160 

Retail List $24.40 






FULLER TOOL CO., INC. 3522 WEBSTER AVE. NEW YORK 67 


World's of Unbreakable Amber Handle Tools 
Export Sales Department: John H. Graham Co., 105 Duane St.. New York U.S-A 


Largest Producers 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


tures, and stove, broiler or oven 
rack positions for cooking all foods 
which can be baked, broiled or 
roasted with the company’s line of 
electric roaster-ovens, infra-red 
broilers and other appliances. 


Thickness and weight of meat is 
into consideration by 


taken the 





calculator. Available by mail to re- 
tailers for 10¢ in coins. Nesco, Inc., 
210 N. Michigan Ave., Chicago 1, 
Ill. 


Paint Roller Booklet 


Colorful 8-page booklet with 
complete illustrated article on how 
to use paint rollers is available 
free. The booklet is offered as a 
sales aid to familiarize retailers 
with the product and supply in- 
struction to hard-to-sell customers. 





It shows the ease, speed and per- 
fect results of roller painting. 
Space is provided on the back cover 
for the dealer to imprint or stamp 
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his name and address. Thomas 
Products Co., 8490 Lyndon Ave., 
Detroit 21, Mich. 


Alaska Tour Film 


“Northwest to Alaska” is the 
name of a new 25 minute, 16 mm. 
sound-color movie of a tour by air 
to Alaska taken by Henry Shake- 
speare and C. W. Davis of Shake- 
speare Co. There are fishing se- 
quences taken at angling camps, 
and several pieces of experimental 
tackle are fish-tested in the film. 
Prints of the movie are available 
for showing to groups numbering 
100 or more. Information on book- 
ing the film can be obtained by con- 
tacting local Northwest Airlines 
offices. The Shakespeare Co., 417 
N. Pritcher St., Kalamazoo, Mich. 


Thumb Tack Display 


Two-tier metal display rack for 
thumb tacks and upholstery nails 
makes refilling quicker and easier. 
It has the item number and color 
printed in each compartment, thus 
when the compartment is empty 





the number to be refilled can be 
seen at a glance. Measuring 1036 
in. wide and 1414 in. deep, it holds 
100 tack boards and 54 boxes of 
upholstery nails. Available free 
with purchase of 30 doz. assorted 
tacks and nails. American Tack 
Co., Inc., Flatiron Bldg., New York 
2, NM. Y.: 


Direct Mail Blotter 


Two-color blotter for direct mail 
use by wholesalers lists the advan- 
tages of Everstick Superwiping 
Solder and includes a pocket for a 
business reply. card. The 4x9 in. 
promotion piece will have the 
wholesaler’s name imprinted on the 
blotter and reply card. A space is 
cut out for name and address of 
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KESTER 
METAL MENDER 


IT SELLS for you 


Kester IT SELLS again and again 


s 
asta . r 
pF 


The original small package of Acid-Core Solder 
introduced 30 years ago! Often imitated but never equaled. 
The flux is of the Kester proven formula . . . correct 
diameter (1/8th inch) for best work. 
Remember, Kester is not a solder with /ess Tin 
so that it can be offered to you at a lower price. 


FREE: “Soldering Simplified” 16 page booklet on 
how to solder most anything. Write for your supply. 


KESTER 


KESTER SOLDER COMPANY 
4207 Wrightwood Ave., Chicago 39 


Newark 5, New Jersey © Brantford, Canada 


SOLDER 
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HERE’S WHY 


heoll 


SCREWS, BOLTS, NUTS 
ARE Guns EASIER TO MOVE 


J . J 
Easier to identify sec row tne tader 
stands out? It’s easy to read——from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


* 
Easier to handle Preon products are 
packed in sturdy boxes that won’t “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


J 
Easier to get Prompt, reliable deliv. 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand”’ fasteners. 


* 
Easier to sell Pheoll products are 
money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 










SCREWS 
fewachine Screws f*Stove urs 
Tt Sheet Metal achine Bo 
“Cap ico crews Carriage Bolts 
quare Head Set Screws Bre bolts 





Headless Set Brass Wash 

Socket Set —— 4 

* Oocket Head Cap Screws 
humb Screws 







NUTS 
*Machine Screw Nuts 


Semi-Fj i 
*Wing Note! Nuts 






S 
Cap Nuts—Bras 
s 
Knurled Nuts—Brass 





RODS 
*Threaded Rods 


t Slotted and Phiti; 
*Steel and BroriiPt 
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TO HELP YOU SELL 








| wholesaler’s customer and blotter 


will fit into a standard No. 10 win- 
dow envelope. Federated Metals 
Div., American Smelting and Re- 
fining Co., 120 Broadway, New 
York 5, N. Y. 


Fireplace Display 
Seven-color fireplace equipment 
display shows a complete fireplace 
for the purpose of illustrating how 
the masonry can be built around 


si ssc mcaaia acl 





- Atk METAL 
OUTDOOR 

FIREPLACE 

UNIT 





the all-metal fireplace unit. It is de- 
signed for the cardboard section 
representing the metal unit to be 
removed and replaced with the ac- 
tual product. Shipped flat, instruc- 
tions accompany the unit. R. D. 
Hall, General Sales Manager, Ma- 
jestic Co., Inc., Huntington, Ind. 


Scale Catalog 
This 28-page catalog is a handy 


| reference that includes a selection 


of scales weighing from 1/64 oz. to 


i 


SCALE 


HOWE SCALE 





400 tons. Designated as the Con- 
densed Catalog No. 11, it is a com- 
pact abridged edition of a complete 


200-page catalog. It includes spe- 
cifications, illustrations and _ es- 
sential information. A simple in- 
dex makes it easy to find any scale. 
Free on request. Howe Scale Co., 
Rutland, Vt. 


Solder Booklet 


A 16-page booklet on the funda- 
mentals of soldering, entitled “How 


To Solder,” is available without 
obligation. The booklet contains 
simple instructions and _illustra- 


tions designed to make soldering 
an easier and more successful op- 
eration. Federated Metals Div., 
American Smelting and Refining 
Co., 120 Broadway, New York 5, 
NM. 2 


Protective Coating Display 


Two-color electric flasher counter 
display unit is offered free with 
each initial order of 2 doz. or more 
3 oz. size of liquid plastic for pro- 





tecting metals from tarnish, rust 
and corrosion. Included in the deal 
are self-selling display boxes, 7x18 
in. window streamer in five colors, 
colorfully illustrated cards for 
single bottles and local and na- 
tional advertising. Tect, Inc., 556 
Grand Ave., Englewood, N. J. 


Hand Saw Catalog 


Every hand saw in the Rockwell 
line is individually described and 
illustrated in a 16-page catalog, No. 
152, which is available on request. 
Printed in two colors, the catalog 
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features simplified organization for 
easy selection and ordering and im- 
portant buyer data which provides 
basic information for proper hand 
saw selection. Rockwell Tools, Inc., 
1314 Kinnear Rd., Columbus 8, 
Ohio. 


Self-Service Displays 


Two attractively colored displays, 
29-A and 29-C, designed to help re- 
tailers sell more Permacel 29, vinyl 
electricians’ tape, double as con- 
tainers. Made of sturdy mounting 
board, the 29-A contains 1 doz. 
rolls of the %4-in. by 150-in. size; 
the 29-C, shown here, contains 1 





doz. of the 34-in. by 20-ft. size. 
Industrial Tape Corp., New Bruns- 
wick, N. J. 


Floor Design Book 


“How to Create Your Own Floor 
Designs” is the name of a book that 
will prove a practical aid to archi- 
tects, decorators, flooring dealers 
and consumers interested in beau- 
tifying homes, offices, stores, etc. 
Known as Design Book No. 1, it is 





834x11 in. and has 44 pages bound 
in a hard cover. It contains numer- 
ous ideas for enhancing the beauty 





feature 


7702 S. Chicago Avenue 





DRILLS 


Sell the complete Mall line that in- 
cludes the popular “Guidemaster” 
Home and Hobby Tools, Floor and 
Furniture Polishers, Sanders, Buffers, 
and Mall Saws with cutting capacities 
from '%6” to 4%” depths. There's a 
wide range of attachments and acces- 
sories—you always have just the tool 
your customer needs, and your market 
is constantly expanding. 


Write for latest descriptive bulletins. 


40 Factory-Owned Service Warehouses, Coast 
to Coast, To Serve Our Customers and 
Thousands of Dealers. 





jam 











Clip and mail this CHECK LIST for details 
A fj i 





for Steady Ffofits.. 


Growing DEMAND and VOLUME 
Supe Master 






Model 1498 
Mall Drill 


Cap. Y%” in metal, %2” in wood. 
Equipped with Jocobs Geared Chuck. 
Many attachments available. 





Mall Drill 

Cap. Y%2” in metal, %4” in wood. 
Heavy duty motor. Jacobs geared chuck 
and key. 10 ft, cord, plug, adaptor. 





Chicago 19, Illinois 




















WHEN YOU ORDER 


SHACKLES 














WILCOX, CRITTENDEN & CO., INC. | 


“4 CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 





... be sure you get Wilcox- 
Crittenden Drop Forged 
Steel Shackles, available in 
a variety of styles as shown 

Hot Dip Galvanized or 
Self-Colored—in sizes from 
3/16” to 2”. Of course, 
they’re weldless, and 
strengths are in accordance 
with Navy Specifications. 
Then, there’s also the W-C 
Line of Heavy and Shelf 
Hardware which includes 
Drop Forged Bronze Shack- 
les, Drop Forged Turn- 
buckles, Chain Connecting 
Links, Eye or Ring Bolts, 
Wire Rope Sockets, Thim- 
bles, Hooks, Blocks and 
Pulleys. Our new 1952 Cata- 
log “L” will be mailed free 
on request. 














FLEXISEAL 


CAULKING COMPOUND 





—S 


That's right! Many dealers 
who feature FLEXISEAL re- 
port their Caulking Com- 
pound sales have TRIPLED 

.and the demand is still 
growing! If YOU aren't sell- 
ing three times as much 
Caulking Compound as ever 
before, ask your favorite job- 


ber about FLEXISEAL. 
CUSTOMERS PREFER IT 
FOR QUALITY 


More and more users insist on 
FLEXISEAL Caulking Compound 
for whiteness, easy application, 
long wear... 


FOR ECONOMY 


Pre-Korean prices help you in- 
crease your volume of FLEXI.- 
SEAL Caulking Compound Sales 
while other prices continue to 
skyrocket... 


FOR CONVENIENCE 


FLEXISEAL Caulking Compound 
is available in all the packages 
your customers want: Spouted 
Cartridges — Regular Cartridges 
—Cans and Pails in bulk — 
Collapsible Tubes. 


Meets and Exceeds Federal Specifications 


ORDER FLEXISEAL FROM YOUR 


FAVORITE JOBBER 


or write 


LANDEN PUTTY WORKS, Inc. 


MASS. 





MALDEN, 
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of flooring for any room. Illustra- 
tions and color describe and show 
how to form patterns that are dis- 
tinctive and individualized. Ken- 
tile, Ine. 58 Second Ave., Brooklyn 
15, N. Y. 


Home Cooling Booklet 


A 24-page booklet, How To Keep 
Your Home Cooler In Hot Weather, 
is offered as a pre-selling promo- 
tion for Vornado air circulators 
and air conditioners. It explains 
how to utilize present-day mechani- 
cal cooling devices to get maximum 
results, and it traces the origin of 
heat. It discusses aids in sum- 
mer cooling and gives helpful hints 
and practical suggestions on main- 
taining a cool and comfortable 
home during the warm weather. 
O. A. Sutton Corp., Beacon Bldg., 
Wichita, Kan. 


Television Display 


This is part of the colorful dis- 
play material for Black-Daylite tel- 
evision campaign. A complete, hard- 
hitting promotion, it employs the 
political theme and is designed to 
take advantage of the coming con- 
ventions and election excitement. 
Lapel buttons, a 12-page booklet, a 
folder and a complete mat supple- 


Sb ‘e ' 
Bei i 
, aH 





ment are added to the material 
shown here. General Electric Co., 
Electronics Park, Syracuse, N. Y. 


Cabinet Brochure 


New developments in the Hess 
line of medicine cabinets and bath- 
room mirrors are shown in a new 


four-page brochure. Forty-four 
cabinet and mirror styles for com- 
mercial and residential use are de- 
scribed. Models suitable for any 
type of bathroom or powder room 
are available in a variety of prices 
for new construction and remodel- 
ing. The Hess Co., 1859 S. 54th 
Ave., Chicago 50, IIl. 


Sports Catalog 


This 1952 fall and winter catalog 
of athletic equipment contains 16 
illustrated pages of football, bas- 


ketball, voxing, soccer and volley 
ball material. Available free, the 
catalog features the Sure Grip 
rubber line of molded rubber in- 
flated balls, and sport sets, year- 
around sellers that will be prepared 
for Christmas trade. Draper-May- 
nard Co., 4861 Spring Grove Ave., 
Cincinnati 32, Ohio. 


Level Catalog 


Handy reference tables for easy 
ordering of carpenters’ and ma- 
sons’ levels is the feature of this 
condensed catalog. Listed sepa- 
rately in the two tables are clear 
California sugar pine and ma- 
hogany levels, with sizes tabulated 
from 24 to 48 in. of standard, brass 
bound and brass end designs. The 
free catalog also describes line, 
machinists’, pocket, and aluminum 
and torpedo levels. Stevens Level 
Division, Columbian Vise & Mfg. 
Co., 9021 Bessemer St., Cleveland 
4, Ohio. 

(Resume reading on page 14) 
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Buffalo Distributor Tells 
How Fast His Sales Jumped 
With VITA-VAR 


Harold Buchholtz, top official of the United | 
Glazing Company, was appointed Vita-Var 
distributor for the Buffalo area in March. 
‘‘Within thirty days of my first shipment 
sales had gone up so that I had to order a 
second carload of Vita-Var paints,’ said Mr. | 
Buchholtz. ‘‘I’ve never had such cooperation | 
on this type of promotion, and I’ve never had 
a surge of business before equal to the one fol- | 
lowing my appointment as Vita-Var distribu- | 
tor for this area. | 
‘*As far as I’m concerned, the combination 
of Vita-Var’s top quality and low cost plus the 
effort they put behind their dealers and distrib- 
utors can’t be beat. I know. My paint sales 
really climbed and they’re still going up!” 
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for Paints! 


New Vita-Var Dealers Wanted 
to Share Increased Sales 





From Vita-Var Corporation comes this amazing news 
for paint dealers and distributors: 


The paint industry today reaches only 25% of 
its potential market! 


That means your sales can be four times greater 
than they are today—if you tap the other 75% of 
your market. And now Vita-Var is ready to help you 
do just that. 


AMAZING SUPPORT 


When you become a Vita-Var dealer you receive, 
immediately, the sales-building support that will really 
help you crack that other 75% of your market! Vita- 
Var gives you advertising, merchandising and pro- 
motional material that has been tested and proved 
successful for other dealers . . . backs you up with 
intensive regional and national advertising. 


PLUS DISCOUNTS 


With Vita-Var’s sensational discount plan you can 
be the most competitive dealerin your area. This 
rising discount system puts more dollars in your 


pocket for every gallon of paint you sell . . . means a 
greater profit margin for you as your sales go up. 
WHAT TO DO 


Write today for complete information on Vita-Var’s 
franchises in your area. Mail the coupon below to Mr. 
Renshaw Smith, Vice-President, Vita-Var Corpora- 
tion, 1180 Raymond Blvd., Newark, New Jersey. 
re ne 
Mr. Smith: I want to know more about your Vita- 
Var Dealer Franchises. Please send me complete 
details (without obligation) immediately. 
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News and Interpretations of Government Orders 


Little OPS Activity; 
Relief from Higher 
Freight Costs Looms 


While the final form of govern- 
ment controls is being fought out 
in Congress, OPS has issued no im- 
portant actions in the past few 
weeks, with but one exception. 

After many months of delay, the 
agency is issuing its “freight re- 
lief” order which will enable re- 
tailers who establish their ceiling 
prices under CPR-7 to add the dol- 
lar-and-cents freight hikes they 
are paying to their ceiling prices. 
To come is a companion order of- 
fering similar relief to other re- 
tailers and to wholesalers. 

But if the prospects of the Ad- 
ministration getting the type of 
control law it would like seem dim, 
at least in the House, OPS has not 
remained inactive in its pursuit of 
compliance with its price orders. 

In fact, a flurry of excitement 
passed through the local New York 
area, when two weeks ago hard- 
ware dealers received “compliance” 
letters stating that ceiling prices 
for service charges under CPR-34 
were to be filed. Though it happily 
turned out to be an OPS mailing 
room mistake, it does indicate that 
OPS enforcement people are still 
on the job. 

Meanwhile, the agency has also 
served notice that it will continue 
prosecution of violations, whether 
or not a particular regulation has 
been suspended. 


Shift Lawn Mowers To 


NPA Housewares Unit 


With the reorganization of the 
lamps and housewares branch in 
the consumer durables goods unit 
of NPA, lawn mowers and some 
miscellaneous items have been add- 
ed to that branch, which now will 
be known as the housewares branch. 

The branch will be under the di- 
rection of Raymond Rawlinson, for- 
merly chief of the utensils section. 
He was formerly with the Vollrath 
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Co. as sales representative for the 
Eastern Seaboard. 

Lamp bulbs, batteries and flash- 
lights have been taken from the 
new housewares branch and added 
to the electrical appliance branch. 

Succeeding Mr. Rawlinson as 
chief of the utensils and galvanized 
ware section is Alton J. Rasmussen, 
who came to NPA from the Alumi- 
num Specialty Co. 


Distributors Denied 
Capehart Increases 


Retailers and wholesalers cannot 
now obtain Capehart-type price in- 
creases, despite a ruling in May 
by U. S. Emergency Court of Ap- 
peals that all distributors, from 
manufacturers through final sell- 
ers, may apply for such hikes. 

Recent Government filing of an 
appeal that the Supreme Court re- 
verse the lower court decision ef- 
fectively blocked actual use of the 
ruling. Filing action was taken as 
the top-level jurists prepared to 
suspend operations for the sum- 
mer, making it virtually certain 
there will be no settlement of the 
case before fall. 

In addition, Senate Banking Com- 
mittee has altered the Capehart 
amendment, specifically limiting its 
application to manufacturers and 
processors. 


NPA Takes Controls 
Off China Bristles 


All controls, with the exception 
of inventory limitations, on China 
hogs’ bristles were removed by 
NPA with the revocation of Order 
M-18, which regulation concerned 
control of inventories, distribution, 
and the use of bristles and bristle 
products. 

NPA decided controls were no 
longer needed on China bristles be- 
cause of increased availability and 
use of substitute materials for 
China bristles such as nylon, and 
because defense needs have been 
considerably less than estimated. 

To prevent hoarding and specu- 
lative buying, and to assure an 
equitable distribution of China 
bristles, the agency is continuing 
the “practicable minimum working 
inventory” limitation. Also to pro- 
tect stockpile and high priority 
order needs, only orders carrying 
the symbols A. B. C. E. Z-1, and 
Z-2 may use a defense order rating 
to obtain these bristles. 

Monthly reporting of stocks, 
consumption and imports will be 
continued so that NPA will be able 
to obtain complete and accurate 
data on which to base any action 
deemed necessary in order to main- 
tain a bristle supply sufficient for 
essential requirements. 


OPS Grants CPR-7 Sellers Dollars-and-Cents 
Pass-Through of Increased Freight Costs 


As this issue goes to press, word 
has been received that effective 
June 23, OPS will issue its long- 
delayed order (SR 5 to CPR-7) 
granting relief from higher freight 
costs to sellers under CPR-7. This 
is a straight dollars-and-cents pass- 
through with no markup allowed 
on the increase. 

Retailers governed by the regu- 
lation are permitted to add to their 
ceiling prices all in-bound trans- 
portation increases, including post- 
al rates, authorized since February, 
1951, by the Interstate Commerce 
Commission of the Post Office, pro- 
vided these increases are incurred 
after June 16, 1952. 





Two methods for figuring the in- 
creases are provided. Firms can 
use a percentage ratio of freight 
costs to net sales. Under that sys- 
tem, a firm figures its current 
freight to net sales ratio and com- 
pares it with its old ratio. The per- 
centage difference between the old 
and new ratios is the amount of in- 
crease the firm can take for higher 
freight costs. 

For instance, a store has a ratio 
of 10 pct freight cost to yearly net 
sales. Its current ratio, due to 
transportation increases is 12 pct 
to net sales. The store then can in- 
crease its ceiling prices by the dif- 

(Continued on page 128) 
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mated. better... because it’s priced right! H&R “Sportsman” 
oA aye already has made a terrific name for itself in the very best 
f China shooting circles. With its value and prestige and quality, 
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with screws 

#320—for flush doors 
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with screws 
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#319—for flush doors 
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AMERICANA 


DRAWER PULL 


with screws 
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The hardware people are : 
leoking for . . . the most 
popular line you can feature! 
Every ‘Americana’ item is 
beautifully formed 
in hammered steel 
finished in “Star 
Brite’ Black, An- 
tique, Copper and 
Brushed Brass. 


WRITE TODAY 
FOR COMPLETE CATALOG 





ETAL 
M yn ‘7, N. ¥: 


r street, 


5TA 


KWA) Butle 


Brookl 





Sold through wholesalers only 























ference, which would be 2 per cent. 

The second system entails use 
of a number of tables which spe- 
cify the amount of increase a store 
can take for all items in any one 
department. For the order, OPS 
followed the department set-up 
used by ICC and this means a de- 
partment might vary from store to 
store. A department as used in the 
order will also cover a varying 
number of CPR-7 categories. 

While sellers have the option of 
choosing which of the two systems 
they will use for a department, 
they must continue to price under 
whatever system is chosen for a 
specified time. 

For any branded items selling at 
uniform retail ceilings, the new 
order cannot be used. Uniform re- 
tail ceilings are set by OPS in spe- 
cial orders. 

For instance, if a firm is selling 
an item at $3.95, which is a uni- 
form ceiling price, and under the 
new regulation permits a two cents 
freight boost on that item, a store 
cannot add the two cents to its 
ceiling price for then the price 
would be $3.97, and in violation of 
the $3.95 uniform retail ceiling 
price. 

However, if for any reason a re- 
tailer’s selling price is less than 
an OPS uniform retail ceiling 
price, a freight boost would then 
be allowed under SR 5 to CPR-7, 
provided the addition of the freight 
hike does not result in a new selling 
price higher than the uniform re- 
tail ceiling. 


Dollar Ceilings For 
Baler, Binder Twine 


Effective June 13, OPS advises 
that dealers may use dollars-and- 
cents ceilings, established for the 
first time, at approximately 16 pct 
above manufacturers’ current list 
prices for baler and binder twine, 
instead of the pricing method al- 
ready provided in GCPR. 

New ceilings represent an aver- 
age of pre-Korean (April-June, 
1950) dealer markups, OPS said, 
and will not raise the level of ceil- 
ing prices already established in 
the regulation on sales of baler and 
binder twine to farmers. 

Under this action (Supplemen- 
tary Regulation 89, Amendment 2 
to GCPR) dealers may use the new 
ceilings as an alternative to com- 
puting and applying their indi- 
vidual permitted pre-Korean per- 
centage markup to their suppliers’ 
current list prices. The new ceil 


HARDWARE AGE, JUNE 26, 1952 











ad 
PRI 


THI 
ele 


mo 
for 


ap| 
enc 


“P| 




















HARDW/ 




















2 per cent. 
itails use 
vhich spe- 
se a store 
1 any one 
der, OPS 
it set-up 
ans a de- 
n store to 
sed in the 
varying 
ries. 
option of 
> systems 
partment, 
ice under 
en for a 


selling at 
the new 
form re- 
S in spe- 


s selling 
s a uni- 
nder the 
wo cents 
, a store 
3; to its 
le price 
ation of 

ceiling 


on a re- 
ss than 
ceiling 
Id then 
CPR-7, 
freight 
’ selling 
orm re- 


» 
e 


advises 
rs-and- 
‘or the 
16 pet 
nt list 
twine, 
10d al- 


| aver- 
|-June, 
) said, 
f ceil- 
ied in 
or and 


emen- 
lent 2 
e new 
- com- 
indi- 
| per- 
pliers’ 
r ceil- 


1952 









... another major 
improvement in the 


y l 
NIL 
AUTOMATIC KEY DUPLICATOR 


A NEW Safety plate has been 
added to the cam follower to 
PREVENT JAMMING. 


THIS together with the safety 
electric switch recently added, 
makes this already famous 
machine practically “foolproof” 
for the occasional user and will 
appeal equally to the experi- 
enced locksmith. 

* 

USE OUR 

“PAY AS YOU PROFIT PLAN” 


Write today for complete information 
OR CONTACT YOUR JOBBER 


















































No. 1'2AC 


mounted with 
board and motor 

















No. 1A 


machine alone 











KE YoupPl/cATInG MACHINES 


KEIL LOCK CQO.,inc.: CHARLESTOWN,NEW HAMPSHIRE 
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No. 655 





Packed 1 in a box, 6 ina¥ 
case. Weight 18 pounds. 





students. 
Stock this vise. 


The 
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GENEVA. OHIO 











Year after year this handy tool is demanded by 
Carpenters, home craftsmen and manual training 


You will be pleased with the 


resale and profit possibilities it carries for you. 
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ASSORTMENT No. HS-238 
SCREW HOOKS 


238 electro galvanized screw 

hooks . . . 7 sizes from No. 14 

to No. 2... all sizes com- 
pletely refillable. 





Yes, we now have 62 Assortments 


..» AND THEY'RE ALL REFILLABLE! 
ar: 
2+ 
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Shavote Boil aud Scheu! Co- 





ASSORTMENTS 


m=) to make your fastener department 


more complete . . . more profitable 





ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes . 
10 sizes from No. 216 to No. 0... 
every size completely refillable. 


ASK YOUR JOBBER OR WRITE TO US 


BOSTON 
MASS. 








ings are mandatory for dealers who 
cannot figure ceilings under the 
pricing method already provided 
in the regulation. 

The new ceilings, f.o.b. the deal- 
er’s place of business and exclu- 
sive of any customer discounts, are: 
baler twine, per 40-lb bale, stand- 
ard, $18.30; new Holland black, 
$18.60; binder twine, per 50-lb 
bale, 500 ft/lb, $18.00; 550 ft/lb, 
$19.10; 500 ft/lb, $21.40. 


OPS to Prosecute 
All Violations 


Any suspension of OPS regula- 
tions will not affect appropriate en- 
forcement action on violations of 
those regulations occurring before 
the suspension, advises Ellis Arnall. 

Mr. Arnall said, “It would be un- 
fair to those business men who 
have compiled and continue to com- 
ply to overlook violations by their 
less conscientious competitors while 
applicable regulations were in ef- 
fect. For those reasons appropriate 
enforcement activity will be con- 
tinued with respect to all viola- 
tions of OPS regulations, includ- 
ing those which have been or may 
be subsequently suspended.” 


FRB Restriction On 
Housing Credit Eased 


Federal Reserve Board restric- 
tions on housing credit were re- 
laxed, effective June 11, by amend- 
ing Regulation X. The revision will 
permit more liberal credit terms for 
conventionally financed 1 to 4 
family homes built after Aug. 3, 
1950. 

The lowered down payments ap- 
ply in varying degrees from the 
lowest to the highest priced homes. 
On FHA and conventional loans, 
the down payment is reduced from 
10 to 5 pct on housing priced at 
$7,000 or less. The down payment 
for houses costing $25,000 or more 
has been cut from 50 to 40 pct. No 
change was made in the time al- 
lowed for paying off mortgage cred- 
its subject to any of the Regula- 
tion X restrictions. 

At the same time the Federal 
Housing Administration and the 
Veterans’ Administration have 
been authorized by the Housing 
and Home Finance Administrator 
to change their related regulations 
covering FHA-insured mortgages 
and VA-guaranteed loans to bring 
them generally in line with revised 
Regulation X. A similar revision 
is being authorized in the terms 
applicable to farm housing loans. 
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the WAINKE VD-19 
POWER MOWER 


A precision-built mower from handle-bar to wheel. The 
VD-19 is a clean-cutting, smooth-operating, light-weight 
rotary mower. Powered with a Briggs & Stratton 12 HP 
engine, it gives a full 19” cutting width just so easy. 
Finger-tip-throttle control gives you complete control 

of cutting operations at all times. The housing is 

all steel and stamped. The sturdy steel wheels 

with Gates Semi-Pneumatic Tires (8 x 1:75), the 

Grease Seal Ball Bearings, the convenient cut- 

ting height adjustments makes the VD-19 the 
most popular and finest of the rotary mowers. 



















@ Clean-cutting — 


@ Ease of Handling — 
@ Smooth Operation — 


@ Quality derived from sound engineering gives 
you a@ compact three-wheel design which permits 
maximum maneuverability in smallest area. Pressed 
steel, electric-welded construction and top-quality 
materials makes the VD-19 a standout of its field. 











| BUILT TO LAST 
' FOR 20 YEARS! 
‘Why buy a mower that will not trim? / wows wow 


@  HAINKE 


Qu% TRIMS EVERYTHING 


Al Quality - Always Brings Tow Contains 
— Cet in ultie with Mink for Your 1953 Sb 


THE PAUL HAINKE MOWER CORP., INC. 
HUTCHINSON * * * KANSAS 
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MODEL 40 12GA. 
SLIDE ACTION 
REPEATING 
SHOTGUN 
FITTED WITH 
MULTI-CHOKE 

& RECOIL 

PAD 


NOBLE 
MFG. CO., INC. 


HAYDENVILIL 


E 


MAS 








~ Washington 


NEWS and Views 
Reports on Events Affecting 


The Hardware Business 





(Continued from page 10) 


Freer Credit to Bring 
Moderate Sales Rise 


Government economists predict 
that the suspension of installment- 
buying rules (Regulation W) and 
the easing of home-buying restric- 
tions (Regulation X) will result in 
only “moderate” upturns in sales. 

As far as installment buying is 
concerned, the government con- 
tinues to check closely for any in- 
flationary trends which might re- 
sult from “No Money Down” and 
“Take 30 Months to Pay” advertis- 
ing. Retailers should keep in mind 
that Regulation W was not abol- 
ished. It was merely suspended— 
meaning that it could be reimposed 
at any time and without advance 
notice. 

Spokesmen for the building 
trade say they do not expect any 
great increase in the demand for 
new homes to result from the revi- 
sions to Regulation X. The changes, 
which were slight, are principally 
concerned with purchases of new 
homes priced under $7,000. 


Half Billion Yearly 
Pegged for Highways 


Federal aid to highways has been 
authorized at $550,000,000 yearly 
for the next two years under the 
highway bill agreed to last week 
and sent to the White House for 
the president’s signature. 

Only $500,000,000 a year has 
been appropriated over the past 
several years and the White House 
had asked that the sum be trimmed 
this year to $400,000,000 in spite of 
the fact that something like $800,- 
000,000 is collected each year from 
federal gasoline taxes. 

However, both House and Senate 
figured that not only should the 
current rate of highway construc- 
tion be maintained but that 10 pct 
should be added ($50,000,000 to 
take care of higher costs. Special 
provision was made for access 
roads not only to military installa- 
tions but to mining, forest, and 
other areas of natural resources. 


(Resume reading on page 11) 











Make an Extra Profit on 
Grainger’s Lower Prices 


UTILITY 
COMFORT 
FANS 


Best summer comfort buy for 
your "fussy" customers. Pro- 
vides abundant, direct cool- 
ing breeze or can be turned for upward 
blow for draftless room air circulation. 
Can also be hung on wall. Available 
with 10, 14, and 18" blades, quiet Dayton 
115 V. 60 Cy. motor. Gleaming chromed 
guard and fan head pivots on chromed 
bar-stock base. Tilts full 180°. Illustrated 
is No. 3F166, 10" De Luxe model that lists 
at $24.50. Your discounts are extra large 
on all Dayton Fans. Order sample from 
nearby Grainger Warehouse. 
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ING 


by WHOLESALE CATALOG 
w.w.GRAINGER 


Request on Letterhead 


INC. 


43 WAREHOUSES —COAST-TO-COAST 


GENERAL OFFICE: 740 W. ADAMS, CHICAGO 6 


























Accurately manufac- 
tured from high 
grade materials, of 

sturdy construc- 
tion throughout, 
and backed by 
more than seventy 
years of BLAIR 
experience . . 
this efficient, 
durable mower 
will make 
both friends 
and profits 
for you. 








BLAIR 


LAWN MOWERS 
BLAIR MANUFACTURING 
Telephone 22-7439 


SPRINGFIELD 7, MASSACHUSETTS 
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complete 
with 5-foot 
suction 
hose and 
filter 





Windows ... porches... houses— 
sparkle clean with half-the-work! 


Pressure-wash your car — bright 
and clean with far less effort! 


Fertilize, de-weed your lawn or 
garden in half-the-time! 


Insecticide and hormone-spray 
trees and shrubbery. No more 
climbing or special equipment! 


solid brass, rustproof, 
fits any hose... retaw 


MELNOR METAL PRODUCTS CO., INC. 
112 LAFAYETTE ST., NEW YORK 13, N. Y. 
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All Gun Owners Need 
Hoppe Products 


and every gunner who has ever used Hoppe’s No. 9 
for removing primer, powder, lead or metal fouling 
will tell you that it’s the most efficient gun cleaner 
and rust preventative of which he knows. So don't 
miss any sales. Be sure you have on hand an ample 
supply of Hoppe’s No. 9 Solvent, Hoppe’s Patches, 
Hoppe’s Lubricating Oil (for guns and reels), and 
Hoppe’s Gun Grease. They are the most liked, most 
used and most consistently advertised gun cleaning 
essentials in the market. Your jobber can supply you. 


FRANK A. HOPPE, Inc. 
2314A North 8th St., Philadelphia 33, Pa. 
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Tackle Sense 





means 





Tackle Dollars ! 


Your H-I man has the tackle sense that means extra 
profit for you. That’s because his business is selling 
tackle—and nothing else. He's in a position to know 
what tackle will move for yau...what items may not. 
He knows tackle merchandising and display... offers 
you valuable sales tools that are proven volume-build- 
ers. Best of all, he is one great source for all your 
| tackle needs—the H-I line (29,000 items) is complete, 
| with tackle for every fisherman and every kind of fishing. 





See your H-| man. Ask him about H-I’s outstanding 
1952 national advertising... let him show you how eas- 
| ily you can tie in for best results. Ask for his help, as 
| a tackle specialist, in building your tackle business. 
| He'll be glad to help——and you'll be glad he did! 


If you don’t know your H-I man, write us for his name. 


ORROCKS 
BOTSON 


<¥ 








Manufacturers of the Largest Line of Fishing Tackle in the Werld 
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October Hardware Show Sold 
Out; to Exhibit 40,000 Items 


The National Hardware 
Show, to be held in the Grand 
Central Palace, New York, 
Oct. 6 through 10, is com- 
pletely sold out and has a 
backlog of over 100 manu- 
facturers requesting exhibi- 
tion space, according to 
Frank Yeager, director of 
the show. This is the earliest 
date the show has ever been 
sold out. 

Mr. Yeager estimated that 
6500 men would be required 
to man the exhibit. This 
year’s show will have more 
than 40,000 hardware items 
valued at three million dol- 
lars. The items will be dis- 
played by more than 700 
manufacturers. 

A list of exhibitors is now 
available and buyers may re- 
ceive their badge of admis- 
sion to the show by writing 
to the National Hardware 
Show, 331 Madison Ave., 








Henry Peter Elevated 
By Yale & Towne Co. 


Henry Peter, formerly as- 
sistant to the trade sales 
manager, has been appointed 
contract builders’ hardware 
specialist of the New York 
district office of the Stamford 
Div. of the Yale & Towne 
Mfg. Co., it was announced 
by A. Charles Amann, gen- 
eral sales manager. Mr. 
Peter’s headquarters will be 
in the New York district of- 
fice at 101 Park Ave. 

Mr. Peter joined the Stam- 
ford Div. of Yale & Towne 
in 1906 after an apprentice- 
ship in the hardware business 
at Hammacher-Schlemmer & 
Co. of New York. After ser- 
ving as Yale & Towne sales 
representative in the New 
England territory, he was in 
1937 appointed contract man- 
ager of the New York office. 
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New York City. Hotel reser- 
vations to date from buyers 
is the highest in hardware 
show history. 

Exhibitors have stated that 
new merchandising plans and 
methods will keynote exhibits 
at the show. 





Dealer Uses Plane 
For Paint Delivery 


A combination of a flying 
dealer, a small plane and a 
cooperative wholesaler made 
possible the delivery of a 
quantity of paint despite a 
truck drivers’ strike at the 
wholesalers’ plant. 

The Peterson Building & 
Supply Co. of Wisconsin 
Rapids, Wis., urgently need- 


ed an order of paint from the 
John Pritzlaff Hardware Co. 
in Milwaukee, which was un- 
able to run normal truck de- 
liveries due to a city-wide 
drivers’ strike. 

Russell Peterson, the deal- 
er, decided to fly to Milwau- 
kee to pick up a load of paint 
from the Pritzlaff plant. He 
called the distributor, gave 
his order and made known his 
plans so that the load would 
be ready when he landed. 

Ten minutes before land- 
ing, Mr. Peterson called the 
airport, which in turn called 
the wholesale house. The 
Pritzlaff truck arrived at the 
airport just as Mr. Peter- 
son’s plane came in for a 
landing. The paint was im- 
mediately loaded into the 
plane and Mr. Peterson took 
off. 

Some of the airborne ship- 
ment was delivered that same 
afternoon to Wisconsin Rap- 
ids consumers. 








W. F. Stephenson Begins Retirement 


With Completion of Wholesale Catalogs 


The recent completion of a 
new general catalog for the 
Stratton-Baldwin Co., New 
Orleans, La., signalled the 
winding up of an active 
hardware career for William 
F.. Stephenson, who has been 
prominently identified with 
southern hardware wholesal- 
ing for 63 years. 

This new volume follows 
completion of a similar task 
for the Stratton-Warren 
Hardware Co., Memphis, 
Tenn., of which company Mr. 
Stephenson was vice-presi- 
dent. Both catalogs, each 
containing approximately 
1,200 pages of merchandise 
information for retail hard- 
ware dealers, are so ar- 
ranged that dealers can 
quickly arrive at the approxi- 
mate cost on all items. 

An expert at compiling 
hardware catalogs, Mr. Ste- 
phenson, who compiled and 





W. F. STEPHENSON 


directed the printing of the 
first catalog issued by the 
Gray & Dudley Hardware 
Co. in 1899, terms his latest 
work as being “the best, the 
most complete and compre- 
hensive catalogs for retail 
dealers.” 

Though officially retired 
as an executive of the Strat- 


oI 


Raymer Co. Transfers 
Gunderson to Lumber 
George Gunderson has been 
transferred to the wholesale 
department as sales manager 
of the lumber supply division 





GEORGE GUNDERSON 


of the Raymer Hardware Co., 
wholesaler, St. Paul, Minn. 
Frank White, also transfer- 
ed, went to the retail divi- 
sion as manager of retail op- 
eration. 

Mr. Gunderson has been 
with the Raymer Hardware 
Co. for 28 years, except for a 
brief period he served in the 
U. S. Army and three years 
in the sales department of 
the National Cash Register 
Co. He began his employment 
with Raymer as a stock clerk 
in the shipping department 
and has since worked in all 
departments. of the business. 

He has traveled the North 
Dakota and Wisconsin terri- 
tories of the company for 10 
years prior to the war. From 
1943 to the present he has 
been manager of retail op- 
eration. 





ton-Warren company in Jan- 
uary of this year. Mr. 
Stephenson, whose vigor be- 
lies his 86 years, elected to 
remain at this desk until his 
catalog work was completed. 
At the time of his “official” 
retirement, as a tribute to 
his long hardware career, 38 
(Continued on page 149) 
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Name C. R. Steltenkamp 

Thor Product Manager 
The appointment of C. 

Robert Steltenkamp as a 


product manager for Thor 
Corp., manufacturer of home 





C. ROBERT STELTENKAMP 


laundry appliances, was an- 
nounced recently by M. R. 
Wilson, general sales man- 


ager. Mr. Steltenkamp will 
have his headquarters in 
Chicago. 


In his new position, Mr. 
Steltenkamp will contact and 
work with Thor distributors 
and dealers in the develop- 
ment of merchandising pro- 
grams of Thor products. 

Before joining Thor, Mr. 
Steltenkamp was employed 
by Kroger Company as a 





Bell New President 
Of General Mills 


The board of directors of 
General Mills, Inc., Minne- 
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apolis, Minn., this month 
elevated Charles H. Bell, 
executive vice-president, to 
president of the corporation. 

Mr. Bell will. succeed Leslie 
N. Perrin, who submitted his 
resignation after attaining 
retirement age. Mr. Perrin 
will continue as a member of 
the board. 

Mr. Bell is the third gen- 
eration of his family to be 
president of General Mills or 
a predecessor company. 
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manager of special promo- 
tions. He was associated with 
with the Kroger Company 
for 15 years. 


Remington Appoints Two 
Field Representatives 


R. H. Coleman, vice-presi- 
dent and director of sales of 
the Remington Arms Co., 
Inc., Bridgeport, Conn. an- 
nounced the appointment of 
two additional field repre- 
sentatives. 

Herbert D. Albaugh, a 
graduate of the University 
of Delaware, will make his 
headquarters in Michigan, 
working in the territory 
formerly assigned to the late 
Ross Miller. 

Clinton Hoysradt, form- 
erly sales correspondent in 
Remington’s advertising di- 
vision, has been assigned to 
the New York district and 
will make his headquarters 
at Stratford, Conn. 

Mr. Hoysradt joined Rem- 
ington in 1942. He is a gradu- 
ate of the University of 
Bridgeport. 


Sherwin-Williams Co. 


Attendance Record Set At 
Builders’ Hardware Meeting 


The 7th annual Pacific 
Coast Regional Conference of 
the National Contract Hard- 
ware Association and the 
American Society of Archi- 
tectural Hardware Consult- 
ants, held at the Ahwahnee 
Hotel in Yosemite National 
Park, Calif., May 19 to 24, 
was attended by 263 members 
and guests, setting a new at- 
tendance record. 

The theme of the confer- 
ence, over which general 
chairman Daniel C. Hay of 
Beverly Hills, Calif., presid- 
ed, was “Consolidate, Coop- 
erate and Activate.” 

The opening day was de- 
voted to registration of dele- 
gates, which was followed by 
a dinner at the hotel, the 
showing of a motion picture 
on Yosemite National Park, 
and dancing. 

Roy C. Bolt, Altadena, 
Calif., of Russell & Erwin 
Div., presided over the sec- 
ond-day session at which 


Names Lemperly, 


Bewie, Statham to New Positions 


Charles M. Lemperly, who 
for the past nine years has 
been vice-president and di- 
rector of sales for the Sher- 
win-Williams Co., Cleveland, 
Ohio, was also named director 
of public relations for the 
paint manufacturing firm. At 
the same time, Paul R. Bewie, 
general manager of trade 
sales in Cleveland, has been 
appointed director of the 
firm’s western sales region 
and L. T. Statham, head of 
the company’s painter and 
maintenance sales  depart- 
ment, was named executive 
manager of trade sales in 
Cleveland. 

Mr. Lemperly joined Sher- 
win-Willams 45 years ago as 
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CHARLES M. LEMPERLY 


a junior clerk in the adver- 
tising department. In 1914 he 
became advertising manager, 
continuing in that post for 
(Continued on page 147) 


John R. Schoemer, managing 
director of NCHA, spoke on 
activities and aims of that 
group and the ASAHC. Mr. 
Schoemer discussed industry 
problems and told of the es- 
tablishment of 24 builders’ 
hardware clubs throughout 
the country in the past 18 
months. 

James F. Bone, managing 
director of the Industrial De- 
partment of the Los Angeles 
Chamber of Commerce, spoke 
about the Pacific Coast as a 
fast growing market. 


(Continued on page 140) 





Silex Names Five To 
New Sales Positions 


Recent appointments and 
promotions in the sales or- 
ganization of the Silex Co., 
Hartford, Conn., were an- 
nounced by H. S. Perkins, 
general sales manager. 

Arnold W. Bahder, formerly 
assistant sales manager, has 
been made sales manager, 
Domestic Division. Mr. Bah- 
der has been with Silex for a 
number of years in both the 


Domestic and _ Restaurant 
Equipment Divisions. 

James C. Blair has been 
appointed Chicago district 
sales manager, with offices 
and sample rooms at 14109 
Merchandise Mart. Mr. 


Blair will service northern 
Illinois and Indiana. 

John W. Adzick has been 
named St. Louis district sales 
manager. His territory is 
eastern Missouri, southern 
Illinois, western Kentucky 
and Tennessee. 

Frank J. Reynolds has 
been appointed to represent 
the Silex Co. in Georgia, Ala- 
bama and Florida. Hundley 
R. Grover will carry the 
Silex line in North Carolina, 
South Carolina and eastern 
Tennessee. 
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Webb, Scott, Larson, Raasch Promoted 
In Sales Department of Evinrude Firm 


W. J. Webb, director of 
sales of the Evinrude Motors 
division of Outboard Marine 





W. J. WEBB 





HOWARD F. LARSON 


and Mfg. Co., has been ad- 
vanced to general manager of 
the division, it was announced 
today by Ralph Evinrude, 
president. Named to succeed 
Mr. Webb as director of sales 
was Howard F. Larson. 

As general manager Mr. 
Webb succeeds William C. 
Scott, who has been named 
director of merchandising for 
all divisions of the corpora- 
tion. This includes the John- 
son and Evinrude divisions, 
which produce outboard mo- 
tors sold under their own 
name, the Gale division 
which makes outboards and 
the RPM Mfg. Co., which 
makes power lawn mowers. 

Mr. Webb has been with 
the company since 1926, hav- 
ing started as a sales corre- 
spondent for Elto Outboard 
Motor Co., one of the prede- 
cessor companies that were 
merged to form OM&M. He 
was successively assistant 
sales manager and sales man- 
ager and in 1949 was ap- 
pointed Evinrude’s director 
of sales, advertising and ser- 
vice. 

Mr. Larson joined the firm 
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in 1949 and since 1950 has 
been sales manager. Before 
coming to Evinruce, Larson 
was a news writer and 
photo editor for the Rock 
Island, Ill., Argus, editor of 
Business Screen magazine 
and educational director of 
the Outboard Boating Club 
of America. 

Mr. Scott joined the John- 
son Motors division of Out- 
board, Marine & Mfg. in 
1942. He became manager of 
the Evinrude division in 1949 
and was elected a vice-presi- 
dent in January, 1952. He 
will maintain his office in 
Milwaukee, Wis. 

In a fourth promotion from 
within the Evinrude sales or- 
ganization, R. C. Raasch was 
named assistant sales man- 
ager. Raasch started with 
the firm in 1936. 


Pratt & Lambert Elect 
Lindsay and Webster 


At a recent meeting of the 
Board of Directors of Pratt 
& Lambert, Inc., Buffalo, 
N. Y., Roy W. Lindsay was 
elected president of the com- 
pany to succeed Harold E. 
Webster, who has been made 
chairman of the Board. 

Mr. Lindsay, who joined 
Pratt & Lambert in 1908, has 
served successively as chief 
chemist, manager of indus- 
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trial sales, assistant trea- 
surer and general sales man- 
ager. In 1927 he was elected 
to the board of directors and 
the following year was made 
treasurer. In 1930 he was 
elected a vice-president. 

Mr. Lindsay at the present 
time is a member of the ex- 
ecutive committee of the Na- 
tional Paint, Varnish and 
Lacquer Association and a 
director of the Canadian 
Paint, Varnish and Lacquer 
Association. 

Harold E. Webster started 
with Pratt & Lambert in 
1908 and rose from receiving 
clerk to purchasing agent, 
assistant treasurer and, in 
1923, was made secretary. 
He was elected a director of 
the company in 1925, senior 
vice-president in 1926 and 
president in 1930. 





Blakeslee Resigns Post 
With Arvin Distributors 


M. F. Blakeslee, vice-pres- 
ident and general manager 
of Arvin Distributors, Inc., 
8 West 30th Street, New 
York, has resigned. His fu- 
ture plans have not been 
announced. 

Mr. Blakeslee has been as- 
sociated with Arvin Indus- 
tries, Inc., Columbus, Ind., as 
eastern regional manager, as 
well as being vice-president 
and general manager of 
Arvin Distributors, Inc., 
since June 1, 1951. 


Goessling Sales Head 
Of Swing-A-Way Co. 


The appointment of Rich. 
ard F. Goessling as sales 
manager in addition to his 
duties as sales promotion 





RICHARD F. GOESSLING 


manager of the firm has re- 
cently been announced by I. 
L. Rhodes, president of 
Swing-A-Way Mfg. Co., St. 
Louis, Mo., manufacturer of 
Swing-A-Way can openers 
and other kitchen appliances. 
Mr. Goessling has a num- 
ber of years of service with 
Swing-A-Way bekind him, 
having been_ successively 
plant engineer, assistant to 
the president and general 
manager. Prior to joining 
Swing-A-Way in 1946, he was 
jobber salesman for Manhat- 
tan Electrical Supply Co. and 
Graybar Electric Co., and 
Engineer for the City of St. 
Louis, Street Lighting Div. 








Kenneth M. Lanyon, The Yale & Towne Mfg. Co., was elected president of the Hard- 


ware Boosters at the 


May 23 meeting held at Miller's Restaurant, 144 Fulton St., New 


York City. He succeeded William Wolfe, The Carborundum Co. In the photo, left to 
right, are the new and retiring officers: John Hires, Worth Hardware Co., treasurer; 
Daniel Werth, Star Expansion Bolt Co., retiring secretary; William W. White, Gasstrom 
& White, first vice president; Kenneth M. Lanyon, president; William Wolfe, retiring 
president; J. H. Taylor, Stanley Works, second vice president and Robert W. Watson, 


Stanley Tools, secretary. 
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ogre There’s nothing like a genuine WY TEFACE* steel tape 
—with its jet black markings on a clear white surface— 
for easy, instant readings in any light. 

This means faster measurements, fewer errors... 
for your customers. It means less sales resistance... 
for you! Remember too the Wyteface tapes are extremely 
durable, full strength and rust-proof! 

More and more people are being told, through 
K&E’s consumer and trade advertising, that this 
superior tape is now available in the BOSS, as well as 
the FAVORITE and the HANDY. 

@ BOSS WYTEFACE: Priced for volume sales! 50’ 
length—$4.90; 100’ length—$7.95. Black and green 
aluminum case edged with non-slip finger grips; extra 
wide sweep handle. Foot markings in red. 

@ FAVORITE WYTEFACE: For your customers who want 
the best! Available in 25’ length—$6.10; 50’ length— 
$7.50; 75’ length—$10.20; 100’ length—$12.60. Foot 
markings in red. 

@ HANDY WYTEFACE: Now reduced in price to only 
98¢ for 6’ length; $1.19 for 8’; $1.49 for 10’. 

(All prices slightly higher in the west.) "Trace Mark 


KEUFFEL & ESSER CO. 


EST. 1867 
Drafting, Reproduction, Surveying Equipment 
i g Materials. Slide Rules, Measuring Tapes 


NEW YORK + HOBOKEN, N. J. 
CHICAGO « ST. LOUIS ¢ DETROIT « SAN FRANCISCO « LOS ANGELES « MONTREAL 
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I sell 
the finest... 
I sell 
DEMPSTER! 






















































because my customers want 
quality water systems... 


My customers seem to want every last dollar’s 
worth of value—no matter what they buy. They 
don’t plan on early replacement or needless repair. 
They expect and demand quality. I guess that’s why 
the Dempster Water System is the farmer’s favorite. 
He’s seen that 73-year-old name on some of the fin- 
est farm machinery in the country. Dempster means 
quality that’s guaranteed. The farmer knows it... 
and that’s why he insists on items from the famous ‘ 
Dempster line. 


DEMPSTER — America’s 
Quality Water System for the Farm? 


SHALLOW - WELL 
JETMASTER — Only 
one moving part. No 
specia fae ar tank 
needed. Easily installed 
and exceptionally 
efficient. 


DEEP-WELL JET- 
MASTER — Ideal for 
offset installation, or to 
be set directly over the 
well. Unusually simple 
in operation — only one 
moving part. 








DEEP-WELL WATER 
SYSTEM — Positive 
lubrication. Modern 
design. Available for 
electric motor or gaso- 
line engine operation. 
Can be supplied with 
windmill attachment. 





CENTRIFUGAL 
PUMPS — Impellers 
are semi-enclosed for 
greater efficiency. Bal- 
anced drive shafts ride 
on double Timken Bear- 
ings. There are no better 
irrigation pumps made 
than Dempster Centtif- 
ugal Pumps. . 





America’s Quality Line of Farm 
Water Systems 


Pumps ®@ Tanks © Windmills © 
Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 










WATER SUPPLY EQUIPMENT 
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Deans Contract Sales 
Manager of Barcalo Co. 


Announcement was made 
by Barcalo Mfg. Co., Buffalo, 
N. Y., of the appointment 





JOHN S. DEANS 


of John S. Deans to the new- 
ly created position of con- 
tract sales manager. In this 
capacity Mr. Deans will act 
as liason for Barcalo in su- 
pervising contract sales for 
all four divisions of the com- 
pany, including reclining 
chairs, metal summer furni- 
ture, tools and bedding. 

He formerly was field en- 
Restform 
Div. of Hewitt-Robins Inc., 
Buffalo. 





Moe Light Acquires 
Star Fixture Co. 


Moe Light, Inc., Fort At- 
kinson, Wis., manufacturer of 
residential lighting fixtures, 
has acquired all of the capital 
stock of the Star Lighting 
Fixture Co., of Los Angeles. 

The Star business was 
started a number of years 
ago by Walter Wetzel and 
operated by him until his 
death in 1948. Ownership of 
the business has remained 
with the Wetzel family until 
now. Claude Rollick, son-in- 
law of the founder, who has 
been president of the com- 
pany since early 1951, will 
remain as general manager 
of the Los Angeles plant. 

Acquisition of the Star 


| Lighting Fixture Co., is a 


further step in the expan- 
sion of Moe Light’s activities 
in the home lighting field. 





Harry Alter Expansion 


Harry Alter Co.. Inc., 
1728 §. Michigan Ave., 
Chicago 16, IIl., humidifier 
manufacturer, has_ started 
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construction on a new plant 
addition to the firm’s pres- 
ent facilities. The new one- 
story, 100x164 ft. building 
will provide room for ex- 
panding department activi- 


ties, particularly in the 
sales and service depart- 
ments. 





Yale & Towne to Add 
New Tennessee Plant 


The Yale & Towne Mfg. 
Co., New York, has pur- 
chased a tract of land at 
Gallatin, Tenn., 25 miles 
from Nashville, where it will 
construct a plant for the 
manufacture of Yale build- 
ers’ hardware products, it 
has been announced by Gil- 
bert W. Chapman, president 
of the company. 

The construction of the 
plant is expected to start in 
the very near future, he said, 
and it will contain approxi- 
mately 80,000 square feet. 





Crosley Appoints Elrod 
Western Sales Manager 


The appointment of Tho- 
ben F. Elrod as western sales 
manager, was announced by 
F. F. Duggan, general sales 
manager for appliances of 
the Crosley Div. of Avco 
Mfg. Corp., Cincinnati, Ohio. 

For several years prior to 
the war, Mr. Elrod was as- 
sociated with the Atlantic 
Steel Co. and Hotpoint, Inc. 
Following the war he joined 
the Deepfreeze Div. of Motor 
Products Corp. as a regional 
manager, and was manager 
of field sales for Deepfreeze 
when he joined Crosley in 
1948. 

Mr. Elrod has been branch 
manager of the Crosley Dis- 
tributing Corp. branch in 
Atlanta for the past year. 





THOBEN F. ELROD 
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e greater store traffic efaster sales e bigger profits 


Almost every home owner has a humidity 
problem—which means fast sales for you 
when you stock DOWFLAKE (Dow calcium 
chloride 77-80%). For Dowflake helps 
lower humidity in basements, recreation 
rooms, work-shops, wherever you wish. 
It attracts moisture from the air, thereby 
reducing mold and rust. Once your cus- 
tomers use Dowflake they’ll be back for 
more to use wherever excess moisture is 
a problem. 


Dowflake is easy to stock and handle 

. . comes with a counter display kit and 
literature to help you increase sales. Re- 
member, too, that Dowflake is a year 
around money-maker . . . in the summer 
it controls moisture and dust—in the 
winter it does away with ice on side- 
walks and driveways. Stock up now and 
watch sales grow! 


THE DOW CHEMICAL COMPANY 
MIDLAND, MICHIGAN 


Write Dow today for the name of your nearest distributor. 











and Literature Help You Sell 


Counter Display 
More DOWFLAKE—Ask for the Dowflake count- 
er display kit and literature. They make an 
attractive and informative selling package 
which shows the many uses for Dowflake. Use 
these display aids—and realize new profits. 


_j HARDWARE AGE, JUNE 26, 1952 





Consumer Ads Create Demand for DOWFLAKE— 
Dowfiake national advertising is working for you, 
helping you sell the product, and creating a de- 
mand for its uses. Have plenty of Dowflake on 
hand and be ready for your share of the sales! 





REDUCE BASEMENT 
MOISTURE 


ust DOWFLAKE 


























Dowflake licks summertime 
humidity. Basements, store- 
rooms, recreation rooms, 
closets and other rooms are 
protected against excessive 


moisture and humidity, freed 
from harmful mold and rust. 
Dowflake can also be used 
to control dust on driveways, 
playgrounds and other 
similar areas. 











This is Dowfiake newspaper mat No. 519. 
Write Dow for the complete series of these 
sales-making newspaper mats. 


DOW 


CHEMICALS 


INDISPENSABLE TO INDUSTRY 
AND AGRICULTURE 



























Weimer Now Remington 
Manager in Portland 


R. H. Coleman, vice-presi- 
dent and director of sales, 
Remington Arms Co., Inc., 





DONALD N. WIEMER 


Bridgeport, Conn., has an- 
nounced the appointment of 
Donald N. Wiemer as man- 
ager, Portland District, with 
headquarters in Portland, 
Ore. Also announced was the 
appointment of Arnold M. 
Perkins, Jr., and William R. 
Lewis as field representatives 








of the company’s industrial 
sales division. 

Mr. Wiemer’s duties will 
encompass the direction of 
Remington’s sales and pro- 
motion activities in Oregon, 
Washington, Idaho and 
Alaska. 

Mr. Wiemer joined Rem- 
ington in 1937 as a sales 
student. He was attached to 
the St. Louis district office 
and in the export sales divi- 
sion for several years. In 
1948 he was appointed field 
representative in the Port- 
land, Ore., territory. 

Mr. Perkins will make his 
headquarters in Boston, 
Mass., and Mr. Lewis will 
make his in Greensboro, N. C. 





A. Y. McDonald Opens 
New Branch in Dallas 


The A. Y. McDonald Mfg. 
Co. has opened a new branch 
in Dallas, Tex., a year after 
it began operations in that 
area to serve Texas and sur- 
rounding states. The ware- 
house will stock the complete 
McDonald Distributors’ line. 

Featured as a part of the 


News of the Trade 





building and grounds are a 
large parking area, loading 
and unloading docks for han- 
dling all types of trucks, and 
a railroad siding running to 
the building. 

George Zimmerman is 
manager of the A. Y. Mc- 
Donald Dallas office. 





Benjamin Moore Opens 
Los Angeles Factory 


Benjamin Moore & Co., 
511 Canal St., New . York, 
N. Y., has established a fac- 
tory in Los Angeles, its 
eighth such unit. 

Harry Christensen has 
been appointed manager of 
the new branch and Carl 
Specht will be its sales man- 
ager. 





New Standard Office 


Standard Tool Co., Cleve- 
land, Ohio, manufacturers of 
cutting tools, has erected a 
new branch office at 1621 
Dragon St., Dallas, Tex., to 
serve Texas, Oklahoma, 
Southern Kansas, Arkansas 
and western Louisiana. 





Daken Indiana Manager 
of Clark Housewares 


Paul R. Daken, who joined 
Clark Housewares Sales Co., 
Cincinnati, Ohio, in October, 





PAUL R. DAKEN 


1951, in a general sales ca- 
pacity, has recently been 
made manager of the In- 
diana territory. 

Before joining Clark 
Housewares Sales Co., Mr. 
Daken traveled in a _ sales 
capacity for the John H. 
Hibben Co. 








Attendance Record Set at Builders’ Hardware Meeting 


(Continued from page 135) 


The third day meeting, 
presided over by Ralph J. 
Compton, American Whole- 
sale Hardware Co., Long 
Beach, Calif., had the theme 
Cooperate. Preston Delph of 
Delph Hardware & Specialty 
Co., Charlotte, N. C., presi- 
dent of NCHA, emphasized 
the need for definite sales 
policies for all companies in 
the industry. 

In the absence of John 
Worner, Sr., of New Orleans, 
La., president of ASAHC, 


SE 
Bes 2 at 


$3 
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his paper, “The Society Co- 
operates,” was read by Mr. 
Compton. It outlined projects 
of the organization and told 
of its assistance to govern- 
ment agencies. This was fol- 
lowed by a speech by Ulysses 
Floyd Rible of Allison & 
Rible, Los Angeles architects, 
who outlined changes he 
thought architects would like 
in the builders’ hardware in- 
dustry. 

Daniel C. Hay directed the 
final day session, much of the 


discussion of which was on 
the educational program de- 
veloped by West Coast area 
builders’ hardware clubs. 
Other speakers at the clos- 
ing meeting included: Rupert 
C. Mester of Union Hardware 
& Metal Co., Los Angeles; G. 
Vernon Lewis of Marshall- 
Newell Suppl Co., San Fran- 
oisco; Victor H. Verby, Seat- 
tle, of Russell & Erwin Div.; 
James C. Carroll, Los An- 
geles, of Union Hardware & 
Metal Co.; Charles S. Smith, 
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San Francisco, of Stanley 
Works; Bob Rolfe of Wash- 
ington Hardware Co., Ta- 
coma, Wash.; and Don Mor- 
ris, Western Door & Plywood 
Corp., Portland, Ore. 

The entertainment pro- 
gram during the conference 
included a golf tournament, 
cocktail party, dinner, card 
playing and a talent show on 
the second day; a hole-in-one 
golf tournament, cocktail 
party and dinner-dance on 
the following day. 





4 ue? 


Pictured above are many of the 263 members and guests at the Yosemite National Park Convention held last month. 
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| “mow its 











when they talk 


Power mowers are America’s fast- 
est growing profit opportunity for 
you. Be sure to make~every lawn 
mower and lawn sweeper sale 
P high profit units, high profit sales. 
When they talk “mow,” be sure 
to say “HOMKO Power Mow- 
ers.” They are the finest line built, greatest in 
demand, nationally known and nationally 
advertised. Get the details of the big 1952 
campaign in 15 powerful magazines telling 45 
million readers, month after month, about the 
HOMKO Power Mowers and Lawn Sweepers, 
mat service and merchandising display aids. 
Enjoy continuous sales. Stock HOMKO! Talk 
HOMKO! “Power” is the way they'll mow — 
sell HOMKO. . 


Nationally Advertised to 


Magazines 
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45 Million in 15 Big, Powerful 











Reel Type 
and Rotary 
























Powered By Nationally 
Known, Easy Starting, 
2 and 4 Cycle Gas Engines 


New Reel Type Mowers 
— available in 18” to 
30” walking and riding 
types. Easily maneuver- 
able, sturdily built, fin- 
est features today. 





Rotary Power Mowers 
—available in 16” to 
20” gas and electric 
models. " 


Fold Away Lawn 
Sweeper — 24” width, 
extremely large 6% 
bushel capacity. Sturdy 
bumper guard and fold 

away fiat feature. - 
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WE'RE NEVER 
IN THE 
ROUGH! 











woop $CREWS 





(Slotted or Phillips Heads) 
drive straight and clean 


It’s one of the Southern quality features that make happy 


customers . bring you profitable repeat business. 
Southern wood screws have clear, sharp gimlet points and 
cutting edges. They bite in fast and drive straight and 
clean. And their rugged single-thread construction pre- 
vents bending or breaking off, and provides a full shank 
in accordance with Federal Specifications. 

Our unique and highly accurate inspection routine 
assures you of receiving only perfect, precision-machined 
screws . . . no blanks, no chips, no burrs. And these 
fine fasteners are made of the very best materials ob- 
tainable . . . high grade extruded brass wire or top quality 
selected sulphur steel wire. They’re made in a wide range 
of sizes and a variety of finishes, including specially 
lubricated screws for hard woods. Available with either 
slotted or Phillips heads. 

You'll find Southern a highly satisfactory and profitable 
line to handle. Write for our catalogue today. 


FACTORY WAREHOUSES 
4100 Dell Ave. 


325 W. Ohio St. 
North Bergen, N. J. 


Chicago 10, Ill. 
280 Decatur S.E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 
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20 Million Readers 


Know about these 


Judd Products 
Better Stock em! 


Twelve leading women’s magazines 
are telling the Judd quality story to 
more than 20,000,000 readers— women 
who are demanding Judd drapery 
hardware the country over. How do 
we know? We know it by the volume 
of orders received daily from alert 
buyers and merchandising men every- 
where. The demand for Judd is grow- 
ing; check your listings — order now! 





No. 6727 Extension 
Traverse Track 


2 v js rE 
Priced to meet competition — and beat it! Plain 
design, baked off-white enamel. In three’ sizes, 
extensions 28” to 120” and projection 2” to 3”. 


Judd quality throughout, of course. 


No. 9341 Single 
Thimble Rod 


n love it and ask for it because the 
n thimble can’t snag curtains. Off-white 
Walls of Troy 


|e} ame lol¥] ol [Mi dole Mol de|-1al (oa UR 


ola celfel-to hi -Tele (MES i-1-1| 





P.S. Don’t forget Judd’s Bright Wire Goods. 
Drapery 


ttardware 


H. L. JUDD COMPANY, 87 Chambers St., New York 7 











Wallingford, Connecticut 
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Ray-O-Vac Co. Lists ing division, is now vice-pres- 
ident in charge of operations; 


Personnel Changes E. B. Ott has been elected 

D. W. Tyrrell has been vice-president in charge of 
elected chairman of the board ; 
of Ray-O-Vac Co., Madison, 


News of the Trade | 
| 








J. A. McILNAY 


D. W. TYRRELL 


finance and he will continue 

Wis., and J. A. MclIlnay has 2S secretary-treasurer of the 

been named vice-president in firm. 

charge of sales for all prod- 

ucts. E15 Youngstown Names 

At the same time it was M. L. French 

also disclosed that Manufac- ; 

turers Battery Co., hereto- Milton L. French has been 

fore a Ray-O-Vac subsidiary, ®PPointed zone service rep-| 
resentative of Youngstown | 


has been merged with the *S : 
parent company, a move de- Kitchens, Mullins Mfg. Corp., 
Warren, Ohio. In his new 


signed to achieve closer liai- tale : 
son between manufacture and Position, Mr. French will 
work with wholesale distrib- 








Do it with 


TUFWEB 


and you'll make money 


Push Martin TUFWEB 
Use Martin TUFWEB 


Sell Martin TUFWEB 





It’s the new-as-’52 furniture fabric 





Won't fray Won't fade 
Unharmed by water, sun, chemicals 
Cleans with soap and water 
Stays strong—stays good-looking 
Never wears out 


OLD CHAIRS 
MADE NEW 


NEW CHAIRS 
MADE MODERN 














sales. 

Mr. Tyrrell, who succeeds utors in Fresno, Billings, 
W. W. Cargill as board chair- Portland, Seattle, Spokane, 
man, will continue as presi- Denver, San Francisco, Reno| 
dent in addition to his new #4 Salt Lake City. He will | 
position. make his headquarters in| 

Mr. MclIlnay, formerly gen- rea, | 
eral sales manager, will con- 
tinue to direct the firm’s ad- 





Harris Gets Rheem Post | 


vertising activities while pobert H. Harris has been 
performing his new job. named assistant manager of 

Other changes include: L. Rheem International, a divi- 
G. Berigan, formerly presi- sion of Rheem Mfg. Co. ‘mn 





dent of Manufacturers Bat- will make his headquarters in 
tery Co., has been elected New York. 

vice-president in charge of Prior to joining Rheem, 
production for Ray-O-Vac; J. Mr. Harris was general sales 
C. Ryan, former vice-presi- manager of the Westinghouse 
dent in charge of the light- Electric International Co. 








Expect 7000 Buyers at Housewares Exhibit 


Between 7,000 and 8,000 buyers of housewares 
from all parts of the country, as well as many for- 
eign countries, are expected to attend the 17th Na- 
tional Housewares Exhibit, to be held in the Atlantic 
City Auditorium, July 7 to 11. 

Exhibits have been limited to 820, and these were 
booked long in advance by more than 500 exhibitors, 
according to A. W. Buddenberg, executive secretary 
of the National Housewares Manufacturers Asso- 
ciation, 1140 Merchandise Mart, Chicago 54. 

Show hours will be from 9 to 5 o’clock, each day, 
with the exception of the closing day when the 





exhibits will be closed at 2 p. m. 
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Get 












TUFWEB 


counter cabinet with 
fast-selling introduc- 
tory selection of 12 
popular colors 
(TUFWEB made in 
27 colors!) 














TAKE ADVANTAGE OF THE 


TUFWEB 
PROMOTION PROGRAM: 


TUFWEB counter cabinet with 
bin for TUFWEB clips 


e Free direction leaflets for your customers 

eFree display posters 

eFree newspaper mats to use locally 

e Free dramatic “before” and “after’’ demonstration 
suggestions 


GET IN! TIE IN! CASH IN! 


Ask for the whole story today 





Martin Fabrics Corporation 
48 West 38th Street, New York 18, N. Y. 
LO 4-2020 
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no play 


no sagging 
with AJAX 


door hinge 


Order today or write 
for detailed 


catalog information 


Another quality hardware item 
from AJAX. A semi-concealed hinge 
with sharp corners to assure a 

snug fit against both Telaslomelare, 
fofole] ail al -Tohavamelel¥le(-IEti-1-)| 
aleval=oMelalemol¥lanitial-te! 


smooth finish. All 


telah tigeialilela) 
Tome yelela ailare| 
holes are machine countersunk 

A special sizing operation eliminates 
elkob ae lale ML 4-1-1 oS Me [ole] mi gelen 

sagging. Full 180 degree swing 


VS Aeliteloli-MlsmellMtielalelolde Malai tial-ts 


Ajax Hardware Mfg. Corp 
4351 Valley Blvd., Los Angeles 32, Calif 
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store, Cumberland, and re- 
cently held a re-opening. 


Arkansas 


Sam B. Blackwood, Jr., of 
Newport, and T. S. Rhea, of 
Tuckerman, owners of the Kansas 
Delta Furniture Co. have Eygene Euwer has bought 
bought the stock and fixtures fy]] ownership of the Knud- 
of the Runyan & Sons hard- son-Euwer Hardware firm in 








ware firm. Goodland. He purchased the 
. P interest of his partner Mrs. 
California Thelma Knudson and will 


conduct the business under 


The newly expanded Tor- his own name in the future. 


rance Hardware Co., 1513-15 
Cabrillo Ave., Torrance, has 
recently held its formal open- | Warren C. Carlson has 
ing. Owned and operated by bought the Harz Hardware, 
Charles V. Jones, the store Riley, from Pete Harz. The 


has tripled its previous space. Store is now known as the 
Carlson Hardware. 











Connecticut 
, : Mr. and Mrs. E. M. Brun- 
After 50 years in the 
housewares and hardware gardt, owners of the Brun- 


gardt Hardware store in Vic- 
toria, have opened a new 
Brungardt Hardware & Ap- 
pliance store in Gorham. 


business, Howard H. Mig- 
nerey has retired and sold 
the Danbury Hardware Co., 
242 Main St. He sold his in- 
terest to Frank Euvrard, as- 
sistant manager. 





Massachusetts 


— Bell’s Hardware Store in 
Illinois Stoneham recently celebrated 


The Hy-Grade Supply Co., its Golden Anniversary. Lo- 
3301 Milwaukee Ave., Chi- cated at 413 Main St., it is 
cago, paint and hardware Owned by George E. Bell. 
firm, has been damaged by _.. 
fire that caused heavy losses. Michigan 


The Northland Hardware 

Robert Siedentop of Clif- firm has been sold by Lewis 
ton has purchased the Baker Siegel to the newly formed 
Hardware and Furniture Northland Hardware, Inc. 
store in Gilman from Walter The new owners are Ivan F. 
Baker. The store is now Belknap and Roy A. Warner, 
known as Siedentop Hard- the latter to be manager of 
ware and Furniture store. the Clare store. 

















Indiana Nichols Hardware store, 

Clem Volpert of Plymouth 7048 Greenfield, has been se- 
has sold his hardware store verely damaged by fire. 
on Water St. to Arthur Among the heavy losses noted 
Buchtel of Middlebury. The were the destroyed portions of 
store, which will be managed the paint and garden sections 
by Jay Buchtel, was operated of the Dearborn store, owned 
by Mr. Volpert for 15 years. by Thomas Nichols. 








Smith’s Hardware, Inc., 4 Adams Hardware in Law- 
E. National Ave., Brazil, has ton has been sold by Gifford 
recently held its opening. §. Adams to Oscar Heintz 
Wilbur Scott is the store and Harold Blocker. 


manager. 
Nebraska 








Robert Williamson has 
taken over the interests of I 
Earl B. Young in the Fair- —” 
mount Hardware Co. 


The Boggs Hardware & 
umber Co. has opened its 
new store building in Her- 
shey. The owners are Mr. 
and Mrs. Lloyd Boggs. 





lowa 





Harold Campbell has pur- Arney’s Hardware Store 
chased the Arnold hardware at 5807 State St., Omaha, 
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has been enlarged by the ad- 
dition of a 50x52 ft. adjacent 
store. It is operated by 
Chester C. Arney. 





New Jersey 


The Kramer Hardware 
Co., 40 Central Ave., Clifton, 
recently held its grand open- 
ing. Completely renovated, 
the store’s floor space has 
been tripled and there is five 
times more window and dis- 
play area. 


New York 

Selkirk Hardware of Cobles- 
kill has been awarded first 
prize of a $100 savings bond 
for a recent window display 
on floor covering. 








The Shrub Oak Hardware 
& Appliance store has opened 
in Shrub Oak. The store is 
owned and operated by the 
Shrub Oak Cement Block 
Works, Inc. 


Oklahoma 





The Zweigel Co. of Coal- | 


gate has become the Portman 
Hardware after it had been 
bought by Mr. and Mrs. Carl 


Portman. Former owners are | 


Mr. and Mrs. Horace Carter. 





Pennsylvania 
Sam Arent has opened a 
hardware and _ appliance 


store at 335 Seventh Ave., in 
Beaver Falls. 





The Drake Hardware Co., 
Cambridge Springs, has re- 
cently finished a display mez- 
zanine balcony in the furni- 
ture department of the store. 





Washington 


The Goldendale Buiiders 
Supply has cpened in Golden- 
dale and is under the man- 
agement of Bill Sester and 
Bob Kintzig. 








Bendix Names Freemont 
Chicago Manager 


T. Stanton Fremont has 
been appointed general man- 
ager of Bendix Home Appli- 
ances Sales Corp. in Chicago. 

Mr. Fremont has been con- 
sumer products manager of 
the Westinghouse Electric 
Supply Co. in Chicago for 
four years. Previously he 
spent four years as mer- 
chandise manager for Spie- 
gel, Inc. 

Appointment of Mr. Fre- 
mont was said to be a major 
step in strengthening Bendix 
position in Chicago. Bendix 
plans to expand the Chicago 
distributorship to include 
several adjacent counties. 


Sheffield Steel Names 
Lacy Sales Manager 


J. W. Anderson, vice-presi- 
dent, Sheffield Steel Corp., 
Kansas City, Mo., announced 
the appointment of George 
P. Lacy to the position of 
manager of sales, Wire Di- 
vision, with offices in Kansas 
City. 

Mr. Lacy succeeds R. 
V. Isham, who, due to ill 





health, has taken the title of 
consultant to manager of 
sales, Wire Division. 

Mr. Lacy will continue to 





GEORGE P. LACY 


serve as manager of Rail- 
road Sales, a position he has 
occupied for several years. 





Correction 


In the May 29 issue of 
HARDWARE AGE, the Clyde 
Cutlery Co. was erroneously 
listed as being located in 
Clyde, Ind. The article, on 
page 64 of the issue, should 
have listed the company as 
being located in Clyde, Ohio. 
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Only 


TEL-O-POST ¥ 
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SELL SAFETY! 


e@ Safety sells itself... that’s why you'll 
enjoy greater sales if you stock and 
display TEL-O-POST. Only TEL-O- 

POST has the green patented safety locking pin. 
Only TEL-O-POST has all these safety features. 




























Upended screw which cannot 
be turned out of the post. No 
chance of accidental collapse. 


Exclusive rust-proof painting 
inside and out. 


Green patented safety locking 
pin which insures tamper- 
proof adjustment. 





Load capacity to 22,000 
pounds... far above ordinary 
residential loads. 


TEL-O-POST also provides you with the 
greatest advertising and promotional 
support. Readers of Better Homes and 
Gardens, Popular Mechanics, Popular 
Science, and Farm Journal know the 
TEL-O-POST name. Stock and display 
TEL-O-POST . . . you'll find it profit- 
able! For complete information see your 
distributor or send coupon. 





WARREN, OHIO 


Griswold Street, Warren, Ohio 


r 
| 

I 

| 

| Send complete information on Tel-O-Post and have your 
; representative or wholesaler contact me. 
I 

| 

| 

| 

| 
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Tatler Hoods GZ-De, December, and non bas & | sherwio 
rincess House Sales clude Permaglas domestic Makes A 
Sam Derman, president of water heaters. inaiiaiad 

Decorative Cabinet Corp., tes 
| Bayonne, N. J., announced " almost thi 
| Boonton Molding Elects was nam 


and direct 


Stopford Vice-President 


George K. Scribner, presi- 
dent of Boonton Molding Co., 
Boonton, N. J., announced 
the election of William Tur- 
ner Stopford to the post of 
vice-president, at a _ recent 
meeting of the board of di- 
rectors. 

Mr. Stopford has been as- 
sociated with Boonton since 
1943, and for the last fow 
years has been in charge of 
marketing and sales of Boon- 





PULL UP 
YOUR PROFITS! 


with these two new Moline Products | 






GIN BLOCK 


Moline Winch 
A air furnace malleable iron. 
safe thumb release .. . 8-tooth ratchet . . . sleeve on handle 
revolves with operator's hand. Reels up to 90 ft. of %4” wire 
Handy for a multitude of moving | 


(Rope Puller). Made of high strength Grade 
Improvements include: Quick, 





rope. Rugged construction. 





and pulling jobs. 


tonware, molded dinnerware. 








JULES H. TAFLER Mr. rd’ Os 

Moline Gin Block (Well Wheel). Has | a ‘ie te = pets 
genuine Hyatt Roller Bearings. Made for | the appointment of Jules H. growth of the Boontonware 
heavy duty. Diameter of wheel 10”. Pop- | | Tafler as eastern divisional division, and is in line with He will co: 
ular with painters, roofers, farmers and | sales manager of E-Z-Do and a program for greater ex- ident in a 
industrial users. Princess House. pansion. position. 

| Mr. Tafler has been asso- Mr. Be 
Write for catalog page and prices on ciated with the company in Gerber Adds New pee 


these new Moline items 








a general sales capacity for 
the past 20 years. 
Dave Newmark has been 





Plant in Alabama 


served as 
and divis 


DISTRIBUTED BY JOBBERS EVERYWHERE ‘j Gerber Enterprises _ offi- 

western sales manager since cially added its sixth factory | M¢!d seve 

January 1, 1952, and is now with the purchase of the in the co 

| located in Chicago. AAA Corp., Gadsden, Ala- sors orgal 

ie id as Some. ‘ ; ing over t 
| : : manager 

Expansion of the Southern 1951. He 











Two Regional Managers 
Reassigned By Admiral 


Two Admiral Corp. re- 
gional managers have been 
reassigned to new territories. 





market and increased volume 
of orders were the reasons 
given by the Gerber man- 
agement for the purchase of 
the new plant. The Gadsden, 
plant will make and stock the 











headquart 





f 


Harry Lever, who formerly complete Gerber vitreous 

operated out of. Atlanta, is china line and steel line as 

responsible for Bluefield, well as continue with several 

W. Va., Charleston and Co- °f the present AAA pat- 

|| lumbia, S. C., Charlotte, *™”®- 
WOODRUFF KEYS N. C., and Knoxville, Tenn. 
Howard Souther, former Olin Appoints Holmes 
* MACHINE KEYS Minneapolis regional man- To A PP iti R k 
y ° mmunition Kesearch 
MACHINE RACK ager, now will handle At- 

lanta and Savannah, Ga., . Raymond S. Holmes has 

*TAPER PINS Birmingham, Ala., Jackson- pve on vemos = a 

ville, Miami and T Fla, Ammunition esearch an 
COTTER PINS Under po tageeatins. + taba Development department of > 
° SPECIAL PARTS Norfolk, Richmond and Olin Industries, Inc., New Mr. Sta 

es 4 A Haven, Conn. Oth iain 

Washington will be in Leo Sie. Siaienee willl Otek: eas rhage 
: 9. : . 5S, an-Willi 
and other Stanho products F. Lisee’s territory. since 1934, holds patents for bit athens 
Bulk or Packaged Western - Winchester shot- maintenat 
WRITE for CATALOG shells, produced by Olin In- amet tor 
and PRICES Smith Names Lavorgna = 7" Ties. He has ser 
+ ager and 
PS gy — a Interstate Names Davis § manager : 
pointed A. O. Smith water Donald K. Davis has been the Nortl 

heater and heating products named sales manager of the 
distributor for southeastern Special Products Div. of In- Adds Fe 

O PP SE N, | JL CO YR )P Wisconsin. terstate Drop Forge Co., . 

. The Lavorgna firm had Milwaukee, Wis., according The Fr 
NEW BRIGHTON. PA taken on A. O. Smith’s vol- to Charles W. Stone, vice- Jersey A’ 
ume water heating line last president of the firm. New Bru 
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Sherwin-Williams Co. 
Makes Appointments 
(Continued from page 13) 


almost thirty years until he 
was named vice - president 
and director of sales in 1943. 





PAUL R. BEWIE 


He will continue as vice-pres- 
ident in addition to his new 
position. 

Mr. Bewie began his car- 
eer with Sherwin-Williams in 
1927 as an order clerk. He 
served as branch manager 
and division manager, and 
held several other positions 
in the company’s headquar- 
ters organization before tak- 
ing over the task of general 
manager of trade sales in 
1951. He will maintain his 
headquarters in Chicago. 





L. T. STATHAM 


Mr. Statham, who marked 
25 years of service with Sher- 
win-Williams in February, 
has headed the painter and 
maintenance sales  depart- 
ment for the last two years. 
He has served as branch man- 
ager and regional branch 
manager and was director of 
the North Central region. 





Adds Federal Line 


The Friedstrass Co., Inc., 
Jersey Ave. and Howe Lane, 
New Brunswick, N. J., has 


News of the Trade 





added a line of housewares 
manufactured by the Fed- 
eral Tool Corp., 3600 Pratt 
Blvd., Chicago 45, Ill. The 
Friedstrass Co. 


necticut, New York, New 


Jersey, Pennsylvania and | 


Delaware. 


Amsco Opens Chicago 
Office, Adds New Plant 


American Metal 
ties Corp., Hatboro, Pa., man- 
facturer of Amsco Doll-E- 
Toys and Kidd-E-Toys, an- 
nounced the opening of a 
new showroom and sales of- 
fice in Chicago’s Merchan- 
dise Mart. 

According to Herman Kes- 
ler, president of the com- 
pany, this new office is part 
of Amsco’s expansion pro- 
gram. The company recently 
acquired an additional plant 
at Penndel, Pa., for produc- 
ing its package 
The general offices and plant 
at Hatboro will be enlarged 
and devoted exclusively to 
the manufacture of steel 
Doll-E-Toy furniture and 
other fabricated metal prod- 
ucts. 





Perfection Stove Names | 


South Texas Distributor 


covers Con- 


Special- | 


products. | 


Why Most Pipe Fitters Buy 
 ~=#.osdF R Bb ID 





Rites ib TOoLs 
make good workers 
Better! 


RIGID Wrenches 
‘deed, 6’’ to 60” 
End Pattern RIEGEL Ds 
6’’ to 36” 





The General Appliance Co., 


San Antonio, Tex., has been 
appointed distributor of Per- 
fection Stove Co., Cleveland, 
Ohio, products in south 
Texas. 

In business in south Texas 
for the past six years, Gen- 
eral Appliance Company also 


is distributor for Thor wash- | 


ers, dryers and ironers, Cape- 
hart radio and_ television 


sets, International Harvester | 


freezers and Vornado air 
conditioners. 


For Perfection, the Texas | 
distributor will be handling | 
full lines of gas, oil and elec- | 
tric ranges, gas and oil space | 


heaters, electric and oil water 
heaters and kerosene junior 
stoves. 


American Mfg. Moves 


The American Mfg. Co., | 
cordage mill, Noble and West | 


Sts., Brooklyn, N. Y., has 
moved its office and ware- 
house in Chicago, IIl., to 427 
W. Erie St. The company 
also has a western factory 
division, the St. Louis Cord- 
age Mills, in St. Louis, Mo. 
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It pays you to sell Fri Cat Wrenches 
with trouble-free guaranteed housings 


* It’s an extra fast easy wrench to work with, too 
—handy pipe scale on hookjaw, adjusting nut 
spins easily to pipe size, comfort-grip handle. 
Special alloy jaws both replaceable—won’t slip 
or lock on pipe. . 

* Safe powerful malleable housing and I-beam 
handle. 

Most profit for you selling RIT0ID, world’s 
most popular pipe wrench. Write for full informa- 
tion. 


THE RIDGE TOOL COMPANY «+ 


* 


* 


ELYRIA, OHIO 








=Snver P; . 





q Wor 











NEW PROFITS 


















Complete 


| : CATALOG with illustrations, 
: Now R ed d fo r Yo ul application data 


and specifications. 





It’s here . . . Rockwell’s complete, new two-color 
catalog describing the finest ... newest ... most 
profitable line in the industry. Here’s why: 


1. A complete line in every detail: Hand Saws ... Panel 
Saws... Compass Saws... Keyhole Saws... Nests of 
Saws... Back Saws... Plumber's and Cable Saws... 
Plaster Cutting Saws... Nail Cutting Saws... Pruning 
Saws... All-Steel Buck Saws. 

Simplified, yet complete catalog information for easy 
and correct customer selection. Speeds selling . . . 
builds customer confidence. 


3. Famous Rockwell quality and dependability through- 


out. 
4a Extremely interesting retail prices... with a new profit 
margin that will make Rockwell hand saws a top 
dollar producer for you. 
Don’t wait .. . act today. Mail the handy coupon for 
complete dealer information. 


Rockwell Tools, Inc. 


Subsidiary of ROCKWELL MANUFACTURING COMPANY 
1314 KINNEAR ROAD, COLUMBUS 8, OHIO 


100 Years of Fine Quality Saw Mahing 


ROCKWELL TOOLS, INC., 1314 Kinnear Road, Columbus 8, Ohio 
0 Please rush me. copies of the new Rockwell Hand Saw Catalog. 
( Please advise name of closest stocking distributor. 








Name 





Company_ 
City Zone. State 
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HOWARD B. RICH, INC. 


P. O. BOX 187 
CARROLLTON, KENTUCKY 


Your Manufacturer For SAFE 


Heavy Duty Step Ladders 
Extension Trestles 
Painter's Trestles 
Platform Ladders 
Ironing Tables 
Clothes Props 
Step Stools 
Extensions 
Scaffolds 
Singles 
Planks 
Steps 





































COM iRSKChiMel anea. 
STORE FIXTURES 
















The lowest priced, highest quality, sectional and 
interchangeable store. fixtures available. Write 


today for huge catalog No. EyaLy 






W. C. HELLER & COMPANY 
Montpelier, Ohio 
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W. F. Stephenson Begins 
Retirement 


INC. 


(Continued from page 134) 


\ years of which were spent 

with the Stratton-Warren 
| company, the entire person- 
nel, both executives and em- 
ployees, joined in honoring 
his long service. 

At that time he received 
two scrolls, one signed by all 
officers of the Stratton-War- 
ren company, the other by 
all its employees, expressing 
their appreciation of his ser- 
vices and their regret at his 
retirement. 

Mr. Stephenson was born 
near Shelbyville, Tenn., and 
his first job was helping his 
father repair many homes 
following the Civil War. He 
entered business in Nashville 
after graduation from Win- 
chester Normal College, hold- 
ing positions in that city and 





A TESTIMONIAL OF APPRECIATION FOR 


BBitiam H Becphenson 


Upon his retirement a» Vice President © 




















STRATTON WARREN HARDWARE COMPANY 
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from company officials 
(right). 
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also in Birmingham and 
Louisville before going to 
Memphis. Associated with 
the Stratton-Warren com- 
pany for 38 years, he was 
all set to retire before Pearl 
Harbor, but when the war 
started he remained on the 
job as his contribution to 
patriotic service. 

While during his long ca- 
reer he has turned his hand 
to many jobs connected with 
hardware distribution, visited 
many factories and untold 
numbers of hardware retail- 
ers, the past several years 
have been devoted to pur- 
chasing, issuing catalogs and 
prices and giving informa- 
tion to salesmen. 

Now officially retired, Mr. 
Stephenson will continue his 
association with his many 
hardware friends by continu- 
ing to attend conventions, at 
which he has long been a 
familiar figure. 


A Testimonial and Tribute | 


William ¥, Stephenson 


From bs 2sseratrs and fctow cmploocrs of 
Stratton Marren Mardwarr Company 
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Above are copies of the scrolls received by Mr. Stephenson; 
(left), 


Pictured below are the two catalogs he recently 


and from fellow workers 
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BY INDUSTRY....BY CUSTOMERS 


STERLING'S Non-flammable paint remover 
5F5 - Safe... Five Times Faster. 


STERLING'S KORD. .. the and 


weather-stripping compound that does not dry 


seam 


out! Comes in easy-to-use large and small rolls 


of separated strips. 


YES... It's a vote for Sterling's profit pro- 
ducing line-up. Check your order sheets today! 


STERLING ........ NATIONALLY 
ADVERTISED ........... TESTED 


Paint Removers 
5F5 Non-flammable 
Muvit 
Likkety Kut 
Kord - the all-purpose seam compound 
Krak-Tite 
Caulking Compound 
Glazing Compound 
Caulking Guns & Cartridges - 3 sizes 
Putty - Sterling's all-purpose 
Brush Cleaner Liquid 


Send for price lists today. 
Dealer aids available on request. 


STERLING PAINT & 
VARNISH CO. 


187 Commercial St. Malden, Mass. 


149 
























NEWS OF 


MANUFACTURERS’ AGENTS 








Albert H. Morgan Joins 
Lewis Co. on Coast 


Albert H. Morgan has join- 
ed the L. S. Lewis Co. of San 
Francisco, sales representa- 





ALBERT H. MORGAN 


tives for Richards - Wilcox 
products. 

For the past 47 years, Mr. 
Morgan has been with the 
Baker-Hamilton Co. of 


Francisco. Starting there as 


OBITU 


San 


a young boy, he traveled the 
territory of Northern Cali- 
fornia as a salesman for 36 
years. For the past 11 years, 
he has been manager and 
buyer for the builders’ hard- 
ware department. 





Gladding Co. Appoints 
Sales Representatives 


L. L. Witherill, president 
of the B. F. Gladding Co., 


fishing line manufacturer, 
South Otselic, N. Y., an- 
nounced the following 


changes in sales representa- 
tion: 


Lyman Rogers, of Lyman 
S. Rogers Sales Co., St. Pet- 
ersburg, Fla., now exclusive 
representative in that state, 
has also been assigned the 
states of Georgia, North Car- 
olina and South Carolina, 
beginning July 1. 


Dibrell L. DuVal, Jr., Fort 
Smith, Ark., now represent- 
ing the Gladding Co., in Ar- 
kansas, Louisiana, Oklahoma 


ARIES 








Arthur M. Raphael 


Arthur M. Raphael, 56, ex- 
ecutive vice-president of the 
Lionel Corp., toy electric 





ARTHUR M. RAPHAEL 


train manufacturing com- 
pany, 15 E. 26th St., New 
York City, died June 7 at 
his home in that city. 

Mr. Raphael had been as- 
sociated with the Lionel 
Corp. for 31 years. In addi- 
tion to his duties as execu- 
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tive vice-president, he served 
as general sales manager. 
He joined Lionel as a sales- 
man in 1921 and became 
sales manager five years 
later. He was elected vice- 
president in 1931 and was 
made executive  vice-presi- 
dent and a member of the 
board of directors of the com- 
pany in 1940. 

Mr. Raphael was active 


with the National Toy Manu- 
and 


facturers’ Association 

was a past president. 
Surviving are his widow, 

a daughter and sister. 
Herbert A. Phillips 
Herbert A. Phillips, 76, 


secretary - treasurer of the 
Lake Erie Hardware Co., 
Cleveland, Ohio, died May 30 
at his home in North Olm- 
sted, Ohio. 


Mr. Phillips, known in the 
trade as Art, had been in the 
wholesale hardware business 
all his life. First associated 
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and Texas, will, as of July 1, 
add the territories of Ala- 
bama, Mississippi and Ten- 
nessee. 

Curly Moulton of Moulton 
& Associates, Nearing Circle, 
Geneva, Ohio, together with 
Paul Daniels will take over 
the mid-west territory, on 
July 15, comprising Indiana, 
Illinois, Iowa, Kansas, Ken- 
tucky, Missouri, Nebraska 
and Ohio. 

Moulton, Stevens & Nelan 
Sales Associates, a new firm, 
recently appointed to repre- 
sent Gladding in all the New 
England states, as well as 
New York, New Jersey, Penn- 
sylvania, Maryland and Dis- 
trict of Columbia, will add 
Virginia and West Virginia, 
effective July 1. 





Pearl-Wick Appoints 
Three Representatives 


The Pearl-Wick Corp. of 
Long Island City, N. Y., an- 
nounced the appointment of 
three new sales representa- 
tives handling Pearl-Wick 
hampers in the southern and 
western states. 

Max Fisher, 1355 Market 
St., San Francisco, Calif., is 


now exclusive representative 
for Pearl-Wick in the north. 
ern part of California. Mr, 
Fisher is with M. H. Johnson 
and Associates of Los An- 
geles. Milt Rosenfield will 
continue to represent Pearl- 
Wick in southern California, 

Leonard Karden of 1264 
Grant St., Denver, Colo., has 
been appointed as exclusive 
Pearl-Wick representative in 
the states of Colorado, Utah 
and Wyoming. 

In Tennessee and Missis- 
sippi, the W. Q. Smith Co., 
408 West Capitol St., Jack- 
son, Miss., is now exclusive 
representative, and will also 
represent Pearl-Wick to the 
furniture trade in Arkansas, 
Texas, Oklahoma and Louisi- 
ana. 





Stomar Names Two 


Earl J. Parker of Dallas, 
Tex., has been assigned the 
states of Texas and Okla- 
homa by Irving Fishman, 
sales manager of Stomar Mfg. 
Co., Lansdowne, Pa., on its 
line of household wire goods. 
Hackney & Pou of Nashville, 
Tenn., will cover Kentucky, 
Tennessee, Mississippi, Ala- 
bama and Georgia. 








with the MacIntosh-Hunting- 
ton Co. and the Ludkemeyer 
Co., in 1927 he helped found 
the Lake Erie company and 





HERBERT A. PHILLIPS 


served as an officer since that 
time. 


He is survived by a brother. 





Edward F. Wieland 


Edward F. Wieland, 59, a 
representative for Valentine 
& Co., Inc., 11 E. 36th St., 
New York, since Feb. 17, 
1937, died suddenly on May 
27, in Dallas, Tex. Mr. 


’ 


Wieland had covered the cen- 
tral northeastern Texas ter- 
ritory for the company, and 
his headquarters and home 
were in Dallas. 


Mr. Wieland had been ac- 
tive in the paint industry 
throughout his entire busi- 
ness career. He is survived 
by his widow and one daugh- 
ter. 


Earl E. Feitz 


Earl E. Feitz, for many 
years a field representative 
of Remington Arms Co., Inc., 
died at Windsor, Ontario, 
May 25, as the result of a 
heart attack. Mr. Feitz was 
attending a trapshoot at the 
Canadian city. 

Mr. Feitz joined the sport- 
ing powder division of E. I. 
du Pont de Nemours & Co. in 
1924. He was transferred to 
the field force of Remington 
Arms Co., Inc., in 1935, trav- 
eling successively in the Min- 
neapolis, St. Louis and Cleve- 
land districts. During World 
War II he was identified with 
Remington’s military. divi- 
sion. 
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William J. Ziegen- 
hein, vice-president 
of Russell & Erwin 
Sales, American 
Hardware Corp., 
New Britain, Conn., 
recently presented 
certificates to 10 
students who com- 
pleted the 8-week 
builders’ hardware 
course at the Rus- 
win headquarters in 
New Britain. Mr. 
Ziegenhein is at ex- 
treme right of back 
row. 


At right are some 
of the more than 
50 sales repre- 
sentatives who at- 
tended a_ recent 
three-day sales 
conference held 
by J. H. Williams 
& Co., Buffalo, 
N. Y., manufac- 
urer of industrial 
and automotive 
tools and _ drop- 
forgings. A_ trip 
through the plant 
was conducted 
and sales and 
m erchandising 
plans were dis- 
cussed. 
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HA Photo AIT 


A report in pictures of 
people and events 
in the hardware trade 


The largest sales convention in the firm's 
history was held recently by David Linzer 
& Sons, Inc., paint brush manufacturer, 
at the Governor Clinton Hotel in New 
York. Pictured above are some of those 
who attended the three-day session held 
to commemorate the company's comple- 
tion of 60 years of service in the industry. 


J. Earl Jones, president of P & C Hand 
Forged Tool Co., Portland, Ore., is point- 
ing to the 6,000th self-selling merchandi- 
ser, the Rocket 150, made by the com- 
pany in the past two years. At left is 
H. L. George, general manager of Mar- 
shall Wells, wholesaler; at right is Howard 
MacAllister, Oregon Advertising Club 


president. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


flationary trends which might re- 
sult from “No Money Down” and 
“Take 30 Months to Pay” advertis- 
ing. Retailers should keep in mind 
that Regulation W was not 
abolished. It was merely sus- 
pended—meaning that it could be 
reimposed at any time and without 
advance notice. 

Spokesmen for the building trade 
say they do not expect any great 
increase in the demand for new 
homes to result from the revisions 
to Regulation X. The changes, 
which were slight, are principally 
concerned with purchases of new 
homes priced under $7,000. 


Lift 20% Tax On 
Bicycle Saddle Bags 


Saddle bags desigued and mer- 
chandised exclusively for school use 
has been extempted from the 20 pct 
luggage tax, it was announced by 
John Auerbach, executive secretary 
of the Bicycle Institute of America. 

The tax, however, is still applica- 
ble to saddle bags merchandised 
and sold for the purpose of carry- 
ing wearing apparel, toilet articles, 
camping equipment on _ bicycle 
tours. 

The sale of bicycle saddle bags 
to the school market had been seri- 
ously depressed by the 20 pct tax. 


instalment Credit 
Total Down in April 


Household appliance stores re- 
ported a slight decline in instal- 
ment accounts outstanding during 
April, according to the Federal Re- 
serve System. Balances in these 
stores at the end of April were 
down about 1 pct from March, but 
were nearly 15 pct below the year- 
ago level. 

The April collection ratio of 13 
pet was the same as for March, but 
was 2 points above that for a year 
ago. 
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Prices Lowered On 
3 G-E Refrigerators 


Price adjustments ranging from 
$10 to about $27 on three 1952 
model General Electric refrigera- 
tors have been announced. 

Price adjustments announced 
were the NC-6J to $199.95 from 
$209.95, the LD-8J to $269.95 from 
$279.95 and the LF-8J to $329.95 
from $356.50. 


Dealers Report Spontaneous Response 
To Advertising on New Soil Conditioners 


Reports to HARDWARE AGE indi- 
cate that sale of the new soil con- 
ditioners, such as Krilium, Fluffium, 
etc., by hardware stores is sur- 
passing all expectations. 

Several dealers report that cus- 
tomers are purchasing this mer- 
chandise in case lots, rather than 
in single package lots. Typical of 
this is a dealer in the East who 
originally ordered two cases, but 
sold out the day after the order 


was received and then re-ordered 
25 cases. 

Another dealer bought a single 
case. His first customer bought 
the entire case. 

Wholesalers also report a very 
active sale of this type of mer- 
chandise. 

A recent issue of a New Haven, 
Conn., Sunday paper carried a full 
page ad on Krilium and gave the 
names of 26 dealers handling the 
merchandise in that area. 


Large Hardware Store Sales Lower in April 
But Were 16% Higher Than in Previous Month 


The April sales of large hard- 
ware stores, that operate from one 
to 10 units, were 5 pct lower than 
they were in the same month of 
1951 but were 16 pct higher than 
in March, 1952. 

The four-month total of these 

large retail hardware organiza- 
tions, according to the Dept. of 
Commerce, were 12 pct below sales 
for the first four months of last 
year. ' 
April, 1952, sales of all retail 
stores in the United States were 
estimated at $13.4 billion, 7 pct 
higher than in April, 1951. 

These data are based on prelimi- 
nary estimates for April, 1952, and 
are not adjusted for seasonal vari- 
ations, price changes, nor number 
of trading days in the month. 

The estimated hardware sales in 
selected areas, follows: 

Pct Change in Sales 
Apr. Apr. 4 mos. 
1952 1952 1952 
from from from 
Apr. Mar. 4mos. 
1951 1951 1951 
Jefferson Co., Ala. +10 +33 — 4 


Los Angeles Co., 

TG: caseeances —21 +8 —24 
Hartford & Tolland 

Cos., Conn. ... —14 +37 —24 
D. C., City of 


Alexandria and 
Arlington Co., 
Va., and part 
of Montgomery 


a — 2 +17 —9 
Cook Co., Ill..... —21 +7 —24 
Adams & Allen 

a eer — 5 +18 —17 


Suffolk Co. and 

parts of Middle- 

sex & Norfolk 

Cos., Mass. ... — 9 +11 — 4 
Wayne Co., Mich. +12 +26 — 1 
City of St. Louis 

and St. Louis 

Co., Mo.; and 

East St. Louis, 

Be invitee wes + 8 
City of New York 

and part of 

Westchester Co., 

> Saree —12 +8 —16 
Erie Co., N. Y.... + 1 +22 — 5 


420 —1 


os ) ae +8 +8 0 
Philadelphia Co., 

Me ales s.00aee —-8 +5 —§& 
Providence Co., 

> —25 +2 —25 


Norfolk & Prin- 
cess Anne Cos. 
and cities of 
Norfolk, So. 
Norfolk and 
Portsmouth, Va. +31 

King Co., Wash.. —13 

Milwaukee & Wau- 
kesha Co., Wis. —12 +25 —22 


+40 +421 
+9 —20 
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Only Robeson’s “Frozen-Heat” 





Robeson 


Shwe} 


PREG. U.S. PAT. OFF. 


HARDWARE AGE, JUNE 26, 1952 







Plenty of cutlery lines offer you 1 or 2 of these 
advantages...but only Robeson offers all 4! 


Robeson’s exclusive “Frozen Heat*” process. (Robeson’s 


high-carbon stainless steel is first exposed to 


white heat, then to 100 degrees below zero, making 


Robeson blades sharper, stronger and many, 
many times more resistant to dulling.) 


Robeson’s unconditional guarantee. (Should 
any customer, for any reason, be dissatisfied 
with the performance of any Robeson knife, 
it will be replaced or reconditioned 

without charge.) 


Robeson’s direct-to-dealer way of doing 
business. (Giving you a big 1624% advantage 
with big extra profit on every sale !) 


Robeson’s unique pre-selling advertising ! 
(Big national magazine schedule —Time, 
Good Housekeeping, Better Homes & Gardens 
—plus the finest display program in the field!) 


Four reasons to mail in the coupon today! 


Lolge 


“Frozen Heat*”’ 
Cutlery 









Cutlery offers you these 
“orotit plusses | 


Guarantee: We unconditionally guarantee every product 

we make. Should any customer, FOR ANY REASON, be dissatisfied 
with the performance of any Robeson knife, it will be 

replaced or reconditioned without charge. 


gist O8 4 8tFume o> 
Povararoed by 
Good Housekeeping 
Sos soveanse 


Household Cutlery ... Pocket Knives .. . Gift Cutlery Sets 


eee 


a wi Robeson’s “Cutlery Corner” 


; vi) \} ...@ 5-foot showcase that’s a 
Ty 
i 


whole warehouse in itself. All the 
items your customers want, 
displayed with an eye-appeal that 
helps sell knives for you every 
minute of the day. Other floor 
and counter displays to fit every 





retailing need. 


Robeson Cutlery Co., Perry, New York 


| want to know how | can handle the Robeson line in my 
community on a direct-from-factory basis. 


Please send me details about 


Complete line _____Displays 
Gift Sets only Dealer Mats and Helps 














Street 








City__ Tone_ State 
153 











NEW 
SIZES 
Rovar.> 

VENTED 
CIRCULATORS 












The New Royal 75,000 
BTU Circulator in the 
NEW RIBBED MAHOGANY 
BAKED ENAMEL FINISH 


Four new sizes of Royal Vented Cir- 
culators 30,000; 35,000; 50,000 and 
75,000 BTU non-radiant models have 
been added to this popular trouble- 
free and fast-selling line. 

NOW, Royal has a complete range 
of sizes: 20, 30, 35, 40, 50, 60 and 
75 thousand BTU. 40 and 60 thousand 
BTU models available with radiants. 

SPACE 1119-A 


TONGS 
ey 
MERCHANDISE MART, CHICAGO - 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


QUALITY... SINCE 1891 
CHATTANOOGA 6, TENNESSEE 


MANUFACTURERS OF: ROYAL CHEF GRILLS, GAS 
SPACE HEATERS, VENTED AND UNVENTED, 
VENTED WALL HEATERS, GAS LOGS, RANGE 
CONVERSION BURNERS, FIREPLACE FURNISHINGS 


Write for folder and price list 


PERMANENT DISPLAY 


154 














15 Million Americans 


Insured Credit Loans 


Consumer insurance coverage will 
show a 300 pct increase within the 
next 10 years, Cecil Woods, presi- 
dent of the Consumer Credit Insur- 
ance Association, forecast at the 
organization’s first annual conven- 
tion at Hot Springs, Va. Mr. Woods 
based his prediction on the expan- 
sion of consumer credit and the in- 
creased demand for security on the 
part of credit users. 

Consumer credit insurance cov- 
ering payments of personal loans 
or installment debts in the event 
of death or disability was taken out 
by 15,000,000 Americans in 1951, 
Mr. Wood said. Life coverage 


| alone amounted to $5,000,000,000 


of the $20,610,000,000 total con- 
sumer credit outstanding. 

Mr. Wood pointed out that rep- 
resented only 25 pct of the public’s 
total consumer credit debt, the 
other 75 pct representing the area 
of possible expansion in credit in- 
surance sales. 


Sears’ Summer Book 


Shows Lower Prices 


Sears, Roebuck & Co. has issued 
its mid-summer sales catalog, con- 
taining price reductions of about 8 
pet from the current general cata- 
log. The new catalog, which is 
issued annually, shows refrigerator 
prices down 12 pet, furniture off 9 
pet and housewares reduced 13 pet. 


Army Effects Big 
Savings in Some Metals 


Conservation measures, improved 
by equipment modifications and 
changes in specifications earlier 
this year, will result in a saving of 
more than 1,000,000 lbs. of copper 
and nearly 500,000 Ibs. of steel in 
the present quarter, the Army es- 
timates. 

Basic factor in the campaign to 
save quantities of critical, short- 
supply materials is the substitu- 
tion of more plentiful, less es- 
sential items in production of 
equipment. Simplified design has 
helped to make this substitution 
effective. 

One example of the conservation 
is furnished by Army Ordnance, 
which has found that lean alloy 
steels can be used in certain tank 
and artillery components without 
weakening the battle worthiness of 


the product. This substitution has 
permitted the service to save some 
quantities of manganese, nickel, 
molybdenum, and chromium. 

Quartermaster Corps, substitut- 
ing carbon steel for brass in 
buckles and clips on such items as 
helmet chin straps and gloves, has 
saved a sizable amount of copper 
and zine. 


U. S. Power Capacity 
To Gain 14,000,000 kw. 


Government agencies are plan- 
ning to continue indefinitely their 
present policy of assistance to new 
electric power projects. While all 
proposed power developments must 
have a defense-production angle to 
them in order to qualify for gov- 
ernment assistance, many of them 
include plans for the supplying of 
by-product power to residential and 
farm areas. 

Some idea of the wide scale upon 
which power projects are now 
being launched can be gained by 
this glance at recent actions taken 
by the Defense Electric Power Ad- 
ministration: Fast-amortization 
tax purposes has been approved for 
332 electric power projects. Total 
U. S. power capacity is to be in- 
creased by 14,470,145 kw. 


Perfection Stove Co. 
Sets Sales Record 


Perfection Stove Co. announces 
that its sales have been the best in 
the company’s 64 year history. 

Also, sales during the first five 
months of this year were larger 
than sales for any consecutive five 
months in the past 64 years. 

May, 1952, sales were consider- 
ably above April, 1952, and were 
more than 37 pct ahead of May, 
1951. 

Unfilled orders as of May 31 
were the second highest in his- 
tory, having been exceeded only 
by those of the period following 
the close of World War II. 


Dept. Store Sales 
Even With Last Year 


Department store sales in the 
United States for the week ended 
June 7 were 2 pct above the same 
week a year ago, reported the Fed- 
eral Reserve Board. For the four 
weeks ended on that date sales 
were up 2 pct but they were down 
4 pet for the year to date. 


HARDWARE AGE, JUNE 26, 1952 








U.S. CC 


Law 


~~ -— aa we, 


oe ee ee 


UN 


HARD" 


stitution has 
0 save some 
ese, nickel, 
mium. 

s, substitut- 
r brass in 
ich items as 
gloves, has 
t of copper 


acity 
00 kw. 


} are plan- 
nitely their 
ince to new 

While all 
ments must 
on angle to 
'y for gov- 
ny of them 
ipplying of 
dential and 


scale upon 
are now 
gained by 
ions taken 
Power Ad- 
nortization 
proved for 
cts. Total 
to be in- 


Co. 
d 


announces 
he best in 
story. 
first five 
re larger 
utive five 
urs. 
consider- 
and were 
of May, 


May 31 
; in his- 
ded only 
following 
4 


sar 

| in the 
2k ended 
he same 
the Fed- 
the four 
te sales 
re down 


26, 1952 


U.S. CORRUGATED RIBBED MATTING 





UNITED 


U.S. GEOMETRIC ROLL MATTING 


Theres Money In Matting 


U.S. STAIR TREADS 


made by U.S. RUBBER 


U.S. Matting sells so well because there is no 
end to the list of its advantages. Selling “U.S.” 
means profit to you, profit to your customers. 


A NECESSITY FOR SAFETY AND SANITA- 
TION. Easy-to-clean surface, keeps dirt and 
moisture from being tracked through building. 
Comfortable. noiseless to walk on. 

FOR EVERY TYPE OF INDUSTRY. U.S. Mat- 
ting is available specifically designed for the 
job in hand. For example, matting for the meat 
packing industry is made of neoprene, to with- 
stand fats and greases. 


STATES 


FOR EVERY DECORATIVE SCHEME. These 
mats can be made in colors and patterns to 
harmonize with any surroundings. They can be 
made to liven an otherwise plain setting or to 
blend in with a colorful background. 


VALUABLE AS ADVERTISING. In custom- 
made U.S. Royalite® Perforated Corrugated 
Mats, lettering, emblems or trade marks can 
be faithfully reproduced in rich colors. Your 
identification will be seen for the entire life of 
the mat. For full information about U.S. Mat- 
ting, write to address below. 


PRODUCT OF 





MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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MORE BEAUTY ‘ 
Only Waterloo Boxes have the exclusive WEIGHT SAVING 
Waterloo boxes are COM- DESIGN that catches and holds customers, first glance. 


outlook, outlast, outsell com- Mighe 

petition. The Waterloo line is a COMPLETE LINE with a box for 
every job. No customer need buy a box unsuited to his 
specific requirements. 


Stock your counters with MORE VALUE 

eye-catching Waterloo Waterloo boxes are PRECISION MADE—PRECISION 
Boxes. Write your jobber or ASSEMBLED-—-PRECISION INSPECTED. Give cus- 
send for free catalog. 


tomers the finest box money can buy. 


WATERLOO VALVE SPRING COMPRESSOR CO., WATERLOO, IOWA g 


Gentlemen: Please rush me the new 1952 Catalog. 





NAME aa = 





ADDRESS 





CITY STATE 
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Tool Cuts Old Sinks 
To Take Disposers 


General Electric Co. demon- 
strated a new boring tool at the 
National Association of Master 
Plumbers convention at Atlantic 
City which makes it possible to 
adapt any kitchen sink for garbage 
disposer installation. 

Paul M. Augenstein, marketing 
manager of the company’s electric 
sink and cabinet department, pre- 
dicted that its use would open up 
a vast new market for the disposer. 
Since it was developed by General 
Electric in 1935, sales of the dis- 
poser have been confined largely to 
the new home and home modeling 
markets. 

The tool was described as “the 
answer to the long-puzzling prob- 
lem of how to install a garbage dis- 
poser inexpensively in an existing 
sink.” Essentially the electric tool 
consists of a scribing arm with a 
Carbaloy cutting tip, a tempered 
circular saw blade, a tripod center- 
ing device and a vertical shaft. The 
cutting operation takes less than 
15 minutes, Mr. Augenstein said. 

The tool will be rented or sold to 
registered plumbers by GE major 
appliance distributors all over the 
country. 


Manufactured Goods 


Priced Below Ceilings 


Ceiling prices established by the 
Office of Price Stabilization are, 
barring a few significant excep- 
tions, exerting little influence on 
current prices, according to a sur- 
vey of 157 manufacturers just com- 
pleted by the National Industrial 
Conference Board. 

The study found that their out- 
put below ceiling prices, with sev- 
eral quoting their entire line below 
ceilings. Major exceptions to this 
practice, it was stated, “are found 
principally among producers of ma- 
chinery, machine tools, nonferrous 
metal products and steel fabrica- 
tors, where ceilings still prevail.” 

Those surveyed, the board said, 
were virtually unanimous in the 
stand that prices be decontrolled 
at an early date. Not until this is 
accomplished, it was stated, “will 
the burdensome problem of comply- 
ing with government price regula- 
tions be brought to an end.” 

“Furthermore,” the board’s an- 
nouncement of the results of the 
survey said, “these executives be- 
lieve that controls, because they 
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WARWOOD 
WORKMANSHIP 
MAKES THE 
DIFFERENCE 






Dependable Everyday Utility Tools! 


AGRICULTURE and GARDENING 


RAILROAD TRACK MAINTENANCE 




















Warwood Bars are staple tools 
for rough use. New developments 
in forging methods make Warwood 
bars stronger, more durable and 
longer lasting. Attractively finished, 
these tools will meet the most ex- 
acting requirements for everyday 
rugged service. For the best in 
bars and other forged tools, 
always buy Warwood ... it’s your 


guarantee of customer satisfaction. 
TOOLS FOR 
GENERAL CONSTRUCTION 







MINING and INDUSTRY 












*HOUSE PAINTS 
$2.45 & $1.45 gal. 
*ENAMELS 


$2.30 gal. 


Write for Color Cards and 
Prices on Full Line 
*NOTE: Prices quoted are deliv- 
ered prices for zone | (within 200 

miles of Cleveland, O.) 


Attention Salesmen: A few choice 
territories still available. 


ese, 
asl 








DIVISION OF 


TOBIAS PAINT Mfg. Co. 


$302 £AST 87 tH 257 


Co & ¥ €:2 AN OG 2: F Oo hs @ 
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SPRING 

HINGES 

ARE THE 
BEST 


BUTTON TIPS 
STANDARD 
TYPE 

NO. 29 









































MEANS 
VALUE! 


Rugged value 
for the buyer... 


Goodwill value 
for you... 





















Whichever way you look 
at it, there’s value in 
Magor brands. Master — 
Power—Digwell—Arrow— 
Bull’s Eye or Gold Target 
every one has value built 
right in. Designed for hard 
going—from the normal- 
ized steel blade to the 
seasoned ash handle. All 
Magor shovels are precision 
balanced for easier 
work. If you value your 
customers’ goodwill, go 
stock Magor’s 
simplified line. 
Write today for 
illustrated 
price list. 






CAR CORPORATION 
SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7, N.Y. 






- POWER - DIGWELL + ARROW 


tLS EYE «+ GOLD TARGET 








defy the basic law of supply and 
demand, are introducing rigidities 
into manufacturing operations that 
are working to the detriment of 
both producer and consumer. In- 
stances are cited in which reduced 
profit margins have resulted in 
some product lines being with- 
drawn from the market, while in 
other cases the introduction of new 
products is being delayed. Where 
ceiling prices would appear to pro- 
vide evidence that controls are 
functioning, it is frequently at the 
expense of greater supplies and 
gray market operations.” 


Thinner Rubber Tiles 
Create More Demand 


A substantial increase in sales 
has followed introduction of light- 
weight rubber tiles. The new tile 
is 3/32 in. and it is priced consid- 
erably lower and is said to wear 
as well in residential use as the 
¥%-in. size. 

The introduction of 9x9 blocks 
has stimulated sales of vinyl goods. 
These blocks are easily laid by the 
user. 

In the linoleum division of hard 
surface floor coverings, marbleized 
inlays are reported having the best 
sale. Demand for asphalt tile has 
been reported slow, although dis- 
tributors noted some improvement 
in spot demand recently. 


Admiral Guarantees 


Refrigerator Prices 


Admiral Corp. announced on 
June 5 that it will guarantee pres- 
ent list prices on all its refrigera- 
tors until Aug. 31. At the same 
time, Ross D. Siragusa, president, 
said May refrigerator sales were 
up 14.6 pet over the same month 
in 1951. 

“We had no 1951 units left at 
the beginning of the year,” Mr. 
Siragusa said. “Production in 1952 
was geared to meet the demand 
and today we are short in four 
basic models. We are trying to re- 
arrange production schedules to 
remedy the situation.” 


Little Change in Output 
Of Consumer Durables 


The Federal Reserve Board index 
of major consumer durables output 
was at 106 in April, compared with 
107 in March and 188 in April, 
1951. 


Slight Rise Noted 
In Wholesale Trade 


April wholesale trade was esti- 
mated by the Commerce Dept. at 
$8,160,000,000, about 5 pct over 
the March level on a seasonally ad- 
justed basis. For durable goods, 
the April total was $2,742,000,000, 
as against $2,495,000,000 in March. 
Hardware wholesale sales were put 
at $174,000,000, as against $153,- 
000,000 in March. 

For electrical goods the April 
total was $423,000,000, compared 
with $376,000,000 in the previous 
month. April sales of lumber and 
building materials were put at 
$582,000,000, compared with $528,- 
000,000 in March. 

House furnishings sales amount- 
ed to $132,000,000 in April, as 
against $116,000,000 in the pre- 
vious month. 


Consumers’ Prices 
Near Record Mark 


Consumers’ prices, up 1 pct from 
March to April, came within 0.2 
pet of the all-time high of Janu- 
ary, 1952, reported the National 
Industrial Conference Board. The 
index for all items for the 54 cities 
surveyed was 179.9 for April, 1952. 
Base date of the series is January, 
1939, as 100. Over the year from 
April, 1951, the index rose 3 pct. 

The purchasing power of the 
dollar (January, 1939, as 100 cents) 
was 55.6 cents in April, 1952. This 
represents a 0.9 pct decrease as 
against March, 1952, and a 3 pet 
decrease since April, 1951, when 
the dollar represented a purchas- 
ing power of 57.3 cents. 


Consumer Credit 


Shows an Increase 


Consumer installment credit out- 
standing at the end of April totaled 
$13,302,000,000, following a $147,- 
000,000 rise during the month. The 
end of April total was also $398,- 
000,000 above the total at the end 
of April, 1951. 

The Federal Reserve Board also 
reported total consumer credit out- 
standing at the end of April 
mounted to $19.771.000,000, an in- 
crease of $213,000,000 during the 
month and $645,000,000 over the 
total a year earlier. 

Charge accounts amounted to 
$3,913,000,000. This was a rise of 
$58,000,000 during the month and 
a $169,000,000 gain for the year. 
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"ROYAL WIRE 


engineered for 


DEPENDABILITY 


merchandised for 


a 

a 

‘ VOLUME SALES 
4 Ask for details of the 
Bf No. 1 deal — 1250 feet 
B of ROYAL quality wire 
i plus a steel counter 

display rack. 
t 
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Pes | 
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PERFORMANCE 


IS GREAT— 
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WHEN YOUR PUMP 
Wd 4 a 


WIDEST RANGE OF SIZES, 
CAPACITIES AND HEADS— 


Y4 to 150 HP 
10 to 5500 GPM 








Choose Your Pump 
FROM THE FLUIDYNE LINE 


It’s one of the broadest and 
most complete lines of hori- 
zontal end-suction general 
purpose pumps offered by 
any manufacturer. Two 
types are available, fitting 
most all piping and pump- 
ing layouts, as well as sys- 
tem sub-assemblies. Peerless 
Type PE is a close-coupled 
electric drive, using stand- 
ard pump motors. Type PB 
is adaptable to flexible 
te or belt-drive. Both 
types provide excellent effi- 
ciencies. They are compact 
dependable, oeanedieal and 
durable. Maintenance is 
easy because Peerless design 
and construction are so 
simple. Apply them when- 
ever you need an economi- 
cal general purpose water 
handling pump. 


CHARACTERISTICS AT A GLANCE 


CAPACITIES AND HEADS 


TYPE PE Close-coupled—'%, to 40 hp 
Up to 65 gpm fractional hp sizes 
Up to 1000 gpm integral hp sizes 
Up to 110 ft. fractional hp sizes 
Up to 200 ft. integral hp sizes 


TYPE PB Flexible-coupled— 4 to 150 hp 
Up to 50 gpm fractional hp sizes 
Up to 5500 gpm integral hp sizes 
Up to 90 ft. fractional hp sizes 
Up to 260 ft. integral hp sizes 


+ @ NEW BULLETIN 


describes all the 
features of pumps 
in the Peerless 
Fluidyne line. 
Write for your 
copy of this pro- 
fusely illustrated 
and detailed engi 
neering bulletin 
today 





PEERLESS PUMP DIVISION 

FOOD MACHINERY AND CHEMICAL CORPORATION 
Los Angeles 31, California 

Please send me a copy of Peerless Fluidyne Pump 

Bulletin No. B-2300. 





NAME___ 


COMPANY — 
STREET__ 

CcITY_ STATE 

HOWE. AGE 


PEERLESS BUILDS DEPENDABLE PUMPS 
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SHUR-LOK 


TRADE MARK 


BED SPRING 
SUPPORTS 


Pat.No. 245-2645 

Cash in on the item that’s 
seized the public’s fancy. 
Shur-Lok metal Bed Spring 
Supports. Replace dust col- 
lecting, unsafe, squeaky 
wooden slats. No installation. 
Just drop on bed rail and they 
lock on. Set of 6 retails at 
$1.75. Ask your jobber about 
this really hot selling item. 


FAST SELLING 
LONG 
PROFIT 


Ay 
AAA 
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FURNITURE PARTS 


MANUFACTURING CO. 
39 West E. H. Crump Blvd 
MEMPHIS, TENN. 
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Retailers Stocks 
Were Higher in April 

Retail inventories in April 
amounted to $18,643,000,000, com- 
pared with $18,664,000,000 in 
March and_  $20,837,000,000 in 
April, 1951. Seasonally adjusted, 
the April figure was $18,133,000,- 
000 as against $17,887,000,000 in 
March. 

Total business inventories 
amounted to $71,189,000,000 in 
April, compared with $71,412,000,- 
000 in March and $68,078,000,000 
in April, 1951. The decline was less 
than seasonal, the Commerce Dept. 
said in announcing the figures. On 
a seasonally adjusted basis, the to- 
tal was comparable to a rise of 
$418,000,000 from March to a total 
of $70,390,000,000 on April 30. The 
drop of only $21,000,000 in inven- 
tories of retailers was the main 
reason for the rise in the depart- 
ment’s seasonally adjusted total. 

Durable goods inventories totaled 
$8,630,000,000 at the end of April 
as against $8,454,000,000 in March 
and $9,990,000,000 a year ago. On 
a seasonally adjusted basis, the 
April total was $8,293,000,000 and 
in March $8,075,000,000. 


Capacity of New Plant 
Is Million Blankets 


The General Electric Co. has 
opened its new automatic blanket 
plant in Asheboro, N. C., which is 
expected to be the world’s largest 
producer of automatic blankets and 
heating pads, with a total output 
of well over 1,000,000 units a year. 

Some 4,000 visitors from all 
parts of the South attended the 
opening. 

The new plant will employ more 
than 500 persons. General Electric 
produced the first commercial auto- 
matic blanket in 1936. 


Prices Reduced on 
Armstrong Flooring 


Reductions for the fall season 
on two groups of its hard-surface 
floor coverings was announced by 
Armstrong Cork Co. They marked 
the first cuts in the hard surface 
floor covering industry in some 
months. The price of Vinoflor, a 
plastic printed vinyl, was reduced 
approximately 15 pct. On heavy 
gauge linoleum the reduction was 
about 6 pet. 
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“Any chance of borrowing a 


Rubberset brush?” 


...Many a painter goes to great lengths 
for a Rubberset. Fact is, Rubberset is 
the nation’s most wanted brand, a 
Popular Mechanics Magazine survey of 
dealers proves. So for quality brushes, 
always choose Rubberset. 


FREE! New 20-Page Merchandising Book- 


let: ‘‘How 


to Up Paint Brush Profits’’. 


Send postal toLept.H-62, address below, 


Russerset Co. 


Lalo Aa) 


es Ave. & Lincoln H way 


Newark 5. N J 
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| all purpose mixer 
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“MIXBIT" 
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Does MORE than stir... 
it MIXES thoroughly 
on SECONDS! 


MIXES any oil or water base 


paint... texture paints... 
wallpaper paste , . . patching 
plaster... lime putty plaster 


. wallboard finishing ce- 
ment. 


Do not compare the new PARK 
“MIXBIT" with other mixers 
which merely stir. The ‘“MIX- 
BIT's counteracting 
blades really churn and 
mix . . . without throw- 
— ing contents from the 
can. Does the job in 
just a few seconds, 


CALL YOUR JOBBER 
FOR THE NEW 
PARK 


gy MIXBIT" 


Pat. Pend. 


K MANUFACTURING CO 


GRANT PARK, ILLINOIS 
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The Majestic Co., Inc. 


Build Profits By Promoting Home Sanitation 


Majestic 


UNDERGROUND GARBAGE 


Buries The Garbage Can Problem! 


Does away with that unusable, 
pest-attracting corner of the 
yard. With a Majestic Under- 


ground Garbage Receiver, odors | . 
are locked in, pests are locked | 


stored below 
won’t 


out —refuse is 
ground level where it 


freeze, won’t ferment. Your cus- [© 


fe" 





tomers will like the convenience 7 
of an Underground Garbage Re- © 


ceiver — the toe-tip lid lift, the 


easy can removal, the way it can jf * 


be placed near the kitchen door, 


saving thousands of steps while | 


keeping the yard neat and sani- 
tary. Outer shell is guaranteed 
for 10 years. Inner shell lasts 
four to five times as long as 
ordinary cans. 


Write for name of your distributor! 






















Wright Galvanized Wire Strand 
(Clothesline) 


CONNECTED LENGTHS 


feet, four and six strand, 


marked every 50 
No. 20 gauge. 


Cushion center cable, best clothesline con- 


struction known. . 
brightly lithographed steel 





. 50’ lengths. Also on 





spools, 500’ and 






1000’. Solid . . . 50’ and 100’ lengths. 
WRIGHT quality wire brightly galvanized 







STEEL & 


¢. WRIGHT wire co. 
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109-135 MEEKER AVENUE @ 































the Profit Leader 





because it’s the Value Leader! 





RADIATOR 
COVERS 


America's most 
complete line. 


Comes in Closed 
or Open End 
styles. Natural 
wood grain finish 
or ivory. 


ie 


HUMIDIFIERS 


The modern air 


moistener. 
proof, of ¢ 


Fits all standard 
radiators. Alu- 
minum coated 


steel. 


=e 
outmmuenn 


WINDOW WATERING 
SHELF CAN 
All Purpose. Heavy duty, 1 
Leok- Fastens to win- Qt. size. With 
ourse. dow sill without embossed floral 
screws or nails. array. iIn5 
Spill-proof ledge. oven-baked col- | 
White or ivory. ors. All steel. 
6"x23". Leakproof. 


Through your wholesale distributor or write direct. 


Est. 1903 





A 


MANUFACTURING COMPANY 


NEWARK 5, N- J. 















You'll find sales are easier, time 
after time, when you can give 
your customers STAR metal-cut- 
ting products. Over the years, 
you can’t beat the combination 
of the best-selling line plus con- 
sistent advertising to your cus- 
comers. 


The STAR line of hacksaw 
blades, frames and metal-cutting 
band saws is the easy line to sell. 


Sold 

onl: 
through 
recognized 
distributors 


BROS., Inc. 
MIDDLETOWN, N.Y., U.S.A. 


Makers of Hand and Power Hack Sow Blades, 
Frames, Metol Cutting Band Sew Bledes 
ond Clemson Lown Machines. 

® 10838 




















Promotions 


Special Offer on Sinks 


A special “package deal’ that 
will give Westinghouse dealers a 
48-inch electric sink as a demon- 
strator at a special price has been 
announced as part of the Westing- 
house Band Wagon elections pro- 
motion. 

Acceptance of the plan by dealers 
must include an agreement to in- 
stall the equipment on the sales 
floor. 

The “package deal” includes a 
48-inch electric sink, dishwasher 
display package, two sets of demon- 
stration dishes and glasses and one 
set of hose fittings for installation. 

“The major number of prospects 
who are looking for a dishwasher 
do not own one,” Mr. Arbuckle 
said, “and a live demonstration of 
the ease of doing dishes in an auto- 
matic dishwasher is the most ef- 
fective sales presentation a dealer 
can make.” 

Dealers using the plan are also 
asked to install a Waste-Away food 
disposer in the electric sink be- 
cause its demonstration is a natu- 
ral with the dishwasher. 


Presto Iron Promotion 


The National Pressure Cooker 
Co. will launch a promotion on its 
Presto Vapor-Steam Iron, retailing 
at $19.95, to be sold in combina- 
tion with a ventilated, metal iron- 
ing board, retailing at $10.95, for 
a combination pfice of $25.90, of- 
fering the consumer a saving of 
$5.00. 

An advertising campaign in 
trade publications, to be followed 
by full-page color advertisements 
in Life, The Ladies’ Home Journal 
and other magazines, and large 
display ads, placed direct by the 
company in key city newspapers, 
and other newspaper ads placed in 
cooperation with metropolitan de- 
partment stores, will support the 
promotion. 


"Fire Chief’ Campaign 
Winners in the Fire Chief cam- 
paign being conducted by General 
Electric distributors will be 
awarded trips to Chicago, Sept. 
23 to 25, where they will be taken 


a Manufacturers’ New Merchandising Plans 


to dinners and shows. They will 
also tour G.E. plants. 

Each dealer sale is chalked up 
as “putting out a fire” and Fire 
Chief titles are awarded on the 


basis of performance against 
quota. 
Give-away items designed to 


stimulate interest in the campaign 
have also been made available to 
dealers. 


Appliance Special 


Special package deals are being 
offered to dealers as traffic build- 
ers to help them sell the full line 
of Westinghouse electric house- 
wares, fans and vacuums during 
Westinghouse’s $3 million “Band 
Wagon” promotion that starts 
July 1. 

A package arrangement for fans 
offers a 10-inch, non-oscillating 
fan at a special price when or- 
dered with two other fans. 

An “old toaster round-up” will 
offer a toaster trade-in value of 
$5 to be applied on the purchase 
of a new Westinghouse toaster. 

Special offers are also being 
made on two vacuum cleaner sets. 





Appliances Moving 
Better, G-E Reports 


A continually improving retail 
sales picture for its major appli- 
ances is reported by the General 
Electric Co. 

The company announces that 
major appliances during May were 
up about 24 pct from April and 
were about 25 pct higher than in 
May of last year. 

Retail sales of the line as a 
whole, which had lagged badly dur- 
ing the early part of the year, 
picked up so that sales for the five 
months ended May 31 were only 
about 8 pct behind those for the 
same period of 1951. 

Distributors’ unit sales of refrig- 
erators to dealers in May were up 
about 7.5 pet from April and up 
approximately 21.5 pet from May 
of a year ago. And since February, 
distributors’ sales of refrigerators 
to dealers have been only slightly 
less than sales to consumers, the 
firm reports. 
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"PICK THE RIGHT SIZE 
EVERYTIME 





are being ==) 
oo. MR. RETAILER... 

"hs “on The ANCHOR small packaged WIRE line is one you may be proud to 
¢ ouse- handle. Not only is it beautifully packaged but the utmost in quality 4 
s during is used to assure complete consumer satisfaction. Steady repeat Swedish woop CHISELS 
n “Band sales. ASK YOUR JOBBER ABOUT THESE FAST SELLING ITEMS. 
= “Band HAVE SIZE MARKED ON HANDLE 
for fans Dealers, now you can select any one of the 11 sizes 
cillating of Gensco Swedish wood chisels at a glance! Each 
vhen or- a awe R E COR PORATIO N handle has the size clearly stamped in the handle end. 
JAMAICA ; < 0 NG ISLAND, NEW YORK You’re sure to sell more of these famous chisels with 
up” will hand forged Swedish steel blades, individually heat 
value of treated, tempered and honed — plus unbreakable, 
ourchase fire resistant, Tenite II plastic handles. Every blade is 
ng covered with a protective strip-off plastic coating to 
o being revent rust and chipped cutting edges. 
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Get This Colorful Merchandiser FR EE 


with your purchase of Gensco Chisels 















g retail 
r appli- an 
‘Sacee Just ask your jobber for the 

Gensco chisel display pack 

containing one each of eleven 
es that sizes, and one extra of 4", 
at aan %", %"', 1" and 1%” sizes. 
os ” Sits on the counter or hangs 

oo on the wall. 
e as a OTHER GENSCO PRODUCTS: 
dly dur- Bushman 
e year, Bow and Pruning Saws 
the five Gensco 
re only | Stenman = Hardware 
ensco 

ir Ge | Crown Brand Wood Screws 

Swedish Mora Hunting Kni 
‘refrig- Patterns are available for practically rutin a i 
vere up all plows, listers, middlebreakers in No. 1 soft 
and up center or No. 2 crucible steel of the highest 
m May quality obtainable. Send today for catalog and SEE YOUR JOBBER 
bruary, trade prices. 
erators 
rs, the DIVISION OF ILLINOIS IRON & BOLT CO. °7 : 

CARPENTERSVILLE, ILLINOIS, UMMA. (Est. 1873) 1802 North Kostner Avenue e Chicago 39, Illinois 
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© The most complete Industrial Jack line 
@ Full data on all types and sizes 

@ Time and money-saving use and applica- 
tion recommendations 


@ Shows all construction features and 
specifications - 
Write for your copy of this valuable free catalog today ! 


| “Jacks f 


and Center-Hole ~ Hydraulic Pullers 
TEMPLETON, KENLY & CO. 


EMBURY 











The Lantern with the 
Lighthouse Lens 


No. 40R 
Traffic-Gard 


... flame magnified into 
far-reaching safety beam. 


Wrte EMBURY MANUFACTURING CO 
NEW 







WARSAW YORK 


EMBURY 


LANTERNS & TORCHES 


wv. 3. A 
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New Dealer Aids 
Developed by Wholesalers 





Bigelow & Dowse Co., 169 A St., 
Boston, has jumped the gun on 
Christmas business with a pocket- 
sized consumer catalog which is 
now available to dealers. 

The Christmas Gift Suggestion 
Catalog, printed in red and black, 
has space on the front cover for 
the dealer’s name to be imprinted 
in green. It has 24 pages of de- 
scriptions and cuts of about 125 
top quality items. 
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Fewer Failures Noted 
Among Retailers 


. . ° | 
Failures among retailers declined 


to 62 in the week ended June 5 | 
from 69 in the previous week, Dun | 


& Bradstreet, Inc., reported. This 
was an important factor in the 
drop in commercial and industrial 
failures as a whole to 120 in the 
week, which included the Memorial 
Day holiday, from 136 in the pre- 
ceding week. 


Workers Own Most 


Power Lawn Mowers 


It’s the workers rather than the 
executives who buy most of the 
power lawn mowers, it was discov- 
ered by Reo Motors, after a survey 
of two Michigan cities. 

It was found, after the survey 
that covered every owner of a Rew 
power mower in Saginaw and Kala- 
mazoo, that 54 pct of the mowers 
were owned by hourly-rated wage 


















CHAIN 
TONGS 


“Reversible,” “Standard” and “Ideal” types, 
im all sizes. Jaws are drop forged from spe- 
cial steel, are carefully milled, heat treated, 
hardened and tested. The Handles are forged 
spring steel. The Chains are proof-tested to 
2/3 catalog strength (1,200 Ib. toe 40,000 
Ib.). “Reversible” Jaws give double jaw life. 
“Standard” Jaws have extra bearing on the 
handle and forged-in chain guides. The 
“Ideal” Tongs have G shaped 
teeth for a sure grip on irregular 
shapes—fittings, etc. 


TRONG BROS. TOOL CO. 


“The 18! Helder People” 
5214 W. ARMSTRONG AVENUE © CHICAGO 30, ILL. 
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SHA RON 
STOVE BOLTS 


WITH NUTS ATTACHED 
AT NO EXTRA CHARGE! 





From Sharon, the line with the talking 
labels, comes once again one of our most 
popular packages—round or flat head 
stove bolts with nuts already on... at 
no extra cost. 


For details, ask your Job- 


ber or write us. 


X AL 
Shavot Eo and Screu' Lo 
ve A 





BOSTON 10, MASS. 
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100 YEARS 


MANUAL 
TRAINING 


ADJUSTABLE 
CARTON 





TESTED 
QUALITY 
FOR OVER 


“THERE’S AN R. MURPHY 
STAY-SHARP KNIFE TO 
PLEASE EVERY 

CUSTOMER’’ 







Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That’s why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 

full line. 


| 


ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 











~ALBO> “COMBINATION” 


CAULKING 


CARTRIDGES 





USE THEM TWO WAYS! 





STANDARD HOLE- 
IN-CAP WITH 
METAL NOZZLE GUNS 





WITH SNAP-IN 
PLASTIC NOZZLE 





Now more popular than ever with contractors, builders and 
home owners! So easy to use . . . either way the caulking 
compound never touches the sides of the gun. No after- 
cleaning required. Plastic nozzle supplied with each 
cartridge of non-staining, non-hardening, CALBAR 
Caulk-O-Seal. Meets all specifications! 


NO INCREASE IN PRICE! 


simplifies inventory . . answers all needs! 


CALBAR PAINT & VARNISH CO. 
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THE BEST CABINET 
LINE TO CARRY 


Saleal ror BATHROOM BEAUTY 
Sdea FOR BETTER VALUES 
Sadeal FOR GREATER PROFITS 


SPECIAL LOW PRICED 
Model “RC-DS” 


Here’s the most popular 
and fastest selling cabi- 
net in the entire IDEAL 
line. Anexceptional value 
of IDEAL dependable 
quality, offering features 
of the finest cabinets made! 


A Big Profitmaker 
with Fast Turnover 





Model “RC-DS” 


ECONOMICALLY PRICED 
Model “DF-SS” 
Stainless Steel Rim 


Outstanding bathroom 
beauty and high quality 
utility is built into model 
‘““DF-SS”’ recess type cab- 
inet. Stainless steel mir- 
‘ror rim gives safe, sturdy 
door construction. 
Here’s another IDEAL 
cabinet favorite . . . eco- 
nomically priced for 
faster turhover and 
greater profits. 





Model “DF-SS” 


OUTSTANDING FEATURES OF “RC-DS” AND “DF-SS” 


Chrome spring, rod, and ball door check ¢ Quality bullet type door 
catch @ Heavy gauge welded cabinet ¢ Chrome plated tooth brush 
holder © Non-yellowing baked-on white enamel ¢ Razor blade slot 
Full length chrome plated piano hinge @ Bulb edge glass shelves 


STYLE, QUALITY AND ECONOMY SINCE 1888 


Ideal Cabinet Corporation has been a leader in bath- 
room medicine cabinet design for many years. Distribu- 
tors and dealers from coast to coast sell the IDEAL line 
for better values and greater profits. 


WRITE TODAY—FOR ILLUSTRATED CATALOG AND PRICE LIST 
IDEAL CABINET CORPORATION 


Division of Deslauriers Column Mould Co 


7722 JOY ROAD e+ DETROIT 4, MICHIGAN 
























Your emergency re- 
quirements are our 
special concern. 





204 CONNELL AVE. 
\ JOLIET, ILLINOIS 





A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8” O.D., 
gauges No. 28 to 3/8”, stands ready 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After ALL! 


“_ 
STEEL WASHERS 


FOR EVERY NEED 


THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 





















WIRE FORMS 
in 
INFINITE VARIETY 


Supplied by Brooks for many produc- 
tion requirements. Hardware jobbers 
and retailers know the wide range of 
Brooks Hooks, Screw Eyes and , other 
popular sellers. 

SMART MANUFACTURERS ALSO KNOW 
us for our solving of their production 
problems by the SUCCESSFUL SUBSTITU- 
TION Of BENT WIRE FORMS for intricate 


parts expensively machined from bar 
stock. 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROOKS HOOKS 


166 












—— "Selling Is Our Business" —— 


i——=me Direct Factory Representative 


@ Complete coverage of the East; 
permanent show rooms. 


@ Representing leading house- 
wares and hardware manufac- 
turers, 


Inquiries solicited regarding 
additional lines. 


SALE 
SAM WEISMAN orcanization 
200 Fifth Ave., New York 10, N. Y. 














' CHROME 
NIPPLES 
Vg" to 4" sizes 
Vg" and '/" sizes 
packed 12 to a box 
Write for catalog 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, Pa. 
3h 














METAL FLOATS 


3"" to 12" diameter 
ball floats of cop- 
per or stainiess 
steel for open 
tank to I50¢# 
pressure in stock 
—specials of 
various metals 
made to order. 


ARTHUR HARRIS & CO. 
212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 








Ball 
Type 





















proprietors owned 13 pct; profes- 
sionals owned another 5 pct, and 
11 pet were owned by a miscella- 
neous group that included widows, 
farmers, clerks, salesmen and re- 
tired teachers. 

Included in the worker classifica- 
tion were carpenters, mechanics, 
truck drivers, machinists, barbers, 
maintenance men and even a lady 
welder. 


Sears’ Sales Made 
New Mark For May 


Sales of Sears, Roebuck & Co. in 
May set a new high for that month 
amounting to $266,692,341, a 17 
pet rise over the $228,016,573 re- 
ported for the same month last 
year. 

Montgomery Ward & Co. sales 
amounted to $101,380,711 for May, 
an increase of 1 pct over the $100,- 
407,561 reported for May, 1951. 
At the same time Montgomery 
Ward announced extensive price 
reductions in its early summer cat- 
alog. Sears had also earlier an- 
nounced reductions in its summer 
catalog. 

Sales of leading chain and mail 
order houses follow: 


% 
1952 1951 change 
Sears, Roebuck & Co. 
May $266,692,341 $228,016,573 +17 


Four months 883,876,500 835,677,930 -+ 6.8 


Montgomery, Ward & Co. 


May $101,380,711 $100,407,561 -+ 1 
Four months 368,262,323 341,955,836 — 7.1 
Western Auto Supply Co. 

May $15,734,000 $11,964,000 -+31.5 
Five months 58,170,000 58,662,000 — 0.8 
F. W. Woolwerth Co. 

May $54,905,432 $52,292,573 + 5 
Five months 254,687,844 244,073,405 -+ 4.8 
Butler Bros., Inc. 

May $8,171,297 $7,777,758 + 5 
Five months 42,889,199 45,544,005 — 5.8 


Glassware Jubilee 
To be Held Oct. 6-11 


A nation-wide campaign to pro- 
mote retail sales of moderately- 
priced glassware will be staged this 
fall with the “1952 American 
Glassware Jubilee” as the climax 
event. 

‘This year’s Jubilee, scheduled for 
Oct. 6 to 11, is being staged by the 
Glassware Institute of America, 
made up of the nation’s eight lead- 
ing manufacturers of table, kitchen 
and cooking glassware. 

More than 5,500 stores partici- 
pated in the 1951 event, the indus- 
try’s first nation-wide promotion 
at the retail level. 

The program will include com- 
prehensive merchandising, adver- 
tising, and publicity efforts. 

Manufacturers will tie in their 
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HANDEE BOX 

You can literally walk all over tne 
Flambeau Handee Box and the Handee 
Box will walk off with honors as the 
strongest, best made utility box in its 
field, which means added protection to 
Grticles within. Sturdy construction and 
quality rust-proof hinges are features that 
will make this Flambeau product a best 
_ seller for you, _ 

se 


HUMPTY DUMPTY 


for doubled sales. 





Pi, a: Stiinta arenas 








15 MILLION HOMEMAKERS 
NEED THE NEW EASY-DIP 






A non-breakable all- 
plastic kitchen 
scoop for dip- 
ping ice cream, 


Here is a quick 
sale item that 
will appeal to every 
woman who sees it. vegetables, 
This eye-appealing, color- salads, cot- 
ful dipper is a kitchen tage cheese. 
"must". Featured in lead- 
ing consumer magazines 

and newspapers, you have 

a pre-sold market awaiting 
you. The Lloyd Disher is guar- 
anteed against breakage with 
replacement at no cost. For quantity 


prices write— 


THE LLOYD DISHER CO. 


ILLINOIS 





DECATUR 


HARDWARE: AGE, JUNE 26, 1952 


Another double-use Flambeau product 


set which serves as salt and pepper shak- 
ers or egg cups will win the admiration 
of all homemakers. 
















for greater sales, priced for greater profits. a 
When you're looking for the best in quality | 
and sales appeal, look for FLAMB-O-Ware, : 4 
the standard of quality, with distinctive de- - #4 
signing and high production standards that ‘€ 
__ assure the very best in plastic products. 





LAZEE MAID 
Flambeau’s Lazee Maid is more than 


just an ordinary lazee suzan. Its 7” base 
can be used as a separate bowl or set 
on top of the divided 12” tray. Lazee 
Maid’s bright color combinations and dual 
duty design make it a top seller through- 
out the country. 


ARENT LET 


The Humpty Dumpty 








MAKING MONEY IN 
HUNDREDS OF STORES! 


(T'S THE ONLY 


DOUBLE ACTION 


POTATO CUTTER OFFERED 


Cuts 49 Shoestrings 


| 25 French Fries 
| ALL IN ONE STROKE 





IT’S THE NEW 
$1.00 ALL-PURPOSE 


SPICE and GARLIC PRESS 
Packaged to Sell Fast! 








NEW 
DISPLAY 
BOX 
SELLS 
THEM 
ON 
SIGHT 





COMPLETE WITH 2 SHARPENED 
| STAINLESS-STEEL BLADES 


Here’s the fastest-selling $3.98 
item you ever saw! And for 2 Mrs. 





Thousands upon thousands of - 
Damar's Garlic Presses 


good reasons! Our hard-hitting sold last year for $1.98! Now 


advertising in 38 leading mag- —here’s a new Spice AND 
azines has created a tremend- Garlic Press that retails for 
ous market—and the item itself only $1.00! Completely new 


design—easier to use, easier 
to clean! We supply a self- 
selling Display Box. Write for 
complete information and price 
lists NOW. 


is such a terrific work-saver! 
Mrs. Damar’s Potato Cutter is 
made of enameled steel in 
popular kitchen colors. At- 
tractively boxed. 


JOBBER INQUIRIES INVITED 


DAMAR PRODUCTS, INC. 


23-0 Treat Place Newark 2, N. J. 
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RUB iton-Friction’s GONE 


RUN-SMOOTH 


LUBRICATING STICK 


A light-colored STICK that lubricates 
stubborn windows, of- 








1—|- fice files, doors, door- 
latches, zippers, bi- 
cycle chains, autos, ... 


anything that sticks, 






t by just 
rubbing 
Files Balk! it on. 


No messy fluid. Will 
not soil hands nor mar 
or stain wood, plastic 


or metal surfaces. wWindeoe liek! 


Bright colored Display Case, holding 12—25c sticks, 
for either counter display or hanging dispenser. 


SOLD THROUGH JOBBERS 


Decto Products Co 
SALEM 7 MASS 


Makers also of DECTO-STICK, which Fills and Colors 
WICKS, DENTS and GOUGES in natural-finished 
or stained woodwork, leather or plastics. 











McGill Brand 
mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected weod 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 

















own advertising and publicity cam- 
paigns to stimulate public interest 
in the promotion, and company and 
distributor salesmen will work 
closely with retail outlets to assure 
maximum benefits for their cus- 
tomers. 

Sales aids available, free of 
charge, to all retail outlets will in- 
clude display banners, window and 
interior display suggestions, radio 
spot announcements and scripts, ad 
layout suggestions, and matted ad- 
vertising material. 

Retailers may obtain full infor- 
mation on material available by 
writing to the American Glassware 
Jubilee Committee, Room 1508, 247 
Park Ave., New York 17, N. Y. 

Member companies of the Glass- 
ware Institute of America, sponsor 
of the Jubilee, are: Anchor Hock- 
ing Glass Corp., Bartlett-Collins 
Co., Corning Glass Works, Federal 
Glass Co., Hazel-Atlas Glass Co., 
Indiana Glass Co., Jeannette Glass 
Co., and Libbey Glass. 


Ekco Puts Emphasis 
On Steel Flatware 


Ekeo Products Co. is re-engi- 
neering its operations in stainless 
steel flatware and plans an expan- 
sion of activity in this field in 
the latter part of 1952, the firm 
announced. Addition of new lines 
is planned, with lower prices made 
possible by the use of new equip- 
ment and streamlining of distri- 
bution. 

“By the end of this year Ekco 
will be in position to assure domi- 
nance in the field and to make 
stainless steel flatware one of the 
most important phases of the 
houseware industry,” stated Ben- 
jamin A. Regir, president. 


Water Pipe Stockpiled 
For Civil Defense 


Civil-defense officials have em- 
barked upon a program of stock- 
piling 8-in. water pipe, together 
with the necessary pumps and 
couplings, in selected “target 
areas.” 

Federal Civil Defense Adminis- 
tration says it hopes to have about 
450 miles of this 12-gauge, fire- 
fighting pipe distributed to the un- 
named critical areas by the end of 
this year. 

Each fire-fighting “package” con- 
tains about 200 parts, including 
pump, tee, couplings, gate valves, 





SKOTCH 


A Steady 
Profit Puller 


PROTON 


8” x 10” carton displey 
printed in red and black 
or on cards for bin displey 
Here's a wood joiner that really 
HOLDS ... and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
viee bins. 


Free Sales Helps .. . 


Sonate weed joints that show uses 
of SKOTCH Woed Joiners plus « new 
ceunter folder are yours FREE. Ask 
your Jobber or write direct for gen- 
erous supply. Dept. HAI. 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE., CHICAGO 18, ILL. 


WOOD 
JOINERS 


















GRIPS LIKE A VISE 














Bewildered ?? 


oo + « GR OUR wo 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No.1 choice of hard- 
ware dealers through- 


out the nation. 
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ORDER THESE FAST 
SELLERS NOW! 


Swing and Well Ghain 


First in the South with the 
finest. This chain is made 
of highest quality 
chain wire and 
then electroplated 
of commercially 
pure zinc. A stand- 
ard link and better formed. 


Flat Wire Tempered Broom Rakes 


The tines are of high carbon, tempered cold rolled 
flat wire, with rounded edge, 5/16" x .029%. The 
tines are of one piece, Interlocked into the frame of the 
neck, and cannot work loose. The combination is a rugged 
one that will give lengthy, satisfactory service—and due 
to the one-piece construction, will always retain its sha 
Packed 6 Heads to re-s' nipping carton. The handle fur- 














































nished is No. | hardwo clear lacquer finish, | x 42 
inches, packed 6 to a bundle. Combined shipping weight, 
23 Ibs. per dozen. 


Galvanized Solid Clothesline 
© Plilable—Easy te handle, Smeethly relied. 
Easil d. 
° Nen- Kinkewitt not splinter. Easy to 
=. Will net sell clothes. 
© Non-stretch—will not streteh as other 
L =~ will. 
Package Units 
Packed, JS cote, 0. eo se ©) is re- 
shipping box. Mak oe oe full 
eount — Simplifies *hand diing stock sontrol. 


“Serving the Jobber for 15 Years” 


i 
i 
Wire Products ROBERT “nnn | 


Members, American Hardware Manufacturers Associati 


> AUTOWASH 


FOUNTAIN TYPE BRUSH 














MORE THAN 


50% PROFIT 


Ne. 840 Ne. 8401 
9.49 53.98 


84" HANDLE 
Write Dept. 145a for more information. 


AS YoU @ Blended horsehair 


bristles in replaceable 
plate. e Aluminum 
handle. e Rubber pros 
tective bumper. 


FLOUR CITY BRUSH CO. 
PACIFIC COAST BRUSH CO. 


Price and Priority Digest 


For fast, accurate reports on latest developments in 
OPS price ceilings, and how they affect hardware 
dealers, don’t miss reading the PRicB AND PRIORITY 
Diazgst which appears in every issue of HARDWARE 
Aas. This popular feature helps thousands of dealers 
keep up with the changing picture in Washington. It 
contains information written exclusively for hardware 
dealers and which is obtainable no place else. Check 
the contents of this issue on page 5 for the page num- 
ber of this valuable service to the hardware trade. 


CLEAN 
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It’s a sure sellout... 
when you feature 


THE CLEANING TOOLS 
YOUR CUSTOMERS NEED... 





You’re sure to have the cleaning tools customers need 

.. in fine quality goods at a fair price ... when you 
sell the WHITE line. Your customers know the WHITE 
name, too — you don’t have to spend valuable time 
“selling” unknowns! 


WHITE MOP WRINGER CO. 


2 Mohawk Street Fultonville, N. Y. 




















MOPMASTER OUTFITS 


White Mopmaster 
Double Outfits pay their cost in a short time 
by savings on cleaning compound costs. Capo- 
cities up to 17% gallons. 

Write for CATALOG No. 150 


WHITEY MOPZUM SAYS: 
Your Customers know .. 
It's RIGHT . . . if it’s 

















wire 


A COMPLETE LINE OF FLOOR CLEANING EQUIPMENT 
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WING NUT 
ASSORTMENT 


COMPACT— 
ATTRACTIVE— 
DURABLE— 


COUNTER DISPLAY 


GRIES' famous zinc alloy wing nuts in exclu- 
sive finger-grip design. Strong, rustproof, 
brightly finished. clean threads. #1 Assort- 
ment contains 48—3/16"'; 60—'/4,""; 24—5/16"; 
12—%"". 

LARGE PROFIT! Suggested retail price 
$5.88, Dealer profit—50%. 

ALSO AVAILABLE: 

all popular thtead sizes, 100 to the box. 


JOBBERS: Write for details and prices 
on this profitable item. 


GRIES REPRODUCER CORP. 


789 E. 132nd St., New York 54 @ Phone MO 5-7400 


& CHAIR-LOC 


ing New Chemi 

= S-W-E-L-L-S Wood 

© Penetrates wood fibres — 
makes them e-x-p-a-n-d 
vermanently. 

© Quickest and easiest way to 
fix loose chair rungs, legs, 
~~ eee dowels, dove-tails, 
etc. 

A Fast-Selling Impulse Item 


Write for Free Sample and 
Literature 



















CHAIR-LOC CO. 
Lakehurst 3, N.J. 








MULTI-SIZE 
SCREW 
ANCHORS 


Sa) 


D.H.D. HAMMER DRIVE ANCHORS 





y 
DIAMOND 








ASK FOR CATALOG. 
DIAMOND EXPANSION BOLT CO., INC. 
DEPT. H.A. © GARWOOD, N. J. 











Gripper Clips 


Registered U. S. Pat. Office 





Small and large 
sizes for holding 
tools, garden im- 
plements, 
kitehen utensils, 
etc. Black finish. 
Packed on cards 
6 doz. to a box. 
Units (2 doz. 
large and 1 doz 
small.) Retails at 
10e each. Circu- 
lars on request. 


@ GIBSON GOOD TOOLS, INC. 
Box 26B Orange, Mass., U.S.A. 
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pipe caps, and 3500 feet of pipe. 
About 680 such packages are being 
placed at the danger points. 
Industry and community leaders 
are being urged with FCDA to 
select water-side sites along rivers, 
lakes, or creeks, where pipe and 
equipment may quickly be set up. 


Serviceman Enjoys 
Entree to Homes 





Service on customers’ appliances | 


can be a profitable business both 
in and out of warranty, and ser- 
vice should not be treated as a 
necessary evil in selling, Hotpoint 
factory representatives explained 
at a series of five regional dis- 
tributor management meetings. 
A new “progressive educational 
program” under which distributor 
product service personnel will 
conduct educational field activi- 
ties was outlined. Under this 
plan, each distributor will hold 
10 classes each year for not more 
than 25 dealers at a time. Using 
slides, new advancements in ser- 
vice methods will be explained to 
service managers attending. 
John G. Praetz, Hotpoint prod- 
uct service manager, said the 
service man, unlike a salesman, 
gains a welcome entry to the 





average customer’s home. He has | 


an opportunity to learn what ap- | 


pliances the family already owns, 
which ones need replacing and 
what appliances the family wishes 
to purchase next. 


Free Trip to Holland 
For Some Bulb Seller 


Some bulb dealer will win an all- 
expense-paid trip to Holland by 
participating in a $75,000 prize 
Garden Photo Contest, just an- 
nounced by the Associated Bulb 
Growers of Holland. 

The person who submits the win- 
ning picture next spring of the 
tulips he plants this fall will win 
a trip to Holland, as will the dealer 
who sold the bulbs. Over 1,000 
other prizes have been offered in 
what is believed to be one of the 
biggest promotions in gardening 
history. 

The rules require each entrant 
to list his dealer’s name on his entry 
blank and on his submitted photo, 
which may be either black and 
white, or a color print or trans- 
parency. 

(Resume reading on page 15) 





Slides Paint Off 
‘| ~Like Butter! 


Boll Beg Cream Remover * Connect 

Scorch, Born or Damage the Sertece 
Write for fall mformation, price lst. 
GILLESPIE VARNISH CO., 131 Bey St., Jersey City, M. J. 

















DO YOU WANT TO— 
* Sell or buy a store 
¢ Represent new accounts 


¢ Hire experienced 
hardware personnel 


Dispose of surplus 
stock—distress 
inventory—job lot 


merchandise 


* Get sales representa- 
tion for your line 


¢ Get a job in the 
hardware field 


THEN— 

Tell It To The Trade 
In The Classified 
Advertising Pages 
Of HARDWARE AGE 


Classified Ad Dept. 


HARDWARE AGE 


100 E. 42nd Street 
New: York 17, N. Y. 
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THE FIRST REALLY 
PRACTICAL SAW 
ATTACHMENT 





re, ei 
Wg 4 Mim 


ond be used os @ ta- 
ble sow. 







Th ds upon th ds of cus- 
tomers will be out to buy the 
Atomic Saw. Cash in our Cor- 
sumer Advertising Campaign in 
Science and Mechanics, Crafts 
and Hobbies, Profitable Hobbies, 
Popular Homecraft and Sunset. 


wy GUARANTEE Tay 
cient may fa ATOMIC SAw,,, 
MICKEL STEEL! win, $i: any standard /,” drill motor. Will 

NS fora spc wall make Tine and proces 


WILL NOT overload drill motor. Precision Oil- 
ite Bearing prevents side thrust on motor. 


JOBBER INQUIRIES INVITED. CALL Your 
Atomic Saw Distributor Today, or Write to 


ATOMIC SAW MFG. CO 


8 VENTURA BL\ 








COMPLETE wiTn 
ATOMNE & “SAFETY BLADE 








ELECTRIC IMMERSION 
Thermostat Contiol HEATERS 





COLD WATER 


Automatic 
Low Cost Water 


for stores, offices, factories, laboratories, summer 
camps, etc. Packaged unit includes thermostat, 
pilot light and switch. Simply screw in tank through 
1; threaded flange, connect to AC power, and set 
thermostat for desired temperature. Special types 
for heating oils, chemicals and other liquids. 


VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 
Vulcan Electric Soldering Tools, Solder Pots, 
~~ Glue Pots, Branding Irons and Heating Units. la 




















_® KEROSENE MANTLE LAMPS 
WITH ELECTRIC CONVERTER 





Aa 
_il 


= EMERGENCY LIGHTING WHEN 
YOUR CUSTOMERS NEED IT! 
a Every day—a handsome electric lamp. . . 
Fa and when electric power fails... Presto 
: — Chango! The wonderful white light of 
: Aladdin Kerosene Lamps lights the home! 


— 


(emp 
3 When | In storm, flood, | A recommended 
to» power | hurricane, torna- | Civil Defense 
lines do, snow storm | Emergency 
Now available | fail or heavy icing measure 


to Hardware 
Dealers 


everywhere Write for details: 


ALADDIN INDUSTRIES, Inc. + Nashville, Tenn. 
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THINKING OF 2% TO 4-INCH TOOLS? 


Here a Great Teams 


For hand or power use A1- TH READ E R 


BEAVERS 104 currer 


Beaver No. 104 Geared Square- 
end Knife Cutter cuts off square 
and clean without burr. Knives 
feed automatically — with safety 
guide ahead of cutting edge to 
prevent knife breakage. The No. 
104 is ideal for cutting, grooving f@! 
or beveling pipe. Fumished com- al 
plete with operating ratchet. 

Beaver No. 41-E Geared Threader 
is fully adjustable for undersize 
and oversize threads of uniform 
length. Threads all sizes, 242” to 
4”, with one set of dies! Fully- 
enclosed gear case! Furnished 
complete with operating ratchet. 





BEAVER PIPE TOOLS, INC. 
234-300 DANA AVENUE 

WARREN, OHIO U. S.A. 
“50 Years of Friendly Service” 





No. 4I-E 


YOUR CUSTOMERS WANT— 


01d Dominion 


WAX. 


HIGH GLOSS © WATER RESISTANCE ¢ 
LONG WEARING ¢ SAFETY 

also manufacturers of: 
Penetrating Seal, Gym Seal, 
Terrazzo Seal, Asphali Tile Seal. 


WRITE FOR DETAILS 

















PERROW CHEMICAL CO., Hurt, Virginia 
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Every Man, Woman and Child in the U.S.A. 





Can Go Riding at the Same Time 


Nn the U.S. A., competition is basically responsible 

for better cars at lower comparative cost. We 
enjoy the use of three times as many cars—and 
annually produce four times as many cars—as the 
rest of the world put together. There are approxi- 
mately 43 million autos—and 9 million trucks and 
buses—in use in the U. S. A. today. That’s more 
than enough to take everyone riding at the same time. 


By stimulating the sale of the new and the resale 
of the old, our competitive system achieves wide- 
spread ownership of automobiles, as with almost 
everything else. In most foreign countries, out of 
necessity people make things last as long as possible. 
In the U. S. A., vigorous competition prompts im- 
provement, refinement and continuous progress. 
Buyers of new cars get maximum value, because 
each manufacturer competes actively for the new- 
car dollar. Lowest-income groups benefit by the 
lowered prices of used, yet essentially useful, prod- 





ucts. Overall result: Steady jobs, good wages and 
the world’s highest standard of living. In most of 
the rest of the world, luxuries come within reach of 
only the rich. In the United States, the irresistible 
drive of competition invents, mass-produces, adver- 
tises, distributes and sells—so that most of the mi- 
raculous products of modern living are within the 
reach of all. 


Free competition—like freedom of speech, press 
and religion—is a dynamic part of Uncle Sam’s 
character. Let’s keep it free, so that the U. S. A, 
continues to be the greatest country in the world, 





= 
v 


This report on PROGRESS-FOR-PEOPLE is published by 
this magazine in cooperation with National Business Publica- 
tions, Inc., as a public service. This material, including illus- 
tration, may be used, with or without credit, in plant city adver- 
tisements, employee publications, house organs, speeches, or in 
any other manner. 


THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
HARDWARE AGE, JUNE 26, 1952 
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MARSHALLTOWN TROWEL COMPANY 





MARSHALLTOWN, IOWA 








AS IMPORTAN 
TO YoU 
as the 


INVENTION 
of Grass= 


T = 





WATCH FOR IT 





from¥.734) 







| OF WHEN YOU 
f | STOCK AND DISPLAY THE 











MIDWAY AUGER BITS 


“preferred by all who want 
the best’’ 


HOME WORKSHOP BIT-KIT 
(No. 50-6) 


8/16’’, 10/16’’, 12/16” 














6 Bits 4/16”: 5/16”, 6/16” 








@ 
THE MIDWAY TOOL CO., I 


as) = EH. TATE CO. 





MELVIN, OHIO 





Factory and Sales Office 


251 CAUSEWAY STREET 
BOSTON * MASSACHUSETTS 


A-6087 

















E. Cc. 
402 South Illinoi 


ATKINS AND COMPANY 


@ HANDSAWS 

@ CROSSCUT SAWS 
@ CIRCULAR SAWS 
@ HACKSAWS 

@ KEYHOLE SAWS 
@ ALL OTHER TYPES 


WW « 





is Street © Indianapolis 9, indiana @& 








aa - 





100 E. 42 St. 





ware people are just a few of the regular features of Hanpware Acs that have caused more dealers to 
invest in subscriptions to Harpware Acs than to any other hardware magazine. 


HARDWARE AGE 


The Hardware Dealers’ Magazine 


Hardware dealers all over the country have discovered that 
it pays to keep your eyes on Hagpware Acx for ideas and 
advice that mean more money in your pocket. Help on 
price control problems, new merchandising ideas, market 
news, more new merchandise descriptions than published 
by any other hardware magazine, and news of other hard- 


New York 17, N. Y. 
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Classified Opportunities Section 








Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words.......... $5.00 
Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
RR eee as 
Each additional word .......... 05 


Allow Seven Words for Keyed Address 
or Your Address 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 


secutive insertions of Boxed Display Ads. 


Cuts or special borders not covepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number ‘advertisers unless accompanied by 
sufficient postage for remailing. 


NOTE: 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 





stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








BUILDERS HARDWARE 
SALESMAN 


Distributor and manufacturer has opening 
for salesman calling on lumber yards and 
building material dealers to handle line 
of cylindrical door locks, cabinet hard- 
ware, brass hardware, hinges, bathroom 
accessories, garage hardware and re- 
lated items. Applicants must cover lumber 
yards and building material dealers. Pro- 
tected territory. State territory covered 
and items handled in first letter Our men 
know of this ad. 


Address Box A-694, care of HARDWARE = 
100 East 42nd Street, New York 17, N. 








MANUFACTURER'S 
AGENTS WANTED 


by leading manufacturer of aluminum in- 
dustrial ladders — extensions — steps, etc. 
Profitable commission item for agents now 
selling expendable maintenance supplies 
or materials handling equipment to an 
established trade such as industrial plants, 
institutions, hotels, etc. Several attractive 
territories now open. Write giving lines 
carried—type of trade covered. Appoint- 
ment will be made in city convenient to 
the applicant. 


Address Box A-688, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 














MANUFACTURER'S 
REPRESENTATIVE 
WANTED 


Man calling on hardware and indus- 
trial trade to represent top-notch line 
of Steel and Malleable Pipe Fittings on 
attractive commission basis. Several 
choice territories still available. Write 
in detail giving complete resume of ex- 
perience, lines now handled and terri- 
tory covered. 


Address Box A-678, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











FOR ADDITIONAL EARNINGS, 
CONTACT US! 


We produce a complete line of Wood 
Tool Handles (for Striking Tools, Agricul- 
tural and Garden Tools and miscellaneous 
items, such as Wheelbarrow Handles, Tree 
Pruner Handles, Lawn Mower Rollers, 
etc.). Our Prices are most competitive; 
our commissions are “tops.” Men are 
wanted to cover various territories, but 
please do not reply unless you are now 
calling on the Retail Trade. Complete 
details first letter, please. Our men know 


of this ad. 
Address om, A-679, care of nAsew Ans AGE 
100 East 42nd Street, New York | >» Ve 











MANUFACTURERS AGENT 


A few choice territories open for men calling 
on the retail hardware and fixit shop trades 
who want to take on an additional money- 
making line of a nationally advertised adjust- 
able Dado attachment. Give full details. 


PACIFIC COAST CHEMICALS CO. 
725 Second Street, San Francisco 7, California 


dress Box 





SALES REPRESENTATIVES, EXCLUSIVE 
TERRITORIES OPEN. Manufacturer requires 
factory representatives for jobbers, distributors, 
department stores. A staple, non-seasonal, repeat 
roduct of interest to super markets, hardware, 
ouseware outlets. Liberal commissions. Address 
Box A-664, care of HarDWARE F ae 100 East 
42nd Street, New York 17, 





SALESMEN: ALL TERRITORIES OPEN 
OUTSIDE metropolitan area. Calling cn the re- 
tailer, Full line of hard aluminum, straight edge 
rules and “T’” squares. Commission basis. Co- 
operation and help extended. Address Box A-677, 
care of Harpware AcE, 100 East 42nd Street, 
New York 17, N. Y 





AGRICULTURAL AND INDUSTRIAL 
CHEMICAL SALESMAN required by expand- 
ing firm. Territory—Southern States, east of the 
Mississippi River. Prefer southern resident cen- 
trally Iecated. Please state background and ex- 
perience. Excellent opportunity. All replies con- 
fidential. Address Box A-668, care of HARDWARE 
Acz, 100 East 42nd Street, New York 17, N. Y. 





MANUFACTURERS REPRESENTATIVE 
WANTED TO SELL line of turnbuckles and 
wire goods to hardware jobbers. Territories 
open are Illinois and Wisconsin; Colorado and 
Utah; New York and New Jersey. Must be able 
to sell in a highly competitive field. State lines 
now handled. Address Box A-685, care of Harp- 
i Acz, 100 East 42nd Street, New York 17, 





SALESMEN WANTED, MAIN OR SIDE 
LINE hardware specialty items, to call on. retail 
hardware stores, department stores and lumber 
yards. 10% commission and bonus. Address Box 
A-687, care of HarDWARE aa 100 East 42nd 
Street, New York 17, N. 





STAINLESS FLATWARE SALESMAN 
WANTED for Michigan territory; also for 
Oregon-Washington territory, by one of the oldest 
and best known manufacturers of stainless steel 
flatware, who are rearranging these two terri- 
tories. Must have following with housewares and 
hardware jobbers, house to house direct selling 
organizations, department stores, premium users, 
etc. A major, nationall advertised line with es- 
tablished accounts in these two 100% protected 
territories. Liberal Commission arrangement. Ad- 
A-683, care of Harpware AGE, 100 














174 


PLUMBING SPECIALTIES. SALESMAN, 
WITH FOLLOWING, for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors. Choice (protected) territories —. 
Commission. Keplies confidential. Address Box 
A-644, care of Harpware Acg, 100 East 42nd 
Street, New York 17, Y. 





EXCLUSIVE PROTECTED TERRITORIES 
open for agents calling on hardware distributors, 
dealers and plumbing supply houses. Nationally 
advertised faucet washer replacement material. 
Unique demonstraticn sells 8 out of 10 on first 
call. Address Box A-686, care of Harpware AGE, 
100 East 42nd Street, New York 17, N. Y. 





NTED, SALESMEN TO SELL 6” 
POCKET SCALE with clip that can be used as 
depth gauge. Retails 50 cents, 1 doz, on display 
card. Exclusive territories. Salesman earns 60¢ cn 
each card he sells. Fibre board knife blades .025” 
thick pack 100 to a box $5.00 hundred, $40.00 
thousand. Sell retailers and jobbers. Mark Spe- 
cialty Company, 183 St. Paul Street, Rochester 
4, New York. 





WANTED SALESMEN SELLING WHOLE- 
SALE HARDWARE, chains, larger retail trade, 
to sell *ANT BUTTONS *KILL ANTS (HAR- 
RIS’ ORIGINAL). A nationally advertised ant, 
roach, insect, rodent destroyer. Remarkably effec- 
tive. Different, not a powder, paste or spray! No 
odor, non- inflammable, no sprinkling. Attractively 
packaged, scientifically formulated, unbreakable, 
compact. ANT BUTTONS are guaranteed. Mil: 
lions sold. Good yttn od to preducers. Protec- 
tion. State territory. Harris Products Co., Inc. 
P. O. Box 4, Miami Beach, Fla. 





HARDWARE SALESMEN OR agg agen 
TURERS AGENTS. Experienced only. Own car. 
Good following. Stcre fixture, furniture manu- 
facturers and cabinet shops. Good opportunity with 
New York manufacturer and wholesale jobber. 
Protected territories. Write in full detail. Ad- 
dress Box A-401, care of Harpware AGE, 100 
East 42nd Street, New York 17, : a 





SIDE-LINE AND SPECIALTY SALESMEN 
can sell 8 out of 10 dealers or jebbers with this 
advertised product, This is a large volume, fast 
turnover item that will not conflict with vour 
present line. Full commission, Full merchandising 
and promotional help. Here is an exceptional 
oppertunity. Write today, The Biddle Co., Dept. 
H, 75 E, Wacker Drive, Chicago, Illinois. 





SALES REPRESENTATIVE WANTED. 
MANUFACTURER HAS territories open and 
will grant exclusive representation to experienced 
aggressive manufacturers agents who are calling 
on wholesale hardware, housewares and industrial 
supply trade. Please state territory covered and 
lines carried. Address Box A-691, care of Harp- 
mn a 100 East 42nd Street, New York 





MIDWEST MANUFACTURER WANTS 
MANUFACTURERS REPRESENATIVES sel- 
ling to Housewares Buyers or Wholesale Hard- 
ware, Jobbers, Department and Variety Stores, cn 
a new practical Household item. Commission. 
Specify territory covered. Address Box A-692, 





East 42nd Street, New York 17, N. Y. 





care of Stee Acz, 100 East 42nd Street, 
New York 17, 7; 
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Accounts Wanted 


Positions Wanted 


Business Opportunities 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 











NOTICE TO MANUFACTURERS 


Financially responsible warehouse and sales 
organization, rated C-I'/,, with a well organ- 
ized office and perpetual inventory system is 
open to any manufacturer desiring to carry a 
branch stock in Chicago for distribution in 
midwest states. 


ED SWADE, 1420 So. Michigan Ave., Chicago 5, III. 














HARD WORKING AND AMBITIOUS TWO 
MAN sales agency, established with strong 
following among department stores, jobbers and 
other large volume outlets in metropolitan New 
York and New Jersey, offers complete coverage 
for one additional direct factory line. Will attend 
Atlantic City Housewares Show. Address Box 
A-655, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





MINNESOTA: SURROUNDING _ TERRI- 
TORY. MANUFACTURERS REPRESENTA- 
TIVE DESIRES ONE additional line. Must 
have minimum high five figure potential. Whole- 
sale trade only. Coverage hardware, chains, 
automotive, electrical and similar jobbers. Suc- 
cessful record of sales. Address Box A-638, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, New York. 





I CAN USE AN ADDITIONAL HAND 
TOOL LINE, imported or domestic in the follow- 
ing area: Eastern Pennsylvania, Southern New 
Jersey, Delaware, Maryland and the District of 
Columbia. Best of references. For the best type 
of representation write Box A-589, care of Harp- 
ha Ace, 100 East 42nd Street, New Yorkel7, 





Help Wanted 


MANUFACTURERS DIRECT REPRESEN- 
TATIVE WITH EXCEPTIONALLY fine lines 
needs men who can sell to jobbers. Must have 
initiative and ambition and willing to work on 
straight commission. Several territories in the 11 
Northeastern States open. Also required is a man 
in New York City for the Export trade. When 
writing, you may state all particulars in complete 
confidence. Address Box A-178, care of Harp- 
— AcE, 100 E. 42nd Street, New York 17, 
i # 














EXCEPTIONAL OPPORTUNITY 
FOR SALES MANAGER 

Rapidly growing Midwestern power and hand mower 
manufacturer with national distribution has opening 
for experienced sales manager. Base salary and bonus 
arrangement offers unlimited income opportunity. 
Must have jobber, hardware and appliance following. 
Limited traveling. Write stating full details includ- 
ing age and experience. 

Address Box A-676, care of HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 








TOP NOTCH SALESMAN. RECENTLY 
SOLD my business, Called on hardware and de- 
partment stores. I now wish to serve as a direct 
factory representative for one manutacturer only 
with a line of merit. Will detail jobber salesmen. 
Desire Chicago and surrounding territory. Ad- 
dress Box A-671, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y 





EXPERIENCED HARDWARE MAN, MAR- 
RIED, NOW EMPLOYED, wishes to make 
change. Buying, selling, display werk and _ store 
management. Location not too important. Address 
Box A-681, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y 





EXPERIENCED HARDWARE AND PAINT 
MAN, twenty years’ experience retail store, all 
phases, buying, merchandising, accounting. De- 
sires connection as representative for hardware 
jobber of paint manufacturer, prefer established 
territory W. Va. or adjacent; or inside job with 
established firm. Age 41, married. Address Box 
A-670, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





EXECUTIVE WISHES TO CONNECT 
WITH wholesale hardware and plumbing concern. 
Capable of management, purchasing and _ sales, 
Thirty years experience with ability to build u 
your business and assume full responsibility. Ad- 
dress Box A-689, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y 





Business Opportunities 








300 KEROSENE 
SPACE HEATERS 


NORGE, A.G.M., MONITOR: Clean, at- 
tractive and modern. Used. All in per- 
fect working order; only 4 to 5 years 
old. 50,000 B.T.U. 5 gal. tank. $15.00 
each in quantity. 


BEACH REFRIGERATOR CO. 


80-05 Boulevard, Rockaway Beach, N. Y. 
NEPTUNE 4-4950 














WANTED TO BUY: HARDWARE STORE 
well-located in good town in Ohio, Indiana, Illinois 
or Southern Michigan. Opportunity to grow more 
important than amount of stock or current sales. 
Address Box A-680, care Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 





HARDWARE, POWER EQUIPMENT BUSI 








NESS. 65 miles north New York City. Good 
farming and industrial area, Partners want to 
sell, Buy now. Get spring business. Address | 


Box A-684, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y. 








MANUFACTURERS DIRECT REPRESENT- 
ATIVE, WITH EXCEPTIONALLY fine lines 
needs men who can sell to jobbers of Hardware, 
Mill, Mine & Railway Supply and Wholesale 
Automobile Accessories owning their own cars. 
Two men will be required for the 12 Southern 
and South Western States. Business established 
in 1899. Address Box 181, Waynesville, N. C 








EXPERIENCED HARDWARE MAN, BUY- 
ER, ONE preferably familiar with submitting 
bids to government agencies. Salary commensur- 
ate with ability. New York City firm. Address 
Box A-682, care of Harpware Ace, 100 East 
42nd Street, New York 17, N 
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HARDWARE, FURNITURE, PLUMBING 
AND HEATING store. 3 show rooms: basement 
20’ x 50’, main ficor 23’ x 93’. 2nd _ floor 
23’ x 93’, third floor storage 100% location, long 
term lease, $40,000 investment. Must be seen. 
Address Box <A-693, care of HARDWARE 
100 East 42nd Street, New York 17, N. Y 





FOR SALE, TOP STORE IN growing New | 


England seacoast town. Ideal for man and wife. 
No delivery. Low rent, little competition, Sh 
hours. Inventory about $15,000. Owner retiring. 


Address Box A-690, care of Harpware AGE, 100 | 


East 42nd Street, New York 17, N. Y. 


Short | 


AGE, | 


HARDWARE, LARGE STORE, 60 YEARS 
IN CHICAGO. Complete line, paints, general 
and shelf hardware, plumbing and glass; some 
wholesaling. Over $75,000 gross per year. Inven- 
tory under $35,000. Net $11,000 after salary of 
owner and two employees and all expenses. Can 


buy building on contract or good lease. New 
building. Owner ill. Terms. Write C. Wallace 
Johnson, Inc. 7 S. Dearborn St., Chicago, Illinois 








Do You Want To— 


* Sell or buy a store 
* Represent new accounts 


* Hire experienced 
hardware personnel 


* Dispose of surplus 
stock—distress 
inventory—job lot 
merchandise 


- Get sales representa- 
tion for your line 


* Get a job in the 
Hardware field 


THEN— 
Tell It To The Trade 
In The Classified 


Advertising Pages 
Of HARDWARE AGE 


Classified Ad. Dept. 


HARDWARE AGE 


100 E. 42nd Street 
New York 17, N. Y. 














Toye Back! and available — 


Kromex 


Chrome Bread Kabinet 


See the WHOLE LINE! 
NATIONAL HOUSEWARES 


SHOW 
Booths 565-7-9 
Auditorium 
Atlantic City 


I Wre)site,< 


KROMEX ENDURINGLY 
BEAUTIFUL ORIGINALS 
Cleveland 3, Ohio 





The 





Perfect Seal” 





TAN K 
BALL 


A sturdy, long-lasting tank 
ball that fits ali sizes—making 
a perfect seal! Made of pure 
natural rubber compound... 
will not swell. 

Packed in individual display 
boxes and in display cartons. 
Economy-priced for better 
profits! Write for prices and 
detailed information, 











The ARTMOORE MOP. and 









“By 


1319 N. 3rd St., 


CLEANING APPLIANCE 


leads in performance and service 
It Scrubs—It Waxes—I¢ Dust: 


sts 
It Washes Painted Walls 


Across the land, users acclaim it as the BEST! 
all odds, 


ever made.” 
H. D.—Maine 


the best mop 
Mrs. R. 


“Different kinds of sponge mops on 


the market; I prefer Artmoore.” 

Mrs. W. Van V.—Washington 

Artmoore for profitable sales 
and satisfied customers. 


Feature 


See your jobber or write 


ARTMOORE CO. 


Milwaukee 12, Wis. 











has made more profits 


soy ae tke) =e (-¥-0 0-5 dE doh e 
more years than any 
other plant food! 


Vig is Swift tr 
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Youngstown Mfg., Inc. .. —— 
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FAST-SELLERS for Homes 


Hobby Shops, Farms, Carpentry, 
Repair Kits 


— Black & PORTABLE 
_— BLECTENE cose 


re, 


(4 


TOOL Kis 
STANDS 


The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 


Order from your B&D UTILITY Distributor 














InDESTRO HIGH TURN-OVER Tools 





Get the facts on Indestro’s Too! Merchan- 
dising Plan that brings you everything you 
need to get in BIG PROFIT tool Dusiness! 


Ask for your FREE Cateleg, too! 





for EXTRA SALES. 
for EX TRA PROF/T$7 



















SLIDING DOOR HARDWARE 


When you sell Coburn Sliding Door Hardware you have the 
advantage of a complete line of hardware for straight-sliding, 
sliding-folding, around-the-corner and roundhouse doors. 





Inclosed track @ brackets © hangers @ handles © guide rolls 
guides © stops @ binders © chafe strips © bolts © hinges 


For full information send for Catalog #200 


COBURN PRODUCTS [IF 








APRODUCT OF WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP. 
Sales Engineering: 56 Sterling Street, Clinton, Mass. * Executive Office: 575 Madison Ave., 
New York 22, N. Y. © Sales Offices: Atlanta * Boston * Buffalo * Chicago * Denver 
Detroit * Philadelphia * Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Cel. 


Parts for 


HURRICANE Power Mowers 


Always Available 








A Complete “Parts” Stock 


Brings Steady Sales! 


Hurricane Rotary Power 
Mowers never become obso- 
lete! Each new, improved 
part is made to fit any Hur- 
ricane ever built! Because of 
normal wear and breakage, 
owners will need replace- 
ment parts. By offering 
Hurricane parts and service, 
you’!l monopolize this repeat 





business. Money-wise dealers 
all over the country are bring- 
ing in additional income from 
parts and service business. 
You can too! Write us for 
details. 


NATIGNAL METAL PRODUCTS COMPANY, INC. 


Dept. H-A 


2722 Cherry St. 


Kansas City 8, Mo. 


177 





The original PLATT 
ADJUSTABLE 
FINGER GRIP 














Millions in use for holding: 

V All type of tools—in home and 
factory 

V Kitchen utensils 

V Sporting equipment 

V Laboratory test tubes 


Your most profitable staple . 


6 outstanding 
selling features 





COMPLETE STOCK OF 





1—Adjusted in a jiffy. 

2—Finished in plated spring 
steel. 

3—Made in 3 popular sizes. 

4—Handsome, self-selling dis- 


GARDNER'S SPRINGS 


4-drawer cabinet No. 932 contains 402 precision-made industrial 
type plated and burnished Springs. 


127 different sizes, in coded 
compartments . . 
A COM PLETE 
STOCK! Boxed re- 
fills shipped at 
once from _ stock. 
Be ready to fill 
practically every 
call for Springs— 
order from your 
jobber or write us 
today! 


V Brushes and brooms 
V Garden tools 
V Rubber stamps 


V and hundreds of others , . 
See your jobber or write 6—Nationally advertised. 


ARTHUR I. PLATT CO., Fairfield, Conn. 


play boxes. 


5—Made of spring steel .. . 
holds shape permanently. 


Two and one-drawer cabinets also available. 
: 1329 So. CICERO AVE. 
Gardner Wire Co. °2:%:508°. 








A COMPLETE LINE OF 





: 


Write for our New Catalog No. 12 illustrating our 
line of builders Hardware Specialties. 


aon @ feokeR» 


MANUFACTURING CO. 
ROCKWOOD, PENNA. 

















Architects and ~-(CHICAGO)= 


Builders Specify — SPRING HINGES 


@ Modern Factories 
@ Office Buildings 


@ County, State and 
Federal Buildings 


@ Ships of Our Navy 
And the New Luxury 
Liner S. S. United States 


Every year more and more Architects 
and Builders are specifying Chicago 
“Triplex” Spring Butt Hinges because 
they are carefully designed with 
many superior features. They are 
smart looking and streamlined to 
harmonize with modern architectural 
requirements. 


"Spring Hinges of Quality" 


Type BU2001 
""Triplex' . 





CHICA NEW YORK 


Chicago Sp <p ae Cu. 








GENUINE 
ORIGINAL 


12 Card Cards | i a oe OF SILEN 


DOMES OF SILENCE 


SELL ON SIGHT when these attention-compelling con- 
weues & box or card are displayed on counters. Genuine DOMES 1% 1%” %” 
CE glide softly, silently, smoothly ™”%”* “a 


One Set in a 
box—12 boxes 
in carton 


SIZES 








over all flooring; saves floors and furniture. For 
years the favorite with houseowners and furniture 
manufacturers. 


Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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